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Write to Hinge Headquarters for complete information and be ready to equip | 
those new garages in your town. We will send you supply of circulars, with your | 
imprint, to include with your letters 

and invoices. 





When visiting the Exposition, you are invited 
to make your headquarters at Hinge Head- 
quarters Booth, Block 26, 5th St. and Ave. D. 


See Pages 31, 81 
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Table of Contents, Page 47 Index to Advertisers, Page 97 
Situation and Help Wanted and Business Opportunities, Pages 112 and 113 
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IS47 ROGERS BROS. 


‘‘Silver Plate that Wears 










“CONTINENTAL” 
PATTERN 
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“The Easiest Selling =| | 
erchandise in Our Store. 
HAT is one reason given by a- well- known 


dealer for handling 1847 Rocers Bros: 
* Silver Plate that Wears.” | = 
Let us help you get your share of the results 
from the most persistent and extensive advertis~ 
ing ever done for silverware. - 
Write for Circular 1245-3 describing our 3 oll 
advertising and display helps for retailers. - : 
INTERNATIONAL SILVER CO.- 
Successor to Meriden Britannia Co. oe 


_MERIDEN,CONN. 


. 


NEW YORK | CHICAGO _ SAN FRANCISCO 
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The American Father’s Question 
“What Will My Boy Be When He Grows Up?” 


Hardware dealers have a wonderful opportunity now to assist the 
fathers of the U.S.A. in molding the minds of the younger generation 
along constructive lines. 

Structo fills a long-felt want. It makes a direct appeal to the boys. 
One sale in a town means many more. The boys themselves will be your 


best advertisers, because they see ST RUCTO and they want it. 





STRUCTO 


Made in America 











Big Profits to Dealers—Ask for Information 


We furnish geared electric motors free in outfits retailing for $5.00 and over. 
Let us tell you of our proposition. It will prove to be a money maker for you. 


STRUCTO MANUFACTURING COMPANY 


FREEPORT, ILLINOIS 
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A full line of our tools is carried at our Chicago Store, 626-630 Washington Boulevard, Chicago, Illinois 








For You 


Our Guarantee of 
Future Business 








BS 





There’s Your Protection Against 
Dissatisfied Customers 


When a customer complains about inferior quality in an article you have sold 
him, upon whom does it reflect the most—you or the manufacturer? Indirectly 
the manufacturer suffers, of course; but it is your prestige, good will, and 
reputation for carrying reliable lines that often fall in the estimation of the 
dissatisfied customer. 


The inspector’s seal on a Brown & Sharpe tool gives you an agreeable sense 
of security against such a complaint from the man to whom you sell one. 
That seal means that the tool has been subjected to a series of rigorous tests 
for accuracy and good workmanship, and that it was up to the Brown & 
Sharpe standard before it left our factory. The seal means a satisfactory 
sale, the customer’s good will and his future business. Don’t you think it 
worth while to stock a line that you can sell with such security from complaint? 


BROWN & SHARPE MANUFACTURING CO. 


PROVIDENCE, R. I., U.S. A. 
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- Anxious for more 
wrench sales, are you? 


Perhaps we can fix things. We haven’t any sure- 
cure for all sick wrench departments; we don’t 
exercise any mysterious power; we can’t even 








promise to swell your quota of sales. 


But we can investigate and suggest means and 
methods of improvement. Having gotten rid of a 
million and more wrenches last year—mostly thru 
the jobber-dealer channels of the hardware trade 
—we are in the best position to advise you 


properly. 
Tell us your story on your business stationery. 
That is step number one. | 














Coes Wrench Company Worcester, Mass. 


AGENTS 











J. C. McCARTY & CO. : a: : : 29 Murray Street, New York 
JOHN H. GRAHAM & CO. - - - 113 Chambers Street, New York 
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TRIMONT MANUFACTURING CO. 


TRADE MANUFACTURERS 


— TRIMO TOOLS 


55 to 71 Amory Street, Roxbury, Mass. 





June 22, 1915 


TO THE USER OF WRENCHES. 


Gentlemen: - 


Users of Wrenches, both Pipe and Monkey 
Wrenches, will find economy in buying the 
TRIMO makes. A new standard of quality has been 
set by the TRIMONT MFG. COMPANY, the makers of 
these improved wrenches. 


Be sure to ask for the TRIMO wrenches, 
both Pipe and Monkey. They are equipped with 
Nut Guards that prevent the accidental turning 
of the adjusting nut in close quarters, and with 
Steel Frames, in the principal sizes, that will 
not break. 


These new TRIMOS are worth more to the 
user because of these improvements. Ask for the 
genuine and take no other. Don't let unfair 
dealers pass out the imitation on you. The name 
TRIMO is on every TRIMO tool. 


Very truly yours, 
TRIMONT MFG. COMPANY. 





Nut with 
Guards 
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The Billings & Spencer Company 


Hartford, Conn. 


Tho Mark That Guarantees 
The Mark That Helps In 
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Instead of This, Why 
Not Adopt The 
Billings & Spencer 
Display Board 





When your customer is in a hurry you 
can't get him out of your store too quickly— 
if you want to get him back again for more 
sales. 

Instead of keeping him waiting while you 
rummage around looking for the wrench he 
wants and you might have but you are not 
sure, why not adopt the modern and conven- 
ient, in fact, the only sensible way of stock- 
ing your wrenches? 


The Billings & Spencer Display Board is 
one of the best selling ideas yet devised. 


It keeps your stock on display, suggests to 
the customer that he needs a wrench. It 
keeps your stock at your finger tips. No hunt- 
ing around pulling out one big heavy drawer 
after another. It tells you when your stock 
is getting low. It is at once a sales force, an 
advertising force and an efficient method 
of storing your wrenches. 


This display ,board is sent to you 
without cost in order that you may 
do a bigger business in Billings 






& Spencer tools. Let us The 
give you details. Billings 
& Spencer 


Co., Hartford, 


Conn. 


Please send further 
information regarding 
your Display Board 
Proposition. 
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Cyclops Nail Puller 


Retails for $1.00 








‘Look at the Eagle Beak Jaws’’ 


A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. - 
Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 
Jaws grip beneath nail head. 
Oblique delivery of ram blows. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. New York Office: 99 Chambers Street 
Length 18 in. Weight 47% Ibs. ea. 


Manufactured by 


Torrington, Conn., U.S. A. 
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Always In The Foreground 


NICHOLSON FILES, wherever they are used in a shop, always 
Stand in the foreground when it comes to quality and service. The 
high grade workmanship of Nicholson Files, their long life, their 
uniformity and keen cutting qualities are all features which bring 
them into prominence. The user cannot fail to recognize their super- 
iority ; the benefits derived from their use are self-evident. 








SWISS PATTERN FILES 
The ideal files to use where fine work is essential 





In NICHOLSON "X-F" FILES there There are no delays when you order 
are all the good qualities of the finest § them; we have over 6000 varieties of 
imported files with none of the uncer- _ sizes, shapes and cuts always in stock 
tain features which are associated with | from which to select. 

the latter. NICHOLSON "X-F" FILES Write for complete catalog and a copy 
are guaranteed to be of uniform shape _ of "File Filosophy," an instructive 
and cut, quality and temper of steel. _little book well worth having. 


NICHOLSON FILE COMPANY 


PROVIDENCE R. 1, U.S. A. 
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EDISON | 
MAZDA 


2OOO 
Candle 


wp OWET . 
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Greater efficiency and greater economy 


So rapid have been the advances 
in incandescent lamps that some man- 
agers and owners do not quite appre- 
ciate the remarkable current economy 
of the newest lamps, the gas-filled or 


EDISON MAZDA C lamps. 


They are four to six times 
as efficient as old style, 16 
candle-power, carbon lamps. 
Moreover their metal fila- 
ments are fully as sturdy as 
carbon filaments. 


EDISON MAZDA C lamps 


are at once the most powerful 





OED 


This symbol on all 
Mazda Gartons” 


and the most efficient lamps we have 
ever produced in all our 36 years’ ex- 
perience in the manufacture of over 
five hundred million lamps. 
Wherever you need single units, 


ranging in candle-power from 125 to 


EDISON 
MAZDA 
C 
LAMPS 
(Gas-filled) 
Made in U.S.A. and 


backed by MAZDA 
Service 


DISON LAMP WORKS 


OF GENERAL ELECTRIC COMPANY 


General Sales Office, Harrison, N. J. 


5723 


nearly 2000, you can save 
money by installing these 
powerful lamps. Buy through 
the usual channels or write us 
for any further data. Our 
lighting engineers will be glad 
to give the benefit of their 
broad experience on any of 


your lighting problems. 





® 


Guorantre Ce 
on Goods Elect 


Agencies Everywhere 


A size for every purpose and a lamp for every lighting need 






These 3 sizes show the new 
MAZDA B Coil vacuum 
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Mr. Dealer: Here’s a sample 
of the Live Publicity Methods 


we are using to Increase Your 
Sales of 


SI-MONDS SAWS 















This beautiful $30 tool cabinet is one of fifty-seven prizes which we are 
offering to the boys who at home or in school can make during the next two 
months with carpenters’ tools the most useful or ingenious thing. This 
contest is being advertised in many different magazines, and its purpose is to 
arouse interest in 














The boy doing carpentry, as well as his father, is a possible customer for « 
you. Make a window display of SIMONDS SAWS to link your store to 
our advertising salesmanship. The increased sales sure to result will put 
dollars in your pocket. 


SIMONDS SAWS are the product of the finest material and most expert 


workmanship, and are backed by over eighty years’ experience in making 
cutting edge tools and by an absolute guarantee. 


- 
Sz 
x 
ES 
ad ol 
4 Sas wy 


. Write us for catalog and suggestions for increasing your trade. 


SIMONDS MANUFACTURING CO. 


‘‘The Saw Makers’’ 


FITCHBURG, MASS. 


5 FACTORIES 11 BRANCHES 
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AmericanChains 
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Weldless Chain Line— 


Coil Chains; Halters, Dog Leads and Ken- 
nel Chains; Cow Ties and Tie-Out Chains; 


Hammock and Porch Swing Chains. Sash 
Chain, Oneida Galvanized Chain for Arc 
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Lamp Suspension, Friction Chain for da A 

Looms, and Chains for all Special Purposes. : | ) fi 

i) yy fF 

Write for Catalog and Prices ’ ; 
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When Everything Else Fails Try 


A Booster Club Campaign 


IN YOUR STORE 


_ Here is the biggest trade winning, cash getting, sales 
making force, offered to retail dealers. It works for Hard- 
ware Dealers, for Druggists, for General Merchants and 


for Grocers with equal facility. 


One Grocer in Kansas sold 277 boxes of Corn Flakes 
in a single day as a special through this method. This 
was a new brand of goods. 


The Peoples Trading Co. of Minnesota had the biggest 
Pork and Bean day ever experienced by any merchant in 
that state, by the use of Booster Club methods. 


G. W. Baker, an Illinois merchant, had collections in 
excess of $1,700 for one day. 


One member of a campaign in a Kentucky town 
brought a merchant more than $6,000 in new cash trade. 


These are only a few of the things that are accom- 
plished by this whirlwind, sales building force. 


In addition merchants clean out their slow sellers, 
unload unprofitable stock at full prices, and often make 
the cost of the campaign many times over from what they 
would lose if they put on a cut price sale. 


Think of the additional value that you will get by sell- 
ing more of your better merchandise at full price, at regu- 
lar profit, by the use of this method. 











Full details of campaigns sent to any interested mer- 


chant who clips out and mails the coupon today. . 
s 

Practical 

Write, Telephone or Wire at Once. vain 


Kindly send us at 
once full information 
about the ‘Booster 
Club Campaign.’’ Also 
mail us copy of 
‘*Booster Journal’’ and your 
booklet ‘“‘How to Be a 
Booster.’’ 


We will be glad to know how to 
increase our customers—our sales. 
We want to make friends for our 


SPRINGFIELD - - ILLINOIS sme 
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The Care of 


A National Landmark 


ETSY ROSS made the first 
B American flag herein 1777. In 
1905, when the house was 

about to be demolished, it was saved 
and presented to the city of Philadel- 
phia as a gift from over a million 
Americans. Philadelphia now pre- 
serves the Betsy Ross house for the 
nation by protecting it against time 


and weather with paint made of 


Dutch Boy 
White Lead 


and pure linseed oil. 

Property owners, painters, 
architects and building mana- 
gers the country over show the 
same good judgment in the 
selection of their paint. Each 
class knows from personal ex- 
perience that nothing compares 
with Dutch Boy White Lead in 
spread, protection, adaptability, 
looks and wear. 


New York Boston 





Cincinnati Cleveland 
Philadelphia (John T. Lewis & Bros. Company) 
Pittsburgh (National Lead & Oil Company) 
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This general approval of 
Dutch Boy white lead should 
mean much to you as an enter- 
prising paint dealer. Don’t you 
see in it a splendid opportunity 
to turn over your white-lead 
stock more frequently and to 
make more money in all depart- 
ments of your business? Try 
tying your local prestige to the 
national advertising which has 


popularized the white lead that - 


the famous Dutch Boy Painter 
represents. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy Red Lead-in-Oil 
and Dutch Boy Linseed Oil 


Buffalo Chicago 


St. Louis San Francisco 
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CORDAGE CHAT No. 
THREE 


HE fibre from which Yucatan Twine and Clothes 
Lines are made comes from Mexico. 
































@. The upper picture shows the loose fibre being trans- 
ported across the hills to the seaport in the State of 
Yucatan. These caravans, made up of possibly twenty 
to thirty pack mules, plod along patiently over the sandy 
roads, despite the heat and the heavy loads of fibre 
lashed to their backs, 


@_ In the lower picture we see a native cleaning fibre, 
in a primitive way, somewhat after the fashion in which 


manila fibre is cleaned. 

















@ You will notice that heis using a sort of knife as 
a scraper. He removes the vegetable matter by 
pulling the fibre toward him while the knife re- 


mains stationary. 





@_ In the center picture we see the natives making 
a rope from the fibre, in a very primitive way. In 
the foreground you can see the balls of twine and 
rope which have been made by hand. 


2 
SSS SS 
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@ It is needless for us to say that this handmade 





Yucatan rope or twine is inferior to that made :y 
in the Columbian Mills. Not only does it lack 8 










. 
“ 
sY i 


strength and uniformity, but it also lacks the 
smooth, soft ivory finish which makes our Yucatan 
Twine and Clothes Line free from bristles and 
slivers, attractive to the eye and a pleasure to 


handle. 
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HEN your customers want a 
strong twine or clothes line,— 
smooth as glass—free from bristles and 
slivers—and easy on the hands—sell them 


OLUMBIAN 


YUCATAN TWINE 
OR CLOTHES LINE 


It’s a fine, strong, white hemp twine with 
a soft, smoothly-polished white ivory fin- 
ish that makes it attractive to the eye and 
easy to handle. 


COLUMBIAN ROPE COMPANY 


1100-25 GENESEE STREET 
“THE CORDAGE CITY,” AUBURN, N.Y. 
BRANCHES: NEW YORK CHICAGO BOSTON 
DISTRIBUTORS IN EVERY CITY 
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“ICKWIRE BROTHERS 






LNA TU 





MNO 


Cortland 
New York 


Wickwire 
Brothers 


Inc. 








HAMA 


There's more than one reason for the popularity and selling strength of Wickwire product, but 

all of them can be traced back to the idea of giving the best value and highest quality possible. 
= We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
In short, we control every step in the manufacture, and therefore can regulate the quality from 


etc. 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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The New Construction 


You can take your choice of six sizes, 
either with Grip Neck Stem and Socket or 
with Square Plate Top. State whether 
you want “Ideal’’ Steel Wheels, Iron 
Wheels, or Lignumvitae Wheels. All 
sizes packed in attractive boxes of 1 set— 
six sets per box when desired. 


No. 927 x 32 


**Ideal’’ 
Steel Wheel 








UNIVERSAL SQUARE PLATE 
SHAFT - BEARING CASTER 


















(PATENT PENDING) 





FTER spending lots of time and 

grey matter experimenting with 

the use of shaft-bearings in caster 
construction, a new and_ exclusive 
Universal Product embodying this fea- 
ture is now ready. 


Understand, ours is not one of those 
“bright and original ideas” that come and 
go with the change of weather. Shaft- 
bearings have been used successfully in 
the construction of automobiles and other 
mechanical devices on which friction 
must be minimized in a practical way. 


In the new Universal Shaft-Bearing 
Caster these roller-like friction absorbers 
distribute all wear along their entire 
length instead of being centered on a few 
points of contact, as with ball or roller 
bearings. Consequently Universal Shaft 
Bearing Casters swivel easily and silently 
and can stand heavy strains. A large 
steel hood prevents the “works” from 
becoming dust-clogged. 


We are thoroughly convinced that they 
will prove readily salable, and ask that 
you investigate their features fully. 
Write us for descriptive circular. 


Universal 
Caster & Foundry Co 


QOWEST 42%? ST. (Aeolian Bidg) 
NEW YY O R_K-> 































No. 775 x 34 
Iron Wheel 











UNIVERSAL GRIP NECK 
SHAFT-BEARING CASTER 








(PATENT PENDING) 
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Bishops Greyhound 


That name sells Saws—don’t forget that. The quality of the steel 
used in this saw and the workmanship are superior to that found in’ any 
other make. 


And when it comes right down to speed and easy-cutting, the 
“Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
‘““Greyhound’’ as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 


If a 30 days’ trial does not prove our Guarantee, we will refund the 
money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 
and Trade-prices. 






SPEED& EASE 














——————————————————————————— 





Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Fostner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends, every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE. MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 2 
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Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 
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Williams’ “Vulcan” Caliper Gauges 
FOR 


External, Internal and Eternal Use 





Capacities 3—~7//2 Capacities 1—3” Capacities 114—3” 


When recommending gauges, drive home the fact that your customers can ill afford 
to use adjustable gauges in sizing their product or make inferior substitutes in small 
lots with Tool Maker’s labor. Micrometers and Vernier Calipers are excellent tools 
with which to make gauges but they are poor tools of which to make gauges. Satisfy 
your customers by supplying gauges that do not get out of adjustment or materially 
increase their cost of production. 


Western Office and Warehouse J H. WILLIAMS & CO. Exhibitors at 


a Panama-Pacific Exposition 
32 © So. Clinton St. 59 Richards St. Block 18, Machinery Palace 


Chicago, Ill. BROOKLYN, N. Y. CITY Your call will please us. 


Write for New Catalogue—Just Out—Showing Complete Line of Drop-Forged Tools. 
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NE OF THE VITAL factors in 
modern economical drilling op- 
eration is the consumption of 

power. 







To reduce this item to a minimum 
an increased angle of twist has been 
adopted in the manufacture of the 


Detroit” 
Quick Twist Drills 


which, coupled with our special shape 







of flute, preserves the form of the 
chip until it has cleared the work. 
Friction losses are thus reduced, lu- 
brication of the drill and work facil- 
itated and the life of the drill ex- 
tended. 
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Why not put in a small stock of 
**Detroit’”’ Quick Twist Drills and sell 
them to your customers at our risk— 
under our guarantee? 


For details of attractive dealer prop- 
osition and new Catalog ‘“‘T’’ address 


DETROIT TWIST DRILL CO. 


Originators of the “*‘ Quick Twist ’’ Drill 
718-730 FORT STREET, 694 DETROIT, MICHIGAN 
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A NEW PLANE 
Stanley Renee 


an 


Filletster No. 278 


The sides and bottom being square with 
each other, the plane will lie perfectly flat on 
either side. 


It has an adjustable fence which slides 
under the bottom, regulating the width of 
the cut. 


It is fitted with two spurs, one on each 
side, for working across the grain—also an 
adjustable depth gauge. 


As both the fence and the depth gauge 
can be attached to either side, the plane is 
suitable for either right or left hand work. 


The front part of the Plane can be easily 
detached, thus providing a bull nose plane 
for working close up into corners or other 
difficult places. 


The cutter is adjustable endwise. 


Length over all 634 inches—!1 inch:cutter, 
weight 2 lbs. 


List Price $1.75 


On account of its many usages and low 
cost this plane should prove a good seller. 


Manufactured by 


New Baitain, Conn. U.S.A. 





STANLEY RuLeE & LEveEL Co. 











In-Vu on an Easel Board 


No mail box ornaments like an In-Vu. 
The ornamental and serviceable qualities 
of this mail box are easily displayed to the 
trade by means of an In-Vu easel board 
now being supplied to all distributors of 
In-Vu products. It is for counter use and 
is most attractive. 


In additson to the four styles—oak, light 
and dark mahogany and cream white—in 
which the In-Vu was manufactured when 
first introduced to the public, a box of 
weather green finish is now being marketed 
and is proving most popular, especially with 
owners of bungalows. 

As well as glass mail boxes we are now 
manufacturing glass push plates—highly 
polished with beveled edges. Prices the 
best in the market and quality unsurpassed. 


Write for price lists. 


The In-Vu Manufacturing Company 
ROCHESTER, N. Y. 



























HARDWARE AGE 






















INLAND STEEL 


Roofing and Siding 


are profitable main lines 
for every Hardware mer- 
chant. They belong in the 
hardware business and 
they pay both direct and 
indirect profits. 


Direct profits as mer- 
chandise — 


Indirect profits as stand- 
ing advertisements in the 
structures made or roofed 
with them; in the shelf- 
hardware and accessories 





that go with the steel; in 
the fast friends that Inland 
Sheets always make of 
their ultimate consumers. 


By a little active work 
you can easily secure or- 
ders for enough steel to 
make a carload—for direct 
shipment from mill at mill 
prices — thus adding still 
further to your profits. 


Write us about this. 
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Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER- 


INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works- Indiana Harbor, Ind. and Chi 


ts, Il. 
DALLAS- 















CORCO | 
REGS PET OE 


Extra Heavy Nestable 


Just what People need and want 
for the disposal of Rubbish, 
Waste Paper and Cast-away Ma- 
terial without danger of fire. 


Bodies, Bottoms and Covers are 
perforated with small oval holes 
about 1%” x 1", which give large 
amount of draft and enable one 
to burn up any kind of rubbish 
or trash to small ash. 


When burning, the cover is kept 
closed, which prevents wind from 
carrying burning particles—the 
danger of loss of life and prop- 
erty by fire is eliminated. 


Painted with heavy black stack 
paint and stenciled in red after 
formed. 


The heavy material we employ in 
this can makes it very strong and 
durable, and with reasonable care 
should last a lifetime. 


WHEELING CORRUGATING COMPANY. Wareunic W.Va. 





Rubbish Burners 


Extra Heavy Nestable 


The Design, Material and Work- 
manship are Absolutely First 
Class. 


No House, Store, Factory or In- 
stitution should be without a 


Rubbish Burner 


Suburban and Country Sections, 
where fire protection is usually not 
so complete as it might be, are in 
special need of such equipment. 


Top Diameter, 15 in. 

Bottom Diameter, 14% in. 

Height, 28 inches. 

Length of Legs, 3 inches. 

Sides and Bottoms are 16 Ga. 

Covers, 20 Ga. 

Top and Bottom Hoops and Legs, % x1 in. 
Bar Steel. Hinges and Handles are very 
Heavy Malleable, securely riveted. 

— tapered slightly to nest for ship- 
ping. 


Many lives might be saved each year 
by the use of good Rubbish Burning 
ans. 


Some cities compel people to use such 
protection by ordinance. 


Also Sales Offices:— 


Portsmouth, Ohio 


BRANCH OFFICES AND STORES: Dallas, Texas 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


Detroit, Mich. 


Minneapolis, Minn. 
Richmond, Va. 
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' Let Us Introduce ~ [T's something you can : 
You to a New | megs in practically : 
2 | every home in your : 
Carborundum Product community—its the — : 
: Carborandum Kitchen 
Knife Stone 

. and its mission is to make every knife in the 2 
: a household a sharp knife. The stone, fast, é 
i clean cutting, is mounted permanently on a 
WW ce .- wood base. Two or three strokes and the : 
knife is keen—the ‘stone is just the night =~ 
«+. handy size and right grit for all kitchen ‘a y 
carving knives. | q 
@ Every home naa gs cthe demand, the - 
arket, the profit pre e all there— suppose you : 
id sti stone ‘to your Carborundum stock : 
S Onsen. ndum Company : 
Kina Falls. N. ¥. : 
Every hardware dealer should write for a 
copy of this new 
Catalog No. 34 
and get next to the latest additions to and 
oe in the 
3 Sa SS TN oT SS EAM ~ SLY 
SH PSI TTIN 
MGS RES REEELEE \ 
_ line of taps, dies, reamers, gages, etc, | 


This, the most complete catalog that has 
ever .beerr issued, of tools, appliances, ma- 
chines, and devices pertaining to the cutting 
and measuring of screw threads—is just off 
the press. 


All water: one sats mark— 


.* NAN wy ON Ws 
¥ Y Za 


WHEL, WINN \ 
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Standerd for 40 years 
WRITE FOR YOUR COPY NOW 


Wells Brothers Company Division 


Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


New York Philadelphia 
28 Warren St. 38 No. 6th St. 
Chi Detroit 
13 So. Clinton St. 55-59 Wayne St. 


London 
149 Queen Victoria St. 


In Canada: Wells Brothers Company of Canada, Limited, 
Galt, Ontario. 
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MYERS CENTURY HYDRO-PNEUMATIC PUMPS 


An Excellent Combination—Hand and Power—Air 
and Water Pump for Air Pressure Water Systems. 


Just the Pump for private residences but equally satisfactory and of sufficient capacity 
for apartment houses, hotels, summer resorts, small manufacturing plants, etc.; also a 
big success in country homes and for farm sérvice, as it can be operated by a gasoline 
engine or electric motor, and then when necessary turned into a hand pump by removing a 
single pin. 

This pump is of neat design, substantially built and when installed occupies small space. 
It is double acting, has machine cut gears, 14-inch tight and 
loose pulleys, is fitted with 3 x 5-inch brass cylinder, and is 
furnished with or without Air Compressor for open or pres- 
sure tank service. Suction and discharge can be taken from 
either side. The Handle is furnished regularly with the pump. 
The Myers Century Double Acting Power Pump has 
become a leader with many dealers because of its 
wide range of service, its satisfactory pumping 
qualities, its general construction and the low price 
at which it is listed and can be sold. 


AIR 
COMPRESSOR 
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HANDLE ATTACHMENT 
Late Catalog, No. HP15, shows this and many other Myers 
Hydro-Pneumatic Pumps and Cylinders—Hand, Windmill or 
Power, large and small capacity, for Air Pressure Water 
Systems of any size and for any service. 
Ask for this Catalog and Information. 


An 
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F.E.MYERS & BRO., ASHLAND, OHIO 


Ashland Pump and Hay Tool Works 




















Here’s the Sort of Hanger Talk 
to Shoot Across the Counter 


“‘What’s the use of your buying a 
hanger that neither you nor I know 
anything about? 

“I can give you any number of reasons 
why Red Rib Tandem Hangers will do 
everything within the province of barn 
door Hangers. 

“What’s more I'll stand back of Red 
Ribs myself, because the manufacturer 
asks me to. He isn’t afraid to guarantee 
his product to me, so I’m not afraid to 
do likewise by you. ) 

“This solid double-grooved tandem 
wheel runs easily on an arched tread— 
as silent in action as a sleeping babe. 

“Look at this Red Rib Track; ribbed 
for strength; enclosed to keep out bird 
and storm. And this adjustable fea- 
ture!” 

This to you, Mr. Dealer. May we arm 
you with more sales talk? 


SAFETY DOOR 
p HANGER CO. 


NOIOVAdiustablagmm| §=ASHLAND — OHIO 
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STOVE BOLTS 
RIVETS BURRS 


WOOD SCREWS 
TIRE BOLTS 








Largest Stock and Greatest Assortment 


American Screw Co. 
| PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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We are manufacturers— 
that is our business. Quality 

is our aim. We carry in stock 

a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 

that Bridgeport Screws are the. best. 
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Write for price lists and _ discounts. 
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ae Bridgeport Screw Company 


ae’ BRIDGEPORT, CONN. 
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Don’t Breed Flies 








Our Sink Strainer enameled all over is easily kept clean and free 
from odors. It has no grooves or crevices to catch the filth common 
to all sinks. It fits snugly in the corner and does not mar the sink 
enamel. Flies can't breed in Vollrath Sink Strainer. 

We recommend a trial for your summer trade—THEY SELL. 


THE VOLLRATH COMPANY 
New York SHEBOYGAN, WIS. Chicago 
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profits and spiehed customers 


Black Silk Stove Polish Works 


SN 





‘BLACK SILK 


The STOVE POLISH that makes 








Liquid and paste—one quality. 
Buy through your jobber. 





Sterling Illl., U.S. A. 
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Yes, every dealer has a good stock of 


Anchor Brand Clothes Wringer 


bought at way-down “‘Bed Rock”’ prices, in some cases for less than they can be 


made for. 





But do you know that unless you get busy and 


Sell Them 


the saving in price will soon be eaten up in 
interest charges on your extra investment? 


Are you sitting back thinking about that old 
saying 


“Goods Well Bought Are 


Half Sold” 


in place of talking wringers to every customer. who enters your store. Remember 
you can t make a penny on your “good buy’”’ until they’re sold. : 


Lovell Manufacturing Co. Erie, Pa. 


Largest Clothes Wringer Manufacturers in the World 


i 


- 
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Washes and Wrings at One-and- 


O you know what the Maytag method 
1D of combining washing and wringing in 

one operation means to the busy and 
particular housewife? It means a saving in 
time; it means clean clothes—always. There 
is no need of holding the wash above oily 
mechanism to prevent soiling. An always 
ready operating handle controls both washer 
and wringer—starts it—stops it—runs it in 
one direction or another at will. The clothes 
are washed and wrung with one motion. This 
is one feature that will expand into many a 
Maytag sale. 


Ask about our quick release wringer. 


You will find the simple and sturdy construction 
and unique placement of the power mechanism 
another most appreciable selling point. We are 
going to ask permission to send Maytag particulars. 
We want to tell you all about our guarantee and 
our 30 Days’ Free Trial Offer. May we? 


The Maytag Company 


STATION “A” NEWTON, IOWA 


the-Same- | ime— 
“Maytag” Power 
Electric Washer 


WITH SWINGING WRINGER 
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NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Bldg., _ DETROIT, MICH. 
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How Is Your Poultry Netting Stock? 


The “‘Excelsior’’ Galvanized Poultry 
Netting is made of hard steel wire in all 
standard sizes and widths and in all 


meshes. The length of each roll is 150 


feet. 


The ‘Excelsior’ brand is galvanized 
after weaving and the “Western” brand 
is galvanized before weaving. 








Both brands have our three strand 
Patent Selvage, distinguishing them 
from all other netting on the market. 


Recommend this brand to your trade 
and assure satisfaction to your cus- 
tomers. 


Wright Wire Company 


WORCESTER, MASS. 


Branches at Boston, New York, Philadelphia, 
Chicago, San Francisco, Pittsburgh 
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The Growing Skate 
for the Growing Boy 


The same pair of Conron Extension Ice Skates wiil fit John at seven‘and seventeen. 








The skates “grow” as fast as his feet grow. . All he needs to do is to extend the sole plate 
on the runner blade: by adjusting two nuts with a key which you include in the sale. 
After the extension, the sole plate and runner are perfectly rigid and stationary. 


Conron Extension Ice Skates offer many other selling advantages over others. The blades are 
tougher, harder, more elastic and better tempered. 


May we send catalogs and full particulars? 


The Conron-McNeal Company, Kokomo, Ind. 




















THE BOYS ARE COMING FOR 


ERECTOR 


“The construction toy with girders like structural steel’’ eels 
Now is the time to place that holiday order! Send for catalog and prices 


THE MYSTO MANUFACTURING CO., - NEW HAVEN, CONN. 
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Highest MeCAFFRE PANAMA PACIFIC 
Award for Files ee INTERNATIONAL 
EXPOSITION 


and Rasps 





GOLD MEDAL OF —" Ase SAN FRANCISCO 
HONOR Pe ee CALIFORNIA 
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Not Tomorrow. 


NOW |! 





Send for prices 


Ham mer and full descrip- 


tion of this 


Clamps and Oilers sidewalk ice 
chopper. 














The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


Look Here 


A sidewalk ice chop- 
per made just like a 
chisel; 100 per cent 
ahead of the old-style 
sheet iron chopper. 

Get on the job first. 
The first one in your city 
to sell them will have the 


HAMMER & CO. sdunabeite 
Branford, NOW! 
Conn., ; 

U.S. A.) The L. & I. J. White Co. 


65 Columbia St., BUFFALO, N. Y. 





























BLACK DIAMOND HLE WORKS 


ESTABLISHED 186 " m {NCORPORATED 1895 
: «ve ~ 





Twelve Medals of Special Grand Prize 


Award at 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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STANLEY JOINT FASTENERS 





No. 8800, Plain Edge 
Parallel Corrugations 





See our full page advertisement on 
page 81 





No. 3315—Saw 
Parallel Corrugations 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


PACKED TO MEET moras | 





100 to box. 500 and 1000 to box. 
And in bulk 








The Stanley Works 


NEW BRITAIN, CONN. 


New York Chicago 
100 Lafayette Street 73 E. Lake Street 

















“Yankee’’ Vise No. 1993 


WITH SWIVEL BASE 





A Great LITTLE VISE 


foraB 





An entirely new feature in vises, quickly appre- 
ciated by Tool Makers, Machinists, Electricians, 
Amateurs and all users of high grade labor saving 


tools. 


Quickly detached from swivel base by the turn of 
a set screw, and being accurately machined all 
over can be used in any position as a jig for spe- 
cial work on drill press, shaper, etc. 

Holds work rigid at any angle with use of the 
special grooved block. 


The swivel base is easily and firmly locked and 
released in any position by a short movement of 


lever at the side. 


Your Dealer will supply you. 
Send for descriptive circular. 


NORTH BROS. MFG. COMPANY 
PHILADELPHIA, PA. 














PEACE 


i been declared in thousands of factories in the 


. S. A. where there is riveting done. 


Antiquated hammer blow methods have been 


abandoned to make room for GRANT NOISELESS 
RIVETING MACHINES. 


Speediest Rivet- 
ing Machine on 
the market today. 


Produces a finer 
finished rivet head 
than can be ac- 
complished by any 
other process. 


No danger of 
marring surface of 
article being riv- 
eted. 


Let us _ prove 
our claims by 
sending a few 
samples to be riv- 
eted and returned 
to you. 


CATALOG? 


The Grant Mfg. 
& Machine Co. 


Station B.S 


Bridgeport, Conn. 





























and carpenters. 











Iron Grindstone Frames 


Especially salable to manufacturers, farmers 


Made of best quality cast iron 


with babbitt lined bearings, adjustable tool rests, 
truing attachments and water guards. 
styles for stones from 14 to 42 inches in diameter. 


In four 


Get full particulars from Catalog 31 
ATHOL MACHINE CO., “fi 
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ROSE WIDE HEEL NO. 221 
WRITE F pon saat H 


Wm. Rose & Bros. 


Sharon Hill, Pa. the store of the hour is the store 


WIEBUSCH & ‘HILGER, Ltd. 110 Lafayette St. 1. ROSE. 
Selling Agents New York City 


Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel is 
superseding narrower brick trowels. 

As never before, advantage lies 
with the superior make because 
greater width makes any forging 
but the most accurate feel awkward 
to a skilled man. For this reason 
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Your Trade Will 
Appreciate Reece’s 
screw Plate 


because, altho fully adjustable it has 
all the advantages of a solid die. It,is 
made so that cutting cross threads is 
an impossibility. Dies can be reversed 
in the collet for use in a lathe or other 
machine. 


Invest in a sample. 


Butterfield & Co., Inc., Derby Line, Vt. 


BRANCH STORES: 
1 26 Chambers 8t., New York City 
56 Cadillac Sq., Detroit, Mich. 
Clinton St., Chicago, Til. 
310 ‘Sao St., “Kansas City, Mo. 








<AcuE> 


“DOT EMBOSSED” 
BOXSTRAPPING 


Smooth, even edges, made of 
cold rolled stock, possessing 
great tensile strength, 300 feet 
in a coil—z2o coils to a case. 


INDIV IDUAL COIL HOLDERS 


CORRUGATED 
FASTENERS 


Acme Saw Edge made with Sharp 
Penetrating Edge 


Make 
Strong 
Tight 
Joints , 








DIVERGENT PARALLEL 


Packed 100 to Carton and in Larger Packages 
of 500 and 1000 


Write for Literature 


ACME STEEL GOODS CO. 


2834-2840 ARCHER AVENUE............. CHICAGO, ILL. 


Se ED: SUPER occ ccicn cs ccccestst sees New York City 
I bt od a cle Ob 6's peed bee bh bebo usd bheba Atlanta 
$10 California Street.........ccccsvecee San Francisco, Cal. 
iy Se SED A Gna ewe vcswiusvisuceccesooes Los Angeles 
J. E. Beauchamp, Canadian Representative...... Montreal 




















Tubular Rivets and Bifurcated Rivet 
mageommmcees 5 90 00 0 if 


Box. 12 Boxes to Carton 


TITITIyTy 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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THE SMITH & EGGE MFG. CO. 








turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 


- Bridgeport, Conn., U.S. A. 











“Get to 
Know Us” 


and learn what Good 
Profits there are in han- 
dling 


THE 
| CARY LINES 
Cary’s Universal Box Strap 


is the only strap on the market that can be absolutely 
depended upon to run true to width and gauge, the merits 
which no other box strapping in existence possesses. 
Every reel equipped with our metal reel frame ready 
to hang up, and packed 20 reels in a case. 


300 Feet to Each Reel The Standard for Quality 






OUR MOTTO—“Efficiency, Unparalleled Service’’ 





CARY’S “KRIS-KROS” BOX FASTENER 


and many other styles carried in stock for 
prompt shipment. 


CARY’S 
Superior 
Corrugated 


: Fasteners 
Saw Edge Plain Edge 
WRITE FOR FULL PARTICULARS. 

it Will Pay You. 


CARY MANUFACTURING CO. 
Manhattan Bridge Terminal © BROOKLYN, N.Y. 














PITTSBURGH 
Trolley 


Hangers 
No. 50 


Here's a hanger you can depend on, one that 
you can enthusiastically recommend to your 
customers. It can be used on garage doors. 
as well as on barn and stable doors. 


Our double wall bracket makes it possible to 
equip garages with parallel sliding doors. 
This hanger has many valuable selling points. 
If you have not ordered your stock, better 
do it now. For full description of Pittsburgh 

—s Hangers and Track write for Cir- 
cular 


See page 35 


McKINNEY MFG. CO. 
PITTSBURGH, PA. 

















710 East St., 









@ Contractors say this is the strongest and most convenient 7 ¢ <* $ 
Dome Damper made. @ Our new Catalog No. 1525 is oy" 
ready to send out. It shows a nice assortment of 7? = 7 
Dome Dampers, Clean Out Doors, Ash Trap Doors, ? 
Cast Chimney Thimbles, Brass Thresholds, © 4S © 
Andirons, Fire Baskets, Fire Sets, Fire . Pl 
Screens, Spark Guards and Gas Logs. 7 co r 


r need Dome Dampers, © 

STOVER MF G. CO. rsa ne Clean Out Doors ae & a 

RProepodt, Hi SE a Sa Se 
POrt, 11. Send for catalog today. 7 oP Pa - 


7 


WANTED—,% 


A Hardware Firm in Your City To Sell Our Pd " 

New Improved Fireplace Dampers and ¢ S ae 

Other Fixtures. er etn 
és 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 





We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 








Made in Two Sizes 
246 and 3 Inch 











Packed Complete with Screws 
One Set to the Box 


Finished in Japan, Dull Brass 
or Old Copper 


MORGAN SPRING COMPANY 
No. 1 Bond Street 
WORCESTER, MASS. 











31 Years Not Beaten 


‘Steel Gem’’ Casters for thirty- 
one years have held the lead. 
Old hardware men will tell you 
that. 


They are built of all steel. They 
are roller bearing and revolve 
at a touch. 


They sell well and give good 
satisfaction—always. 
Get our prices. 


Mm: DB. SCHENCK. CO. 


MERIDEN CONN. 























SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 




















September 9, 1915 HARDWARE AGE ‘ 35 














Sleeth Steel Flexible 


MATS 





Best Galvanized Material 


In Rolls for Soda Fountains; Hallways, 
Factories, Etc. 


A perfect Scraper. No Curling of Corners. 
Reversible (Two Mats in One). Soft as 
Rubber to the Foot. 


Special Shapes for Elevators, Hotels, 
Kitchen, Engine Rooms, Etc. 


Easily Cleaned. Conforms to Uneven 
Places. Keeps the Mud and Snow Out of 
the House. More Surface Material Than 
Any Other Mat on the Market. 


WAYNE MFG. CO., 


354 Mulberry Street 


Newark, N. J. 











Take the Bd off 


—and what have you? 


The best selling steel mat that was ever 
made—The -GLEN. It is made of 
heavily galvanized cold rolled steel and 
can be so compactly folded as to permit 
packing in separate shelf-size cartons. 
Steel mats as shelf hardware means 
quicker service for your customers. 

If you are not already handling Glen 
Steel Mats in separate cartons, better get 
our proposition. Be sure to ask for 
Circular C. SEE PAGE 33 


McKINNEY MFG. CO. 


PITTSBURGH, - 



































THE BEST 


Ps, HARDWARE 


Our Illustrated @talogue 
describes over - 4400 arc 


WIRE HARDWARE 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
‘A-> Postal will 


start one rway 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
U.S.A. 
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Defy Competition 
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ON SASH CORD 





Our prices enable you te 
do so and each sale makes 
such a favorable impression 
on the purchaser that our 
Sash Cords are trade win- 
ners of the highest order. 

Our “ALBA” and “STAR” 
brands of sash cord are not 
cheaply made—they are 
really “better than need 
be.” The exceptionally 
low prices at which they 


ee ee eens ces 


and careful shop economy. 


F ALL RIVER Get interested NOW and 
MASS. write for prices. 
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PARKER EXPANSION 80LTS 


CAN’T TURN IN THE HOLE” 
Order from your sis: If he doesn’t carry them, he can get them for you 


PARKER SUPPLY COMPANY, Si Wati'stccd ew Vouk 





Pat. July 1, 1913 


SA TISFACTION AND PR OF [T—Yov'll find a big measure of both in 














FILSHIE 











LEAD HEADED NAILS 


Filshie Lead Headed Nails and Roof Fasteners thor- 
oughly protect the holes made in Corrugated Iron and 
insure an absolutely water tight building. They are non- 
rustable and effectually prevent moisture coming in con- 
tact with the hole in the iron where nailed or fastened— 
the place where the iron usually rusts out. 

Sell Filshie Nails with every order of Roofing or Siding 
—they make a good roof better. 


ALEXANDER FILSHIE, 5606 State St., CHICAGO 
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— Washers — Crowbars — Wedges — 
Forgings — Picks — Mattocks and Grub Hoes 
— Telephone and Telegraph Pole Line Hardware 


ee 


Catalog 
1915 


"Wy, 








The catalog of Portsmouth Brand 
Roofings, Conductor Pipe, Eavestrough 
and other sheet metal building material, 
contains a lot of useful information for 
the hardware dealer, jobber and their 
salesmen. 


If you have not already secured your 
copy, write today, and it will be sent you 
by return mail. 


| 


Whitaker- k : ve 
Glessner Ma » aie 


Company 


Portsmouth Works: 
Portsmouth, Ohio 


CTT 
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Established 1863 


PITTSBURGH, PA. 


Wagon Hardware 
— Nuts — Rivets — Bolts 
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4 Blade Machine 


6 Bac They’re Making | $7.00, $8.00 
me and $10.00 a Day 


12 Blade Machine 
H. Bakalar & Co. reports wa $10.00 to — 00 a day. 
Metropolitan Razor Sharpening o - bg to $9.00 a day. A. Rooder 
18 Blade Machine reports $7.00 to $8.00 a-day. A. reports $6.00 to $7.00 a day. 
You can do as well. Pe tbemon vd Safety Razor Blades is a 
most profitable business. 


Buy a Hatfield and get in the game—Mr. Clerk—and make a 
24 Blade Machine week’s salary in 2 days. 


$450.00 Razor Blades are here to stay. 


The Hatfield sharpens Safety and Jack Razors, all makes—scis- 
The Hatfield Midget sors—shears—knives—and other small edged tools perfectly. 


for Razors, Clippers, Write for catalogue and full information. 
Scissors and 1 Safety 


Blade, $60.00 HYFIELD MFG. CO. 


instalments if 


you like. 48 FRANKLIN ST. NEW YORK, N. Y. 


HELLER’S || OVERSOLD 


PIVOT DOOR CABINETS S55 qqqqooOc== 


Some of our customers have doubled their 
orders for 


ALLEN’ 


SOLE LEATHER 


STRIP 


and tell us even then they fear being oversold. | 
They state this is unusual. It perhaps is unusual; i 
but it also is consistent, for “Allen’s Strip” is 


An Unusual Strip _ 


a ee em ements TTT 




















pisPLAY ALW 


SEND FOR CATALOG No. 24 Send for sample and name of nearest jobber 


showing the largest assortment of N. R. ALLEN’S SONS CO. 


Hardware, Shelving, Fixtures, etc., in 
the United States. Department A, KENOSHA, WIS. 





When better sole leather strips CAN 
W. C. HELLER CO. | be made ALLEN’S will seer oom 


MONTPELIER - i ‘ - OHIO 
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MILBRADT 
LADDERS 


will pay for themselves in a short time by enabling 
you to wait on more trade, save the wear and tear 
on your fixtures and goods, as well as bring the 
appearance of your store up to date. 


Write for catalogue showing a large number of 
styles suitable for all kinds of shelving. 


MILBRADT MFG. COMPANY :: 2410 N. 10th St., St. Louis, Mo. 
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Only the Institution that Serves 
Has the Right to Survive 


ADOC 











Trade papers are as different in their character as men, and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 
and energy. 


Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and a never- 
ending investigation of business conditions. 


For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 


The purpose of HARDWARE ACE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance- 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as 
HARDWARE AGE possible. 


HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE AGE are students of the hard- 
ware business. 


HARDWARE AGE comes from the press every Thursday. 
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HARDWARE AGE 
239 West 39th Street New York City 
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No Trouble To Sell 
These Goods 


Chatillon Scales are known to the dealer as being superior 
in design, construction, and service. [hey are trade winners. 
They are guaranteed to weigh correctly, and can be sold at 
prices that hold off competition. 





The dealer also appreciates the Chatillon Line because it is 
complete in itself. It includes everything in the nature of a 
Spring Scale that can be made. New ideas are constantly being 
originated; as a result the line is continually improving and 
developing, enabling us to give to our customers the best possi- © 


ble service. : 


JOHN CHATILLON & SONS 


85 to 93 Cliff Street, New York City 


(Scale Makers Since 1835) 


Sole Distributors of Foster Bros. & Chatillon Co. Products 
Ask for New No. 17 Catalogue 
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PEOPLE DO SAY THAT IT IS PLEASANT TO DEAL WITH 


THE STAR HEEL PLATE CO. 


They like the cordial personal way in which the Star tries to cooperate. They like the 
prompt Service which the Star makes it such a point to render. 7 


And they are very positive in their praise of the Quality of 


Star Heel Plates Shoe Lasts and Stands 


Oe 
. a 


_@ 










No. 5 DIXIE 


We should like to welcome you into the big family of Star Boosters. Try one good order for 
immediate shipment. 


STAR HEEL PLATE CO. 


LOUIS SACKS, Prop. 
Hamburg Place, near Ave. L NEWARK, N. J., U.S. A. 




















MORTON’S CABLE “nen 
SASH CHAINS cen di mime ee 


many who desire to buy or 





Have in many instances withstood 25 years’ sell hardware stores, who 
continuous service. They are the one best need “Help” or are look- 
substitute for sash cord, as they can’t fray, ing for situations. 

stretch or rot, and are easiest to apply. 

Be sure your windows are equipped with If you are interested in 
MORTON’S CHAINS, as they mean a big reaching these people, an 
reduction in this end of your maintenance advertisement in the Op- 
sa ta portunity Exchange Col- 

THOMAS MORTON umns is the surest way. 
245 Centre Street New York, N. Y. 























YOU CAN SECURE 


industrious, capable clerks, salesmen or managers, by = 
advertising for them in the Opportunity Exchange of - 
Hardware Age. This Department receives the earnest z 
consideration of many ambitious men who aspire to more = 
responsible positions. $1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


HARDWARE AGE, 239 West 39th Street NEW YORK 
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TO GIVE PERFECT SATISFACTION FOR 






The dealer who handles this line makes satisfied customers 
who become regular purchasers. The statement above means 
just what it says. We stand behind you, Mr. Dealer, and you 
may be assured that you can sell the Union line knowing 
that you are making a good profit on these goods besides 
being absolutely satisfied with 
the merits of this product. 











We manufacture calipers, divid- 
ers, tap wrenches, nail sets, center 
punches, tempered steel rules, 
combination squares, hack saw 
frames, key seat rule blocks, thread 
gauges, thickness gauges, and a 
complete line of tool holders. 










These tools were designed to be 
superior to any others. We furnish 
the highest possible quality at rea- 
sonable prices. The necessity of 
making tools correct and lasting is 
fully realized by us. The care with 
which we make them and then in- 
spect them before shipping, justi- 
fies us in guaranteeing every tool 
both to the dealer and to the cus- 
tomer. 
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ANVILLE 


SERVICE 


J-M Regal Roofing will still be Good 
Roofing when others that Cost More 


HARDWARE AGE 











6 Rese emblem of J-M Responsibility represents a prin- 
ciple and symbolizes a pledge :— 


the principle that every J-M Product shall render Full 
Service to its purchaser— 


a pledge that this principle shall be given force and effect 
through J-M Service that “covers the continent.” 


Have Broken Down 


The selling points you use to make a sale of J-M Regal Roofing are exactly the 


points on which you yourself would buy it to roof your own building. 


J-M Regal Roofing lasts—and that is why it sells! It is the 
best rubber type roofing on the market—but it sells for less 
than some not as good. When cost of upkeep is considered, 
it is the most economical—that is why it stays sold and sells 


more. 


J-M Regal Roofing is a high-quality wool felt made in our own 
mills, thoroughly impregnated and heavily coated with Trin1- 
dad Lake and other natural asphalts processed and combined 
to withstand weather effects for an almost indefinite period. 
It will retain its life and pliability with fewer paintings than 
It is smooth surtaced and 
fire-resisting. Easily applied with J-M Patent Roofing Cleats 
that make seams waterproof without cement. 


any other ready roofing of its. type. 





Sold with J-M Roof Registration Privilege on J-M Responsibility 


at Price that means Profit to You. 


Write our Nearest Branch 


for’ Descriptive Literature, Prices, etc. . 


J-M REGAL ROOF COATING combines 
with the ‘surface of J-M Regal and other 
ready roofings and forms a tough, elastic, 
durable surface. It will not crack or scale or 
become discolored under any circumstances. 
It is absolutely free from coal tar or pitch, and 
is impervious to weather. Comes in light red, 
maroon, brown, terra cotta, green and black— 
permitting a selection that will harmonize 
with the color scheme of any building. One 
gallon will cover 100 to 250 sq. ft. 


J-M ELASTIC ROOF PUTTY retains its 
life through years of wear. It is adapted 
to pointing-up the work, slate work, flashings 
around brick work, difficult joints leaks, 
around chimneys, dormer windows, gutters. 
It will not dry out or crack in any weather. 
It is plastic and ready for application. Comes 
in gray, green, brown, red and black; packed 
in all sizes from small tins to barrels. 


J-M Roofings are Examined, Approved and Labeled by the 
Underwriter’s Laboratories, Inc., under the direction of the 
National Board of Fire Underwriters. 
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Akron Birmingham Cincinnati « Dayton Gal 
Albany Boston Cleveland Deaver Ho ete ond 
Atlanta Buffalo Columbus Detroit Houston 
Baltimore Chicago Dallas Duluth Indianapolis 


THE CANADIAN H. W. JOHNS-MANVILLE 
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Louisville 
Memphis 


CO., LTD., Toronto, Winnipeg, Montreal, Vancouver. 


ANVILLE C 


Kansas City 
Los Angeles 


ONE FIRM, ONE SERVICE, ONE GUARANTEE 
BACK OF EVERY J-M AUTOMOBILE ACCESSORY 


This J-M slogan carries a double message; one of responsibility, of 


ties for the marketing of automobile accessories at the lowest cost com- 
mensurate with the highest quality of material and workmansh’p. 


COVERS 


THE CONTINENT 


There is an abundant profit in handling 
a good car signal—the 


poy.c. 
HORN 


The greater demand is for the hand-operated horn because 
of the self-evident economy, reliability and simplicity of 
oo Yee this type. 

Model J” a sca | 

e Model “J” Long Horn is distinctly a quality horn, 
operated by hand, but giving essentially the same depth, continuity and effectiveness of warn- 
ing as the electric motor-driven horn. 

Built for enduring service from tested materials. No die castings used. Machine-cut, 
hardened steel gears and ball and roller bearings. A well-known, agg rressively advertised and 
thoroughly guaranteed car signal that sells easily and stays sold. Write for our proposition 
to hardware dealers today. 


J-M Narco Tire-Cut Filler is a life-saver 
for tires that makes Big Profits for you 


All motorists are in the market for an effective tire saver. Greatly 
increased mileage is obtained through the frequent use of J-M Narco 
Tire-Cut Filler. 


Quickly heals cuts and abrasions in the casing. Makes a repair 
that road abuse does not destroy. Becomes an integral part of the tire, 
literally welding itself to the walls of the cut and the loosened tread. 


A semi-liauid compound rich in real rubber, which positively does 
not contain any harmful ingredient. Combines in one the efficiency of 
the best cement, cut-filler and mastic. Non-shrinking and non- 
deteriorating. Sets over night. 

In tubes with tapering spouts for easy application. Small tube, 


50 cents; large tube, $1.00. Let us send you full particulars on this 
and the other J-M Narco products. Liberal discounts to dealers. 











Write today. : 
J-M AUTO-ACCESSORIES INCLUDE: 
Johns-Manville Speed- J-M Non-Burn Brake J-M Packings and 5S. 
ometer Lining A. E. Gaskets 

J-M Auto Clock 


J-M Narco Tire and 

Top Repair Materials J-M Dry Batteries 
J-M Fire Extinguisher 

Gravity Tank J-M Non-Blinding ‘“Noark” Enclosed 


Johns-Manville Shock Headlight Lens uses 
Absorber J-M Automobile Tape G-P Muffler Cut-Out 


Carter Carburetor 
Carter Automatic 








Milwaukee New York Portland, Ore. Salt Lake City Toledo 
Minneapolis Omaha _ Rochester San Francisco Washington 
Newark, N. J. Philadelphia St. Louis Seattle Wilkes-Barre 
New Orleans Pittsburgh St. Paul Syracuse Youngstown 
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safety in buying; the other of bigger values through matchless facili- cca : 
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It is becoming a Habit 
with the Juries of Awards 
to Grant their Highest 


Honors to 


CAST ALUMINUM 


From Generation to Generation 








Last month we had the pleasure of 
announcing in these pages the 
action of the International Jury of 
Awards at the Panama-Pacific Ex- 
position at San Francisco in issuing 
the Grand Prize in its class to 
Wagner Cast Aluminum Ware. 


Since this announcement was made the 
Jury of Awards at the Panama-California 
Exposition, San Diego, has taken similar 
action, awarding the first prize to our 
exhibit. 


Thus the two highest tribunals of Com- 
mercial Appeals in the United States have 
gone on record as confirming the judg- 
ment of the Trade and of the American 
Housewives. 


We take this occasion to assure our patrons that 
we shall not rest on our laurels but that we shall 
strive ceaselessly in the future as we have done 
in the past to maintain our product in the very 
‘forefront of competition and to keep the stand- 
ards of our service on the same high plane, 
trusting that we may continue to enjoy their 
patronage by proving ourselves worthy of it. 


The Wagner 


Manufacturing Company 
_ SIDNEY, OHIO 
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NEVERSLIP 





Screw Calk Shoes 
Drilled noi 
Stee 
mime ere 
Calked Steel 








Drive Calk Shoes 


Driving (Light) 
Draft (Heavy) 


Send for booklets imprinted with your name and 
address for distribution at your County Fair. 


PROFIT SHARING COUPON 
PACKED IN EVERY BOX OF 


Red Tip Calks 


Neverslip Manufacturing Co. 
NEW BRUNSWICK, N. J. 
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from cellar to roof, inside and outside, there is use for 


MARTIN-SENOUR PAINTS 


In this splendid line there is a paint for the roof; a paint for the porch; 
paint for the woodwork; paint for the walls; the stairs; floor and the furniture 
—in fact, there is a MARTIN-SENOUR PAINT for every known purpose, 
and they all put profit in the dealer’s pocket. 

Let us tell you how to make paints produce a profit the year around. 


THE MARTIN-SENOUR Ca, 
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The Days Are Growing Shorter 


Short days and long nights are nearly here. Are 
you ready to take wae 9 of this opportunity to 
Increase Your Sales O 


DIETZ LANTERNS | | 


Your early rising customers, and those with 
chores awaiting them at night, already appreciate 
the value of a good reliable Lantern. What 
time could be better than the present to intro- 
duce the DIETZ “LITTLE WIZARD,” 
‘Queen of Cold Blast Lanterns’? Remember 
the ‘‘Little Wizard’ gives 50% more light than 
an ordinary Lantern, and the Dietz ‘“‘Cold 
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DIETZ “LITTLE WIZARD” Blast’’ construction guarantees a steady light no 
Neat and Serviceable ° 
11} Inches High matter how hard the vind blows. 


NOW is the time to make that Window Display of Lanterns! 


R. E. DIETZ COMPANY 


Largest Makers of Lanterns in the World 
Founded 1840 NEW YORK, U.S. A. 
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No matter what line of tools 
you handle, this free book will 


help you sell MORE 


tools and make a 
better profit. 









Send for it. 
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SELL 
TOOLS 


MILLERS FALLS 
: TOOLS 
































A MAN TO MAN TALK ON MAKING THE 
TOOL DEPARTMENT PAY BIGGER PROFITS 


department—how to increase your percentage 

of profit—how to reduce selling costs—how to 
quicken stock turnovers—these are problems that 
“HOW TO SELL TOOLS” will help you solve, 
because it shows the way to easier sales and more 
sales and sales with more profit in them. 


°¥ acpar problems as a hardwareman with a tool 


This book was written for us by the manager of the tool 
department of one of the largest retail hardware stores in 
America. He knows how to sell tools in small stores as 
well as large. He could increase your tool sales and your 
profits if you could afford to buy him away from his pres- 
ent position. 


A Book of Concentrated Experience 


He knows how to talk, too, and how to handle mechanics 
—in short, how to SELL to them. He knows because he 
has worked with and sold to them for years, until he has 
become known as “the best retail tool salesman in the 
country.” 


And he knows how to tell you and your clerks the result 
of his experience in such a clear way that you can profit 
by it in your store. 


It Will Help You Boost Your Sales 


We want to send you “HOW TO SELL TOOLS” 
whether you sell MILLERS FALLS tools or some other 
kind. The information will be just as valuable and help 
you just as much. The way we feel about it is this: 
Whatever we may do that will help your tool department 


grow in size and increase in profit will build up a feeling 
of Good-Will which will eventually draw us together. 


Millers Falls Selling Service 


You see, this publication is simply in line with the Selling 

SERVICE that Millers Falls is extending in all directions 

to make the selling of MILLERS FALLS tools easier and 

more profitable—Consider it if you will but another step 

in the 50 year old policy of the Millers Falls Company 

ee made dealers say “it pays to handle Millers Falls 
ools.” 


When we send you this book, we will also send you de- 
tailed information, if requested, about the various forms 
the Millers Falls Cooperative Service for dealers is taking 
at this time. 


Copies for Your Clerks, Too 


It will be well worth while to have the men in your tool 
department read “HOW TO SELL TOOLS.” When you 
write for your copy just mention how many extra copies 
you want for them and we will be glad to send them. 
Make it a point to write to-day. 


MILLERS FALLS COMPANY 


MILLERS FALLS, MASS. 


28 Warren Street 


Service Department. 


New York Office 





MILLERS FALLS 


A Small Item— GLASS CUTTERS 


But Big Profit 


Glass cutters—folks are buying ’em every day. 
One of the best resale articles in the whole hard- 
ware line, especially when the wheels have the 
“always-the-same” satisfactory cutting edge of 


Millers Falls Glass Cutters 


Trade prices on M. F. Glass Cutters are 
“RIGHT.” They are as low as can be made on 
tools of quality, and the margin between cost and 
sale price is enough to interest you. Write for 
full information regarding this line. 











MILLERS FALLS 
And the Ball Bear. BIT BRACE No. 772 


ings Speed Up Sales 


No use talking, ball-bearings in a chuck DO 
tighten the grip. You just ought to see the way 
that the ball-bearings in the chuck of 


Millers Falls Bit Brace No. 772 


tighten your grip on your customer. He feels 
the difference the minute he tries the tool. No. 
772 is one of our leading tools. QUALITY just 
sticks out all over it! It scores on every point 
of what a brace should be. Fully described in 
catalog 34. If you haven’t a copy, we’ll mail one 
on request. 











Tool Holders 


Hack Saws and Blades 





Mitre Boxes 


Hand Drills Breast Drills 


Bit Braces 
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No. 77 Flexible Storm-Proof Door Hangers 


Rust-Proof, Dust-Proof, Bird-Proof 


To assist the dealers in presenting this hanger to their customers 


we have prepared a full-sized counter display, consisting of one pair 


of No. 77 Storm Proof Hangers, a section of storm proof rail, a 


“Washburne” Latch and a No. 2 Handle Hinge Hasp. Ask for yours. 


The No. 77 Hanger is 


very simple in construction. 


It is made of heavy gauge 


steel and has great carrying 
capacity. Each hanger has 
two wheels, in tandem, with 
anti- friction- steel roller 
bearings. 


The .equalizing pin in- 
sures even distribution of 
the load to each wheel. The 





storm proof rail fits closely 
against the building and 
protects the hanger from 
the elements and birds. 
The advantages of the 
No. 77 hanger are so evi- 
dent to the man who wants 


a hanger that will run at 
any and all times that you 


can interest him in this line 
at once. 

We ship to you direct 
from the factory, and this 
one feature alone makes it 
profitable for you to handle 
the National Line. 


NATIONAL MANUFACTURING CO. 


STERLING, ILLINOIS 
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SOUTH CAROLINA SELLING KINKS 


How Hardware Is Displayed and Sales Are Made by the M. H. 


Lazarus Company 


in Charleston, S. C. 


By THE ASSISTANT MANAGER 
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An interior view of the store of the M. H. Lazarus Company in Charleston, S. C. Note the display shelves in 
which the family scale and the fly swatters are shown 


S. C. If you don’t believe this just visit this 
: hustling southern city, and while you are 
there amble over to the M. H. Lazarus Company’s 
hardware store for a talk with J. Betts Simmons. 
J. Betts is a business man who was born without 
the handicap of a great cash inheritance. He is 
the president and treasurer of Charleston’s big 
retail hardware establishment, and served the 
company in capacities that ranged from handy 
boy to general manager for twenty-seven years 
before he became the hub of the wheel. Huis 
brother, W. Harry, who is vice-president and sec- 
retary of the concern, has been with the firm 
twenty-two years. Both these boys remind me of 
the commuter who cuts corners and red tape with- 


T's. plumb line part to Panama is Charleston, 


out taking the time or trouble to hunt up a pair of 


insulated shears with which to do the job. 

It was one of the hottest days in July that I went 
in the front door of their store to get this story. 
I met three clerks before I came to the boss. Any 
one of these clerks looked big enough, and was on 





the job strong enough to be the boss, and by their 
caliber I was prepared to meet a live one when I 
came-in contact with the chief. He was measuring 
out an order of wire cloth, his arm was stretched 
out full length, and was evidently connected with 
the same dynamo that operated his mouth, for a 
smile that crowded his ears was spread over his 
face, and good business as well as good humor was 
evident. 

I toid him The Assistant Manager had come over 
forastory. “All right, old man, but it will have to 
be second hand,” was his reply. “This place is full 
of store kinks, but most of them are trade paper 
ideas we captured and put to work here.” This 
remark was true. There were a lot of ideas work- 
ing in that store, and this story has to do with 
them. 


Big Returns from Tool Window 


Let’s start out in front and work through. Take 
the L. S. Starrett tool display in one of the win- 
dows. It is a display so easily duplicated that it 
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A mechanics’ tool window that sold $135 worth of Starrett’s goods 


seems a shame to take the money. Yet that window He got action when there was more than an even 
sold $135 worth of fine mechanics’ tools. Trimmer break for returns. 

F. R. Shaffer had his head working. He put in 
that display just when the four months’ navy 
school for mechanics opened out at the Navy Yard. The carpenter uses more tools than any other 


Catering to the Carpenter 
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An orderly display of carpenters’ tools on a bottom of dry shavings was a decided success in the Lazarus store 
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mechanic. His tool investment requires a case 
about as big as an immigrant’s trunk, and “some- 
thing new” in carpenters’ tools comes out so often 
that the trade never loses interest. The other 
Lazarus window was a dandy. Shaffer worked all 
his spare time for two weeks on it. The back- 
ground of tools is what took the time. This dis- 
play worked several weeks and was “kept fresh” 
by changing the goods in the bottom of the win- 
dow. At the time the picture was taken bright, 
fresh shavings covered the floor and the tools were 
regularly arranged upon them. This is one of the 
few windows I have seen where shavings have 
been used in this manner, and the goods carefully 
arranged. The effect is splendid. The curly wild 
disorder of a window full of shavings usually 
encourages a careless arrangement of merchan- 
dise. It is well for trimmers who copy this idea 
to keep in mind the important fact that only dry 
shavings should be used. Green shavings might 
be moist enough to rust some of the tools on dis- 
play. 

Did you ever know of an elaborate display of 
carpenters’ tools that failed to produce business? 
I never did. Did you ever hear a hardware trim- 
mer complain because the public failed to appre- 
ciate his efforts to sell tools via the window? ['ll 
bet you never did, because this kind of a display 
takes every time, and it is seasonable twelve 
months in the year. 


Double the Sale of Brushes 


The doors were wide open. The weather in 
Charleston is so kind that open front stores are 
popular most of the year. The fine display space 
possible on that big door appealed to the boys in 
this progressive store, and on two hook-supported 
brass bars were hung samples of brushes and 
dusters. This doesn’t look like a big idea. It 
doesn’t stack up with the Woolworth tower in size, 
and doesn’t hold a crowd spellbound, but by its 
every-day efforts this little constant display system 
has doubled the sale of brushes and dusters in 
the Lazarus store. Strange, isn’t it, that some of 
the best business-builders work with so little fuss? 


A Portable Stand for Specials 


Then I came into the main salesroom. Size up 
that force. To the boys who work up where a 
blanket feels good every night in the year these 
chaps look as if they were dressed in party clothes. 
but down where Charleston puts the sun to bed 
late at night, and rises to find it already up in the 
morning, the matter of light clothes was a problem 
until “Palm Beach” and “mohair” suits came to 
the rescue. 

See that little round-topped sale producer in 
front of the show case? That set of aluminum was 
the special for the day. It sold for 88 cents. 
Every day there is a special and it is found on that 
little portable stand. 


Kinks Worth Copying 


Then note the sample doors along the walls. 
These fixtures are home-made, and they class well 
with the factory product. Just at the top of the 
sample doors is a shelf ten inches wide running 
the entire length of the store. On this shelf 
sprinkling cans, oil stoves, barn door hangers and 
other hardware are displayed. It is also very con- 
venient to pile goods on when new stock is being 
placed on the shelves, or at inventory time. 

Above this long shelf is one of the best store 
kinks I have ever seen. Notice that row of little 
half circle bracket supported shelves on which 
family scales, fly swatters, pails, oil cans and other 
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goods are sampled. The shelf itself lines up with 
the main shelf bottom and the bracket lines with 
the partition. It doesn’t take up an inch of room, 
and has jumped the display power of the store 
fully five per cent. It is an idea that fits any 
hardware store in America. If it isn’t at work in 
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This door display doubled sale of brushes 


our stores inside of a month that will be a fair 
indication that some of us are asleep on the job. 


A Showcase for Steel Goods 


Then I saws home-made movable rack on which 
mops and light steel goods were displayed. It 
didn’t occupy much room, but it was as nicely fin- 
ished as the rest of the fixtures. It just naturally 
lifted those rakes out of the commonplace and 
made them appear in a class by themselves. This 
beats hanging these goods up on the back wall. 
It’s a show case for light steel goods, and it makes 
so many sales in a season that it is now considered 
an essential in Charleston’s big hardware store. 
The tools to make a similar rack for our store are 
handy, and when the dull winter months come on 
it would be good business to duplicate this busi- 
ness-builder. Lazarus .hasn’t a corner on the steel 
goods business. 


Back-Room Floor Economizers 


I drifted out into the back room looking for 
more material. I found displayed there a line of 
implements and harness. The harness rack caught 
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The display of implements and harness in the back room 


my eye first. It is made from a piece of timber 
8x 8in. This extends from the floor to the ceiling, 
and revolves on an iron plate in the floor. An- 
other iron plate secures it to the ceiling. In this 
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This little portable rack greatly increased the sale of 
light steel goods 


piece of square timber ten 24-in. arms or pegs, 
each 2 in. square, have been fitted, and on them 
the harness, collars, sweat pads and other similar 
stock are hung. Standing in the aisle a salesman 
can revolve this simple fixture until the goods de- 
sired are brought to the front. 

Cultivators take up considerable floor space. In 
this room several 2-in. pipes have been securely 
fastened to the floor by floor plates. On the bot- 
tom of a small board platform another floor plate 
is secured, and into it a short 1-in. pipe is screwed. 
The floor plate on the board is then given a liberal 
application of axle grease, and the small pipe ex- 
tending from it is inserted into the larger upright 
pipe on the floor. Thus a revolving platform is 
made and on this cultivators and other small 
implements are displayed. The object is to double 
the floor space. Curiously it has been demon- 
strated that these goods if elevated to where cus- 
tomers can examine them freely without stooping, 
sell more readily. The boys in the Lazarus store 
killed two birds with one stone when they installed 
this fixture. 

This is what I saw in an hour’s visit. If every 
store was as full of business-building fixtures, 
writing this weekly story would be as big a snap 
as giving a pocket knife to every customer who 
pays his bill. Let’s show our appreciation of the 
Simmons boys by putting their business-builders 
to work now. 


THE WORCESTER BRUSH AND SCRAPER COMPANY, 26 
Southbridge Street, Worcester, Mass., has recently been 
incorporated with a capital of $25,000. The officers of 
the company are Edward F. Fletcher, president; Ray- 
mond B. Fletcher, vice-president and Gilbert C. Bemis, 
treasurer, who are also directors of the company. 














THE SALESMEN’S SIDE OF THE CASE 






Punctuality, Honesty and Enthusiasm Taken for 
Granted—More Is Expected 


ROBERT T. GEBLER 


EDITOR’S NOTE: This common sense talk to 
salesmen by a man who has been one should prove 
helpful to the men in your organization. The 
points brought out bear directly upon the prob- 
lems the salesman must face, and if he can be in- 
duced to look down inside and see where his trouble 
lies he ought to become a better man to you and 
a greater man to himself. A disgruntled man is 
seldom a bad man at heart. He is simply out of 
tune with his work. A little careful coaching will 
invariably bring him back into line. There will 
come a time when he will thank you for it. Mark 
this article and pass it along to your men. 


are sO many average men is because so many 

men never do anything more than average 
thinking. They automatically, and quite naturally, 
divide the working world into two parts, placing 
the employer with his interests at one end and 
themselves at the other. They infer that the boss 
has but one ideal, and that to hire as cheaply as 
he can and gouge out as much work as he can get. 
It is an antagonistic way of thinking to be sure, 
but I know that most employers of men will agree 
with me that I have not overstated the truth. 

The salesman who gets into such thought ruts 
concludes that he will do no more work than he 
can help. Perhaps he thinks he has little chance 
with the organization of which he is a part. Per- 
haps he feels that he is being held down and that 
someone else is getting the preference. At any 
rate he has convinced himself that he is not ap- 
preciated and that no other man would do what he 
was doing for the money he was getting. Of 
course, he has no basis for such thoughts. If he 
had, then he would be doing himself an injustice 
by remaining in that organization. 

But we usually find that the hardest kickers stay 
the longest, and the longer they do stay the more 
mischief they start. Lack of harmony is infec- 
tious. In time it will get into the work and spirit 
of the more susceptible men and keep the organiza- 
tion continually in a state of unrest. Such men 
should be weeded out quickly. 

Now this talk is directed at the salesman him- 
self. I want him to read it and to carry something 
of it away with him—to think about when he is 
alone. I have been a salesman myself. I have gone 
through the fire of uncertainty that he is going 
through—and am still going through it—as he will, 
for it seems we no sooner settle one doubt than we 
are assailed by another, and the salesman who has 
the backbone to fight now will be better prepared to 
face the bigger doubts that will keep coming to 
him as long as he lives. 


The Job 


It is all nonsense to suppose that the other fel- 
low has it easier than you have. He hasn’t. And 


[ = been variously charged that the reason there 


if the truth were known he may have it harder. 
You catch only a glimpse of the other man’s work. 
You do not know the conditions under which he is 
working. You don’t know the negative influences 
working at cross purposes with him. 
you would probably pity him. 


If you did 
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Remember that the work you are doing and your 
attitude toward it affects no one more than it does 
you. If you shirk because you don’t like the boss 
you are weakening yourself. You are hurting your 
own character—impairing your own efficiency. The 
boss can get other men to take your place, but you 
can get nothing to take the place of your character. 
Every time you half do your work—neglect little 
things—slur over your duties—wriggle out of re- 
sponsibility, you are laying the foundation for some 
mighty bad habits. 

Every task you avoid because you do not like the 
boss or his methods comes back like a boomerang 
and strikes you. You are aiming these shafts at 
yourself—not the boss. You are spiting yourself— 
not the boss. If you are out of tune with the boss— 
get out and make room for a man who has real 
character and backbone. 

No matter what your opinion of the boss—love 
your work. Get into the spirit of it. If you can’t 
do it for him do it for yourself. The business 
world is paying some fine salaries to men for loving 
their work—for finding pleasure in it—for living 
with it and for it. The man who likes what he is 
doing—likes it with his mind—his fingers and down 
to the very tips of his character—is never a drug 
on the market. Competition is light and he has the 
road to himself. Lots of men are doing uncon- 
genial work—frittering away in little jobs because 
work has always been a duty—never a pleasure— 
never a joy. 

Look upon your work as a trust that has been 
placed in your care. Dignify it with your efforts 
and conception of it. Make yourself indespensable 
to it. You do these things for yourself. You are 
training yourself. Working for yourself. You 
have your own future to think of, to work ahead to. 
Do that and you'll find that some one is already 
planning things for you. 


Learn to Take Orders 


Be a good soldier and you’ll be a better general. 
Learn to take orders so that you can give them 
more intelligently. Don’t do these things merely 
because you are paid to do them. Do them because 
they are right. The boss seldom asks unreasonable 
things. When he does ask you he feels that you can 
do what he asks. He is paying you a compliment. 
He can trust you. He knows you are equal to the 
task. Otherwise he might just as well have gone 
and done it himself—and frequently that is what 
he has to do. 

Learn to anticipate orders. How? Simply by 
keeping your eyes open. You’ll never have time to 
loaf. There is too much to do. Keep your eyes 
moving. Keep your shelves and counters clean— 
your stock neatly arranged—throw out the eye 
sores—keep the displays in order. Pay much atten- 
tion to the little things, for it is the little things, 
as a great artist said, that make perfection and per- 
fection is no little thing. 

Be continually busy with something. Take a 
pride in your stock and counters. Don’t wait for 
the boss to remind you to do things. If you aspire 
to a better—bigger job—you won’t get it unless 
the boss knows that you can be depended upon ta 
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do things without being reminded of them. The 
men who get anywhere are the men who make the 
most of their time, who keep their thoughts upon 
their work, and who keep their minds and hands 
busy doing things they know should be done—and 
can be done—and in this way they always stumble 
upon things the other fellow hasn’t thought of 
doing. 3 


Learn to anticipate orders. Anyone can follow 


orders. A monkey can be trained to go through 
certain set motions. Be something more than a 
monkey. The monkey—the opportunities—the 


fame these days is in the things that have never 
been done. Think! Ideas never come to the lazy 
mind or the slothful individual. It is only the 
active mind that generates the ideas that have a 
market value in dollars. 


Your Place in the Organization 


The only man who has a right to expect promo- 
tion in either salary or position is the man who 
has done something for his employer. Faithful- 
ness to one’s job is a virtue to be cultivated. Hard 
work is another. Punctuality, honesty, enthusiasm 
are all parts of the equipment of the worthy in- 
dividual. But these things alone have never made 
men great. True, we take it for granted that all 
men should possess or cultivate these virtues— 
they are essential, but they are not all. Your em- 
ployer expects these things of you or he would not 
have hired you. 

He has paid you for these things, but it isn’t 
the things you are paid for that win recognition. 
It is the things you are not paid for—the plans 
you conjure up out of your experience—the ideas 
you pass along to the boss. Every man should be 
able to do one of two things for the business—if 
he is on to his job. If he cannot show the boss 
how to add to his profits he should be able to show 
him how to keep down expenses. If he cannot show 
him how to bring new trade in he should be able 
to show him to keep bad methods out. 

You have chances to do any one of these things 
every day. Your contact with the buying public 
should suggest little plans that can be used to 
bring in trade. You can see, if you look, many 
chances of reducing waste, either in money, time or 
in material. You can see many ways of saving lost 
motion, of getting more work done, of eliminating 
useless steps, of displaying goods to better advan- 
tage, of making the store more cheerful, the stock 
more convenient, the work easier. 

That’s the kind of thinking that makes men. The 
boss wants men who can think for him. He has 
little time for the loafer who dumps all the respon- 
sibility on the boss’s shoulder. How can you ever 
expect to successfully manage a store of your own 
or the boss’s store unless you can manage your own 
little job and make it show a profit to the boss? 

Your job is “cram full” of possibilities and op- 
portunities. They are all around you. Don’t be 
indifferent to them. Don’t ignore them, but culti- 
vate the art of inquisitiveness. Get your nose into 
every nook and corner and THINK. Do this and 
you lift yourself out of that rut that has been 
worrying you. You’ll make the biggest kind of a 
hit with the boss—and you'll find out, too, that he 
isn’t such a bad sort after all. 


’ The Customer Within Your Gate 


The actor—no matter what heartaches he has— 
must present a smiling face to his audience. His 
bread and butter demands it. The public is not 
interested in his troubles nor in yours. What goes 


on in your mind has no interest for them. They 
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are interested only in one thing and that is what 
they have come in to buy. If you look your dis- 
satisfaction—if you are uncongenial, grouchy and 
discontented—if you show your antagonism of the 
boss and the store—you are hurting yourself. You 
are hurting the boss, too, for no man wants to do 
business with a dead one. I might say with a 
sneak—-for any man who will not meet each cus- 
tomer good naturedly and enthusiastically is rob- 
bing the boss, just as truly as though he had 
reached into the cash register and helped himself. 

You have no moral right to make enemies for the 
man who is paying you your salary. As long as 
you are with him it is up to you to treat every one 
of his customers courteously and to give them every 
possible attention. That’s what he is paying you 
for—and if you fail to do it you are receiving 
money under false pretenses—you are making your- 
self cheap in the eyes of the buyer and you are 
making the store an uncomfortable place for him to 
visit. 

Learn to cultivate your “over the counter” man- 
ners. Be decent to people for your own sake, any- 
way. Don’t let people know you are a grouch or a 
discontent. Rather create a favorable impression 
in the minds of those you meet across the counter. 
Make them like you—and they’ll like the store. 
Make them want to come back to you—and your 
store. Make them the boss’s friends and you make 
them your friends. Every lift you give the boss 
you lift yourself at the same time, for what helps 
all helps each one and what helps the boss helps 
you. It is the law of compensation all over again 
and I have never known it to fail. 

By all means cultivate a cheerful disposition— 
both toward your associates as well as toward the 
customers of the store. It is just as easy to be 
cheerful as to be otherwise and it is more profitable. 
Cheerfulness enables a man to get more fun out of 
his work and out of life—to surmount the difficui- 
ties with greater ease—to make himself popular— 
to win respect and admiration. No one wants to 
waste time with a long-faced chronic knocker. They 
want the sunshiny man—the fellow who radiates 
health and good spirits wherever he goes. 

Popularity is not always a matter of intellectual- 
ity for no matter how much a man may know— 
where he may have been—who he is—or how much 
more he has—he is always passed by for the man 
who seems to know nothing but cheer. We always 
pick out the man who can smile—and mean it. We 
like to see the man who seems abundantly glad to see 
us—who takes an interest in what we are doing— 
who has a cheerful word and a smile for every- 
body. You feel like straining a point to do some- 
thing for that fellow and you invariably do. Learn 
to be like him. 

It doesn’t make any difference where you are or 
how humble your work—be cheerful just the same. 
It isn’t only a mighty good charm against “per- 
sonal devils” and “evil spirits’”—but it’s a money 
maker—a friend maker—a character builder. 

There are lots of other little tips I could pass 
along to you but those I have set down here are by 
far the most important. I have not told you that 
knowledge of one’s goods is an essential considera- 
tion. I have taken for granted that you already 
know a great deal about your goods—so much that 
you can talk intelligently to any person who may 
come into your store. I give you credit for know- 
ing your goods so well that no one can corner you 
—so that you can make suggestions to your cus- 
tomers—so that you can show them how to save 
money as well as spend it. I am sure you can do 
these things. 
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Avenue of Progress looking toward the esplanade 


HE following is a list of awards just compiled 

|" by the executive office in the Palace of Manu- 

facturers at the Panama-Pacific Interna- 

tional Exposition. The prizes are noted in the order 
of their importance: 


Grand Prize 


American Radiator Company, Chicago, IIl.; 
Broderick & Bascom Rope Company, St. Louis, Mo.; 
Crane Company, Chicago, Ill.; Henry Disston & 
Sons, Inc., Philadelphia, Pa.; Simmons Hardware 
Company, St. Louis, Mo. 


Medals of Honor 


American Swiss File & Tool Company, Elizabeth, 
N. J.; E. C. Atkins & Co., Inc., Indianapolis, Ind., 
3 medals; Bommer Bros., Brooklyn, New York; 
Glauber Brass Mfg. Co., Cleveland, Ohio, 3 medals; 
The Hoffman Heater Co., Lorain, Ohio; McCaffrey 
File Company, Philadelphia, Pa.; Millers Falls Com- 
pany, New York; H. Mueller Mfg. Company, Deca- 
tur, Ill.; Penn Hardware Company, Reading, Pa.; 
John T. Rowntree, San Francisco, Cal.; Sargent & 
Co., New Haven, Conn.; Simonds Mfg. Company, 
Fitchburg, Mass.; Stanley Works, New Britain, 
Conn.; James Swan Company, Seymour, Conn.; 
Trimont Mfg. Company, Roxbury, Mass.; Wells 
Bros. & Co., Greenfield, Mass. 


Gold Medal 


A. B. Stove Company, Battle Creek, Mich.; Amer- 
ican Pulley Company, Philadelphia, Pa.; American 
Radiator Company, Chicago, Ill.; E. C. Atkins & 
Company, Indianapolis, Ind.; Barnes Tool Com- 
pany, New Haven, Conn.; Champion Stove Company, 
Cleveland, Ohio; George M. Clark & Company, Di- 
vision, Chicago, Ill.; Wm. M. Crane Company, New 
York; Cyclone Woven Wire Fence Company, Cleve- 
land, Ohio; Dangler Stove Company, Division, Cleve- 
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land, Ohio; Detroit Stove Company, Detroit, Mich. ; 
Thomas Devlin Mfg. Company, Philadelphia, Pa., 
2 medals; Diamond Expansion Bolt Company, New 
York; Henry Disston & Sons, Inc., Philadelphia, 
Pa., 2 medals; Dover Mfg. Company, Canal Dover, 
Ohio, 2 medals; S. R. Dresser Mfg. Co., Bradford, 
Pa.; Eclipse Gas Stove Company, Rockford, IIl.; 
Estate Stove Company, Hamilton, Ohio; Hoggson 
& Pettis Mfg. Co., New Haven, Conn., 2 medals; 
Majestic Mfg. Company, St. Louis, Mo.; Malleable 
Iron Fittings Company, Bradford, Conn.; Michi- 
gan Stove Company, Detroit, Mich.; H. Mueller 
Mfg. Company, Decatur, IIl., 2 medals; National 
Stove Company, Division, Lorain, Ohio; New Proc- 
ess Stove Company, Division, Cleveland, Ohio; 
I. E. Palmer Company, Middletown, Conn.; Rath- 
bone, Sard & Co., Albany, New York and Aurora, 
Ill.; Ringen Stove Company, Division, St. Louis, 
Mo.; Trenkamp Stove Company, Cleveland, Ohio; 
J. H. Williams & Co., Brooklyn, N. Y.; Pneuvac 
Company, Boston, Mass. 


Nails 


NAIL is a common article of manufacture which 

is turned out by thousands every hour in the fac- 
tory, and is always absent in every household when it 
is most needed. 

Every house is full of nails. The walls bristle with 
them. The floors and ceilings are full of them; but if 
you need one to drive into a wall or to help dispatch a 
box going by express, you might as well look for a gold 
nugget in an ash-heap. 

When by some miracle a nail permits itself to be dis- 


‘covered, it is always crooked. The art of placing it on 


your wife’s best mahogany table and straightening it 
out with a poker—in place of the hammer you cannot 
locate—is an art yet in its infancy. Some centuries 
hence it may reach a development hitherto undreamed 
of.—Life. 
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Ohio Hardware Association Will 


Co-operate 


DAYTON, OHIO. 
To the Editor: 

The publicity you are giving the trading stamp 
evil through the columns of HARDWARE AGE will 
surely awaken our retailers, and especially the 
members of the different State associations, to con- 
certed action against this useless throwing away 
a part of the profit on merchandise many of them 
should use in discounting their bills. 

In your issue of Aug. 12 an article by Mr. White- 
head referring to the retailers as a class gives a 
pretty good description of the conditions as far as 
organized effort is concerned, but the instance he 
cites as an example may be all right for the East, 
but he could not find any merchants like this one 
in Ohio, and I am sure if you will ask every secre- 
tary of any State west of Ohio they will tell you 
the same thing. 

The local organizations we have started in our 
State, either city or county where there are no 
large cities, have been the best cure for evils of this 
character. Merchants in States where outside in- 
fluence can keep jealousies and discords among 
them will always be a prey to these sharks, and in 
this I do not lay all the blame upon the dealers, 
many of whom did not grow up in a mercantile 
life, and came into it without any training, and 
while some of their traveling friends are trying 
to help them, others are trying to get all they put 
into the business. Mr. Whitehead is right in an- 
other appeal he makes to the retailers, and that is 
—get into your trade organization. Your best 
friends are your brother retailers, and it is from 
them, with your own efforts added, that you will do 
away with someone coming into your store and 
telling you that you have to take this up or he will 
give it to the other man, and the other fellow will 
get all the trade, etc. 

Many of our members know of the prices they 
are asked to meet on certain articles that have been 
bought for trading stamps, and I was very much 
pleased to note the letter from the president of one 
of the largest jobbing houses in our State, saying 
he had taken up this matter with certain manufac- 
turers and in this the jobbers have need of organ- 
ized effort. 

I believe the members of the retail associations 
appreciate the efforts of HARDWARE AGE in their 
behalf, and stand ready to render any assistance in 
their power. | 

Yours truly, 
JAMES B. CARSON, Secretary, 
OHIO HARDWARE ASSOCIATION. 


Detrimental to Trade Generally 


SAN FRANCISCO, CAL. 
To the Editor: 
I read your editorial in HARDWARE AGE of June 
10 and I have just read your comments on pages 
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108 and 109 of the issue of July 1, and I think that 
the trade, both retail and jobbing, is under obliga- 
tions to you for taking this matter up. For the 
trading stamp business is not only a nuisance, but 
I think it is extremely detrimental to the trade 
generally. You sum up pretty well the arguments 
against it in your editorial of June 10, and the 
examples you gave in your talk to the National 
Retail Association of having bought a variety of 
articles through the agency of stamps at far less 
price than the retailers could sell, or even the job- 
bers could buy, shows conclusively the disastrous 
effect of the policy inaugurated by the trading 
stamp company. It should be fought by every re- 
tailer and every jobber and we certainly would very 
much like to see you pursue this subject in the 
most vigorous manner possible. There is no more 
necessity for further concrete cases to show the 
price basis but we hope you will pursue the subject 
so as to bring prominently before the retailers the 
great objections to it and the fact that they are 
standing in their own light and injuring their own 
interests by selling worthless goods for the pur- 
pose of distributing these trading stamps. 

Jobbers as a rule are not directly affected by it, 
but indirectly they certainly are, as the system is 
injurious to the retailer and what affects the re- 
tailer disastrously must have a bad effect on the 
jobber as well. It certainly will be easier to com- 
bat the system now before it gets entrenched in 
the hardware trade than to take it up later on. 

By the way, where can we get one of the 
Premium Books as suggested in your editorial of 
June 10, or if you can get one for us will you not 
please mail it to us with the cost for which we 
will immediately send you a check. 

Yours very truly, 
DUNHAM, CARRIGAN & HAYDEN COMPANY, 


Per BRACE HAYDEN, President. 


Trading Stamp Business Should 
Be Suppressed 


WETUMPKA, ALA. 
To the Editor: 

I want to congratulate you and to thank you for 
the vigorous way in which you are going after the 
trading stamp business. I have read with a great 
deal of interest your editorials in HARDWARE AGE, 
and also the letters from retail hardware dealers. 

While, on account of our stores being located in 
comparatively small towns, we haven’t felt the 
effects of this unfair competition, still I am im- 
pressed from your address to the National Conven- 
tion and from what I have read on the subject 
since, that the trading stamp business is an evil 
which should be suppressed if possible. 

' Cordially yours, 
J. R. GAMBLE, President, 


GAMBLE HARDWARE COMPANY. 




















SHOP KEEPER VS. MERCHANT 


Secretary Lewis Issues Constructive Pamphlet 


COSTS OF DOING BUSINESS 
YEARLY STATEMENT 










































































1. Taxes- -|| 

». ‘2a... Eaniie : 

S. Fuel, Light, Water, Etc. 

4. end 

5. icine... ba | 

6. Clerk Hire—— i 

7. Advertising | 

8. Express, Telephone anil Telegraph scshosala fie cescicngiaeaapencaa ie 
9. Office Supplies, Postage, Etc. 

10. Store Supplies . ica } 
ll. Livery, Drayage, Etc. = — 
12. Horses, Wagons and Auto Delivery— } | 
13. Repairs ibe | , 
14. Depreciation SBSEDEES Bees 
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17. Losses wn | 
18. Miscellaneous Eupensco— saith isa x SO 
19. Interest on Total Investment _—_- _ || = 





TOTAL EXPENSE — — il | 
TOTAL SALES Bice 








PER CENT -- Cost of doing business. 
RULE -- Divide Total Expense by Total Sales and result 


will be per cent of cost to do business. 


To fix selling prices see rules below. 
8. Express, Telephone and Telegraph. Include 





EDITOR’S NOTE.—W. P. Lewis deserves his repu- 
tation of being one of the most progressive and 
constructive State hardware secretaries. In a re- 
cent bulletin entitled “Shop Keeper vs. Merchant,” 
sent to the members of the Pennsylvania and At- 
lantic Seaboard Hardware Association, Mr. Lewis 
furnishes information which is worthy of the care- 
ful attention of hardware merchants everywhere. 
HARDWARE AGE takes pleasure in reproducing this 
bulletin. 


Explanation of Items Printed Above 


Include all taxes and licenses. 
Fire and all protection except 


1. Taxes. 
2. Insurance. 
life insurance. 

3. Fuel, light and water. 

4. Rent. Include rent of all property used in 
the business, or if owned by you include an 
amount equal to cost if rented from others. 

5. Salaries. Include all salaries paid to pro- 
prietor, partner and officers, and all others em- 
ployed in the business; the amount of these sal- 
aries as figured should not be less than the value 
of these services if employed elsewhere. | 

6. Clerk Hire. Include canvassers and extra 
labor. 

7. Advertising. Include all money expended in 
advertising, or entertainment of customers in pro- 
moting trade. 
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all amounts expended for these items where not 
added to invoice price of goods or charged to 
customer. 

9. Office Supplies, Postage, Etc. Include all 
bills for stationery, ink, pens, pencils, postage 
stamps, etc. 

10. Store Supplies. Include all bills for wrap- 
ping paper, twine, boxes, crating, brooms, etc. 

11. Livery, Drayage, Etc. Figure in all ex- 
penses of these items where hired of others. 

12. Horses, Wagons and Automobile Delivery. 
If owned by you figure all expenses of their up- 
keep. 

13. Repairs. This item should include all 
amounts paid to keep buildings in order if not 
figured in rent, also repairs on fixtures and equip- 
ment. 

14. Depreciation. Include a proper deduction 
(some say 10 per cent) from your last inventory 
of fixtures, tools and other personal property sub- 
ject to decline in value because of wear and tear. 
Also depreciate goods carried over which cannot 
be sold at full or regular prices. 

15. Deductions. Include amounts allowed cus- 
tomers for damage or any cause whatever. 

16. Donations and Subscriptions. Include 
money or goods donated to charity or public 
enterprises. (Private charities not included.) 





58 | Hardware Age 


TABLE FOR FINDING THE SELLING PRICE OF ANY ARTICLE 
NET PER CENT PROFIT DESIRED 
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Cost to Do —_—— —— 

Business | 1 | 2 | 3 | 4 5 | 6 7 | 8|9 | 10 11 | 12 | 13 1415 | | 20 | 25 | 30° 35 | 40 50 
at, TAPES E SG 84 | 83 | 82 81 80 | 79 78 | 77 | 76! 75 74 | 73 | 72 71 70 | 65 | 60 | 55 50 | 45 35 
SS 83 | 82 | 81 | 80 | 79 | 78 | 77 | 76 | 75 | 74 | 73 | 72 | 71 | 70 | 69 | 64 | 65 | 54 | 49 | 44 | 34 
US 82 81 | 80! 79 78 | 77 | 76 | 75 74| 73 | 72 | 71 | 70 69 68 | 63 | 58 | 53 | 48 | 43 | 33 
Lo RE 81 , 80 , 79 | 78 | 77 | 76, 75 | 74°| 73 | 72 | 71 | 70 | 69 | 68 67 | 62 | 57 | 52 47 | 42: 32 
SEER FS 80 | 79 | 78 | 77 | 7! 75 | 74 | 73 | 72) 71 | 70 | 69 | 68 | 67. 66 61 | 56) 51 46, 41° 31 
ge EPS eo 79 | 78 | 77 | 76 | 75 | 74 | 73 ¢ 72 | 71 | 70 | 69 | 68 | 67 | 66 65 | 60 | 55! 50 | 45 | 40) 30 
See 78 | 77 | 76 | 75 | 74 | 73 | 72 | 71 | 70 | 69 | 68 | 67 | 66 | 65 | 64 | 59 | 54 | 49 44 | 39 29 
_« eres 77 | 76 | 75 | 74 | 73 | 72 | 71 | 70 | 69 | 68 | 67 | 66 | 65 | 64 63 | 58 | 53 | 48 +43 | 38° 28 
RR 76 | 75 | 74 | 73 | 72 | 71 | 70 | 69 | 68 | 67 | 66 | 65 | 64 | 63 | 62 | 57 | 52 | 47 | 42 | 37 | 27 
on SAU TS: | 75 | 74 | 73 | 72 | 71 | 70 | 69 | 68 | 67 | 66 | 65 | 64 | 63 | 62 | 61 | 56 | 51 | 46 | 41 | 36 | 26 
ERE: | 74 | 73 | 72 | 71 | 70 | 69 | 68 | 67 | 66 | 65 | 64 | 63 | 62 | 61 ' 60 | 55 | 50! 45 | 40 | 35 | 25 

RULE PROOF OF RULE 
Divide the cost (invoice price with freight added) by the Selling price equals...........................045- $80 .52 
Ygure in the column of “net rate per cent profit decired” Cost of doing business figured on the) 
on the line with per cent it costs you to do business. selling price j19% equals. .... 15.29 
EXAMPLE: 

oe GE 6g ee SS $60 . 00 $65 .23 

WS faire ei as, voy nes 1.20 Figure profit on selling price 5% equals............ 4.03 

Net Cost Delivered........ $61 . 20 Net cost merchandise delivered.................... $61.20 
You desire to make a net profit of.................... 5% 
Se RR NE OU Ge IO oi ec cy kei ins Ses 19% 


Take the figure in column 5 on line with 19 which is 76 
76 )61 . 2000 ($80.52—the selling price 
608 





400 It is not the intention here to suggest that, 
380 First. When merchandise cost is given, 
a SEcOND. When cost of doing business is given, 
200 Txirp. When profit to be made is given, 
152 That the selling price made by the application of the rule can always be secured. 


For in actual business practice, experience proves otherwise, but it is suggested here, that the application of the rule 


will indicate clearly profitable and unprofitable items. 


This knowledge will suggest the necessity of a lower 


purchase price on the unprofitable items, or a higher selling price on the unprofitable items, or a restriction of 


the volume of business in them. 


A knowledge of your business affairs resulting from a searching analysis is the only basing point from which 


you can know whether you are making money, or living off of your principal. 


August, 1915. 


17. Losses. Include notes and accounts which 
are uncollectible, also amount paid attorneys for 
collections, and goods lost or stolen or sent out 
and not charged. 

18. Miscellaneous Expenses. 
penses not provided for above. 


Include all ex- 


Coming Hardware Conventions 


THE NATIONAL HARDWARE ASSOCIATION and the 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 13, 14, 15. Headquarters, Marlborough- 
Blenheim, for both associations. F. D. Mitchell, 
secretary-treasurer, American Hardware Manufac- 
turers’ Association, and T. James Fernley, secre- 
tary-treasurer, National Hardware Association. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 1, 2, 3, 4, 
1916. Headquarters, Lindsee Hotel. Nathan Rob- 
erts, secretary, Lincoln. 


W. P. LEWIS, Secretary. 


19. Interest on Total Investment. Figure in- 
terest on your total assets at the beginning of 
your business year (cash, notes, accounts, mer- 
chandise, etc.). If this is done it insures your 
getting profits at least equal to interest had your 
capital been loaned instead of invested. 


SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION. St. Paul, Feb. 22, 23, 24, 25, 1916. 
H. O. Roberts, secretary, Minneapolis, Minn. 


THE NEWPORT ROLLING MILL COMPANY, Newport, 
Ky., started its sheet mills Nos. 3, 4, 5, 6 and 7 on 
Aug. 16. These mills represent about one-half the 
sheet mill capacity of the company, and it is understood 
that they will be operated on full time during the sum- 
mer and fall months. Extensive improvements have 
been made at the plant and a great part of the ac- 
cumulated stocks of both black and galvanized sheets 
has now been disposed of. 
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SELLING HOLIDAY GOODS 


Christmas Presents Should Be Placed on View Not Later than Nov. 15 


By C. C. FRITTS 


United Hardware & Supply Company 


Y holiday goods in this instance I mean goods 
B that are not usually sold in a hardware store. 
It is taken for granted that every live hard- 
ware dealer sells skates, sleds, pocket knives, carv- 
ers, nickel-plated ware, boys’ watches, tool chests, 
silverware and children’s vehicles, etc. All of these 
goods are of staple character and sell largely at 
Christmas time, but there are a good many peo- 
ple who do not want to buy what we hardware men 
love to call “sensible” or “practical” gifts. We 
have been slow to wake up to the fact that Novem- 
ber and December are the months when people buy 
more “useless” goods (from the hardware man’s 
viewpoint) than they do in all the other months 
in the year. We have known all along that business 
was only fair at this time of year, and knowing 
this we should put two and two together and turn 
these two dull months into two of the pleasantest 
and most profitable months of the year, and at no 
appreciable increase in the expense account. 

I well remember when we used to advertise as 
“The Holiday Hardware Store,” and when we had 
nothing but regular goods to offer. In those days 
our sales were not particularly large on holiday 
goods; we sold the usual quantities and incidentally 
spent just as much for rent, light, heat and clerk 
hire as we do now. Since putting in a line of toys 
and other Christmas goods our sales in November 
and December have shown a very satisfactory in- 
crease, and all at practically no extra expense. I 
sometimes feel] that our sales on “practical” gifts 
have fallen off. Whether this means that our com- 
petitors are getting more business on _ shears, 
razors, nickel ware, etc., I am unable to state. It 
may mean that because we have a more varied 
line to offer that our customers buy other holiday 
goods from us, in place of the more staple goods 
which they formerly purchased. 

As to whether a hardware store can profitably 
enter this field depends somewhat on the size of 
the town and on the competition. My experience is 
in cities of from 10,000 to 60,000 population. It 
is not unlikely that in smaller towns this line could 
be added with profit. In a city of from 8000 to 
10,000 a good hardware store that has plenty of 
floor space can well afford to invest from $1,500 
to $2,000 in holiday goods, and provided that yours 
is the up-to-date store in your city and you are 
up to date, you have a roomy and well-lighted store, 
and you also have one of the best locations in your 
town. 


What the Stock Should Consist Of 


BRASS Goops.—Candlesticks, flower baskets, fern 
dishes, jardiniers, umbrella stands, smoker stands, 
smokers’ sets, desk sets, tobacco jars and ash 
trays. Possibly some other items could be added, 
but my experience is that this list covers the best 
selling articles. 


CHINA TEA SETS.—To sell at from 50c. to $2, have 
proved to be fairly good sellers. 


DoLLs.—We handle dressed dolls only, selling at 
from 25c. to $2. Our sales are not large on these 
goods, as we find people usually buy dolls at the 
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department stores, where they can find a larger 
and better assortment to select from. | 

CONSTRUCTION Toys.—There are several lines of 
these goods, including Meccano, Model Builder, 
Struktiron, the Mysto Builder, etc. They are ready 
sellers in sets varying in price from $1 to $10 and 
up. <A desirable feature of some lines is that the 
goods are put up in regular sets and in accessory 
sets, and we find in many cases that when a regular 
set is sold, say at $2, that a year later the cus- 
tomer will call for the $2 accessory outfit, thus 
bringing the set up to the regular $4 set, and it is 
not unusual to have customers buy additional ac- 
cessory outfits until they have brought the set up 
to the $10, or even higher priced set. 

Toy Biocks.—Are fair sellers only. We carry 
them from 10c. to $1.50, but sales are principally 
on 25c., 50c. and better grades. 

CHECKERS AND DoOMINOS.—Ought to be large sell- 
ers, but are not. We sell them at from 10c. to 50c. 
One should be careful and not buy these goods in 
large quantities. | 

Toy TRUNKS AND Toy PIANOS.—Are fairly good 
sellers at prices ranging from 50c. to $2.50. 

SWINGING HorsES.—To sell at from $3 to $12 
have proved to be good sellers with us. 

FRICTION Toys.—If you get the right line you 
will find these are very desirable goods to sell at 
50c., 75e. and $1. 

DOLLS’ Go-CARTS.—Make desirable Christmas 
goods, particularly so if you will buy a good assort- 
ment. One should carry these ranging in price 
from the cheapest up to $10. 

MECHANICAL TRAINS.—There is an American 
line that is very satisfactory, sets at from $1 to 
$3.50 are the best sellers, but one should have sets 
up to $10 to $15. There is also sale for extra 
cars, track, switches, signals, tunnels, etc. Electric 
trains have not proved good sellers with us. 


GAMES FOR CHILDREN.—Including Post Office, 
Conductor, Ring Toss, puzzles, paints, etc., are big 
sellers. The goods are all put up in attractive 
boxes and make a fine display. 

STEAM ENGINES AND MECHANICAL BOATS.—Are 
both fine sellers, every boy who comes to your store 
is a possible customer for an engine or a boat. A 
good stock of these goods will attract more atten- 
tion than any other line of goods. 


Mechanical automobiles, moving picture ma- 
chines, bear on rollers, toy stoves, doll beds, toy 
banks and registers, blackboards, soldier sets, etc., 
are all good sellers. Many other toys and novelties 
can be added to this list; we have only mentioned 
the principal lines that we carry. The bigger and 
better stock means just that much more business. 
People will trade at the store that has the most 
complete stock; prices do not cut so much figure 
as service and quality. 


Buying the Stock 


If one is going to engage in the toy business 
you must expect to give considerable attention to 
the buying, and to this end it is necessary that the 
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buyer go to New York or some other large city, as 
there one is instantly in touch with the importers 
and jobbers of toys and Christmas novelties. Sam- 
ples from practically all domestic lines as well as 
imported will be found on display. 

The buying should be done as early in the year 
as possible, say not later than July 1 or by Aug. 1, 
at the latest. Shipments should be arranged for 
goods to arrive at destination not later than Nov. 1. 


Displaying the Goods 


All holiday goods should be marked and displayed 
not later than Nov. 15, and if you are going to sell 
holiday goods you must display them. Show a 
sample of every item and mark the price in plain 
figures. It is true that most sales are in December, 
but a great many people will call and look at your 
goods as early as Nov. 15, and you will be surprised 
at the number of sales made before Dec. 1. You 
will also find it will be largely the more expensive 
goods that will be selected early. In many cases 
your customer will want the goods set aside to be 
called for later, and our experience is that rarely 
do we have a customer who fails to call for the 
goods. 


Advertising 


Do not add toys and holiday goods to your stock 
unless you are willing to spend some money in 
newspaper advertising. This advertising should 
start early, as soon as the goods are on display, but 
not before. Announce your holiday opening and 
use plenty of space. You will not get immediate 
returns from this first advertisement, but from 
day to day people will call in and look at your 
stock, and if they do not purchase at the time you 
can be reasonably sure that they will buy later. 
We think it a good plan to use plenty of space in 
the local paper early in the season. Later on we 
use less space, and on the last week we run only 
small ads. By this time the bulk of your stock 
should be sold. Of course you will sell goods right 
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up to the time you close your doors on Christmas 
Eve, but if you have placed your advertising early 
it will be found unnecessary to use much space the 
last week. 

Don’t Cut Prices 


We never cut our prices just before or after 
Christmas, as we believe that this is a bad business 
policy. We feel that a customer who has purchased 
a $5 article from us on Dec. 24 does not feel good 
to see the same article advertised at one-quarter or 


one-half off on Dec. 26. Therefore, we have adopted ~ 


the policy of marking our goods at a fair price and 
selling at that price. We may find that we have 
bought goods that do not sell readily, and in this 
case we store them away until the next year, and 
when we get them out to sell again we cut the price 
to a figure that will sell the goods. This plan has 
worked out very nicely with us, and we have rarely 
had an article that we could not at least get our 
money out of the following year. 


Stock Sheets 


Even if you do not use stock sheets for other 
goods you should arrange to keep a careful memo- 
randum of all holiday goods showing from whom 
bought, quantity, cost and selling price. These 
sheets if properly made up will save you a whole 
lot of gray matter when you come to buy your next 
stock of goods. A good set of stock sheets will save 
you money, and will teach you a whole lot about 
the toy business. The stock sheet shows instantly 
the goods that sell, and the goods that do not sell, 
and this is highly important, as you do not want to 
buy goods next year that have not sold this year. 

In each of the stores operated by the United 
Hardware & Supply Company the stock sheets, as 
well as everything else connected with the holiday 
business, with the exception of buying, pricing and 
advertising, is looked after by the woman in charge 
of the housefurnishing goods department, and this 
arrangement has proved very satisfactory with us. 




















A sporting goods window display, recently made by the Peirson Hardware Company, Pittsfield, Mass. 
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WASHINGTON NEWS 


Washington Postmaster Changed—Treasury Balance Low—Prospect 
of an Anti-Dumping Clause 
By W. L. CROUNSE 


WASHINGTON, Sept. 4, 1915. 


ITY POSTMASTER PRAEGER, propagandist 
& of the parcel post, editor of the Butter & 
Egg Gazette, originator of the send-your- 
laundry-home-by-mail scheme to boost the postal 
receipts, has lost his job, and the Washington re- 
tail merchants are wearing crepe—and laughing in 
their sleeves. 
Praeger began his meteoric career by launching 
a bulletin advertising, without money and without 
price, farmers and others who desired to ship but- 
ter, eggs, pin-money, pickles, fresh (more or less) 
vegetables, etc., to Washington consumers by parcel 
post, without the “unnecessary and costly” inter- 


vention of the Washington retailers. To carry out’ 


his plan he invested considerable perfectly good 
money belonging to the taxpayers—who, of course, 
include the aforesaid retail merchants—in a refrig- 
erating plant in the city post office to congeal in- 
coming packages of melted butter, which, in the 
liquid state, fastidious consumers might not regard 
as a “good delivery.” 

Of course, the merchants protested, but the Post- 
master General decided that the matter was “an 
administrative detail” with which he should not in- 
terfere. 

Praeger’s plan for changing trade channels for 
the handling of laundry work by “facilitating” its 
transportation through the merchandise post—for 
the perfectly obvious purpose of increasing the 
parcel post revenue—was recently described in this 
correspondence. 

The straw that broke the camel’s—or the Post- 
master General’s—back, however, was Praeger’s ar- 
bitrary action in depriving the downtown retail 
merchants of the Capital City of the postal station 
they have used for so many years that nobody can 
remember when it was established. A tremendous 
uproar followed. At first Mr. Burleson thought it 
was only another “administrative detail” and re- 
ferred the volubly protesting retailers back to Prae- 
ger, but he finally decided that the city postmaster 
was a trifle too enterprising—and obstinate—to 
hold down an independent job outside the depart- 
ment. So to have him at his elbow and under his 
eye, Mr. Burleson has made him Second Assistant 
Postmaster General—at a reduction in salary of 
$1,500 per annum. The duties of Praeger’s new 
office are prescribed by law—and are in no way con- 
cerned with the parcel post. Merritt O. Chance, a 
veteran of the postal service, has been promoted to 
be city postmaster. 

Mr. Chance may believe in the parcel post—he is 
not on record on the subject—but, quoting the ex- 
pressive language of Secretary of the Navy Daniels 
as to his own conviction on free silver, if he’s for it 
he’s “not a fool about it!” 


Mr. Burleson Is Unhappy 


This is a season of great discontent for Albert 
Sidney Burleson of Austin, Texas, Postmaster Gen- 
eral in the Wilson Cabinet. Mr. Burleson started 
out to reform the rural free delivery service in a 
way that would have brought about a great reduc- 
tion in the number of carriers collecting and de- 
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livering mail in the agricultural regions, leaving 
more money for the hungry parcel post. He has run 
into a snag. Officers of the Democratic National 
Committee who have their ears to the ground have 
made a protest. They declare that if Mr. Burle- 
son’s plan of re-organization goes through, with the 
certainty that efficiency will be impaired, the effect 
in a political way will be disastrous. 

The Postmaster General, therefore, will be 
obliged to defer the institution of his reforms, at 
least until after the next elections. This fact will 
be brough home to Mr. Burleson when Congress 
meets. A tip has been passed to the leaders in 
Congress that while Mr. Burleson is to be accorded 
the privilege of submitting his plan of reorganiza- 
tion to the law-making body, the project shall be 
placed in cold storage “for consideration at a later 
time.” 

The leaders know their master’s voice and will 
act accordingly. 


Mr. McAdoo’s Big Job 


William Gibbs McAdoo, Secretary of the Treas- 
ury, built the Hudson tunnels that connect New York 
City with the Jersey shore. That was easy com- 
pared to the job he now has on his hands. With 
more going out than is coming in it has been put 
up to Mr. McAdoo to advise the President where the 
Government is to get the money to increase the 
national defenses. At the last session Congress 
appropriated $250,000,000 for the War and Navy 
Departments. The authorities estimate that if the 
country is to prepare itself properly for possible 
emergencies of the future the war appropriations 
must be enlarged by about $150,000,000 a year. 

The Secretary of the Treasury swears by the 
beards of the ancient prophets that he will not issue 
bonds to raise money. He likewise declares that 
under no circumstances will he sell certificates of 
indebtedness to strengthen the national strong box. 

If Mr. McAdoo will not issue bonds or certifi- 
cates of indebtedness to gain the needed funds for 
the Treasury he will have to subscribe to a plan to 
revise the revenue and tariff laws in part as a means 
to get money. The Treasury is in a very bad way. 
The cash balance is down to $53,000,000—enough to 
last about three months—expenditures far exceed 
receipts and something must be done speedily to re- 
plenish the sinews of war. It is up to Mr. McAdoo 
to devise ways and means to attain this end. 

The administration has a holy horror of assum- 
ing the responsibility for a bond issue. Therefore, 
it will ask the extension of the life of the emergency 
war revenue act, and may follow with a recommenda- 
tion for the repeal of that provision of the Under- 
wood-Simmons tariff law which transfers sugar to 
the free list May 1 next. 


Redfield Working for an Anti-Dumping Clause 

Secretary Redfield is not a protectionist, but he 
is about to demonstrate that he is broad-minded 
enough to take a leaf out of the protectionists’ book 
to prevent foreign nations from flooding the 
United States with cheap goods as soon as the war 
is over. 

For more than a decade far-sighted statesmen in 
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all countries have recognized the necessity of pro- 
tecting domestic industries against. the dumping of 
large quantities of surplus foreign products on their 
markets and have secured the enactment of so- 
called anti-dumping clauses in their tariff laws. 
Canada has such a clause and it works most ad- 
vantageously. 

It is not a matter of raising tariff rates so high 
that foreign goods cannot be brought in, but merely 
of providing a certain ad valorem or arbitrary rate 
to be added to goods which are intended to be of- 
fered for sale at abnormally low prices. Even a 
low tariff advocate might subscribe to this doctrine, 
although a free-trader would shy at it. In any 
event, it seems to have worked extremely well every- 
where it has been tried. 

Secretary Redfield has been making a study of 
the methods pursued in the past by German manu- 
facturers of chemicals, dyestuffs and other products 
to market their surplus in foreign countries and 
has reached the conclusion that if progress is to be 
made in the development of the manufacture of 
chemicals in this country, and especially if the dye- 
stuff industry is to be successfully launched here, a 
reasonable measure of protection must be afforded 
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producers in the United States against the dump- 
ing of Germany’s surplus in times of depression. It 
is understood, therefore, that the Secretary will 
bring the President’s attention to this matter in 
his next annual report and that he will use his in- 
fluence with the President to recommend to Con- 
gress an amendment to the Underwood-Simmons 
tariff act that will operate as a barrier, not against 
reasonable importations, but against floods of cheap 
goods. 

The retailer has a big stake in legislation of this 
character, for it will affect every class of merchan- 
dise and will prevent periodical disturbances of the 
wholesale market, which would be inevitable under 
the low rates of our existing tariff law when the 
manufacturers of England, Germany, France and 
Belgium get back on their jobs and go to turning 
out cutlery, tools, dry goods, chemicals and a thou- 
sand and one other products. 

The politicians in Congress will not make it easy 
for Mr. Redfield to realize his very rational project, 
but the voters of the country ought to be able to 
help him a whole lot in teaching the politicians that 
the business of the nation is of more importance 
than mere partisan advantage. 
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New York Evening Mail 


How things have changed 
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WHY RALSTON ROSE AND FELL 


The Making Good of a High-Priced Man and Its Results 


By C. P. MCDONALD 


ware business and whose firm knew that he 
knew it. But values count little against the 
animal fighting instinct planted in the breast of the 
full-grown, healthy male when the provocation for 
wrath is big enough. 
So when Ralston’s boss walked in on him one 
afternoon and taunted him furiously on a personal 
matter in which both were interested outside of 


R® ware t was a $5,000 man who knew the hard- 




















It was good to have the chance at the fat, hated 
creature 


their business relations, neither of them thought 
anything about what his acts might mean to the 
firm. Naturally, there was a “woman in it.” 

Ralston, however, was not thinking of her when 
he landed on the boss’s chair, and then, after a 
decent interval to allow for the other’s staggering 
rise from the office floor, repeated on eye and nose, 
and finally gave the last punch on the spot marked 
by the fifth button on the white waistcoat. All he 
realized was that it was good to have the chance 
at the fat, hated creature that tried in vain to beat 
down his guard and get in one blow on him. 

Ralston knew just how the other felt. He knew 
that it was not the licking that the boss was mind- 
ing most; it was the sense of utter inability to re- 
taliate in kind. The boss was game, and he kept 
coming until he met the knockout, but Ralston, rag- 
ing as he was, toyed with him and let his contempt 
show on his countenance. That was his triumph. 

While the boss was twitching back to a pained 
consciousness Ralston put on his coat, removed his 
hat from the peg, closed down his desk, and walked 
out the door. Once outside, he made an inventory 
of the situation and found that, against a lost and 
lucrative job, he could place about $80 in cash, a 
quantity of clothes, and a constitution unimpaired 
even by some recent extremely fast living. 

There was no doubt at all, he reflected, of the 
pace he had been traveling for the last six months. 
His cash balance was proof enough of that. 

The case called for an instant decision, and he 
made one. He took the night train for Chicago 
and the next morning he was registered at a down- 
town hotel. He did not go to any of the firms in 
the hardware trade. 
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“T’ve had enough of hardware,” he communed 
with himself, ‘‘and now that I’m out, it’s me for the 
paint business. I’ve always wanted to break into 
mc” 

It required the passage of several days and the 
infliction of a score of hard jars to bring him to the 
understanding that the paint business did not want 
to be broken into, at least not by him. The big 
dealers had a full quota of help in every department. 
The branch house managers turned him down, and 
there wasn’t a niche into which he could fit in any 
of the city sales departments of the big manufac- 
turers. 

His $80 went fast. Soon he was in possession 
of nothing but a big stock of nerve, one suit of 
clothes, and enough change, he concluded, to carry 
him seven days if he shaved but once a day, had 
his shoes shined every other day, made a scant 
breakfast do for three meals, and slept in a ten- 
cent “flop.” 

That was the state of his affairs when he walked 
in on Billings, territorial manager of the Consoli- 
dated, and for the sixteenth time asked him for a 
job. 

“And I will be back here to-morrow at the same 
hour,” he concluded steadily. 

“If you come back here to-morrow I will have 
you thrown out,” said Billings without any undue 
signs of perturbation. 

Ralston came back the following day and was 
promptly thrown out. He made no resistance be- 
cause it all was a part of the big game he had in 
mind. Billings had won his laurels by sticking to 
his word. 

Ralston on the succeeding day presented himself 
at the office of Billings. This time Billings swung 
his swivel chair around and looked over the nervy 
proposition in front of him—inspected him thor- 
oughly, searchingly, from crown to toe. 

“Ralston,” he said impressively, ‘“‘you’re the su- 
preme nuisance of my usually prosaic life. If I 
could rid myself of you by anything short of man- 
slaughter, or of giving you a job, I’d do so. I don’t 
believe I can, however, so I’m going to put you to 
work. You may expect me to argue that I believe 
you will pester people into doing business with us. 
I am not going to do anything of the kind, so you 
may disabuse your mind. I am going to offer you 
the only job I have just now. It is a lugger’s job at 
our South Chicago plant. You may be a $5,000 
man, as you say, but not to us. This job pays you 
$11 a week. If you want it, go down there and 
report to the superintendent. If you don’t, get out 
of here, and if you ever come back I’ll have you 
dealt with so that you’ll resemble a can of ready 
mixed vermilion.” 

“I’m strong for the job,” admitted Ralston. 

“Go to it,” instructed Billings, “and don’t let me 
hear from you again.” 

Ralston went to South Chicago, traded his good 
coat for a lugger’s outfit, and for six months 
trucked and lifted and strained. He went to work 
early and he quit late. He went to bed early and 
he rose early. His muscles grew hard, his eyes 
clear, and his lips became accustomed to the set, 
firm expression of the silent man. He did little 
talking, for there was no one to talk to except his 
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fellow luggers and they were too busy for conver- 
sation. In the subsequent six months he studied 
floor wax, shellac, wood dye, varnish, and he learned 
a lot about them. 

One morning the superintendent ordered him to 
report to Billings. That gentleman did not as much 
as nod to him when he entered, but he grunted in 
a manner which might have been interpreted as a 
recognition. 

“Ralston,” he said, “I have a place for a sales- 
man on the west side. The pay is $13 a week. Re- 
port to this man and get busy.” 

Four months elapsed before Ralston again heard 
from Billings; four months passed in dogged rounds 
of small paint and hardware dealers, arguing, ca- 
joling, explaining almost to the point of entreaty; 
one month of the four spent in learning that he 
knew nothing about selling floor preparation to 
dealers, a second month in acquiring the principles 
of good salesmanship, and two months in actual 
selling. 

He was not altogether surprised when he re- 
ceived the next summons to see Billings. He knew 
that potentially he was more than a $13 a week 
salesman. 

“Ralston,” began Billings when the meeting time 
came, “I need a man to put in charge of the sales 
department of a new—and a small—branch house in 
Pennsylvania, at Greensburg. I am going to send 
you. You will have three salesmen under you. Our 
goods will have to be installed in the face of strong 
eastern competition. It is a chance for you to either 
make good or fail. If you fall down the house will 
have nothing else for you. Let’s see some of that 
$5,000 stuff of which you once boasted.” 

Ralston went to Pennsylvania with that Spartan 
encouragement ringing in his ears. Not until he 
was on the cars did he recall that Billings had said 
nothing about salary. But his expense money rested 
snugly in his pocket, and just then he didn’t mind. 

After the third week, when the original $13 re- 
mained unchanged, he did care, but he was too busy 
just then to complain. He was fighting with the 
same savageness that he fought his old boss of the 
hardware company that day in the West, but this 
time it was against far greater odds. 

The Eastern competitor had seen the town first, 
and it meant to see it last as well. Ralston’s sales- 
men came in day after day with empty books, com- 
plaining that they could not meet the price of the 
easterner. 

“But our product is a superior product!” roared 
Ralston. “Our company is spending $200,000 in 
planning and placing an advertising campaign for 
our wood finishes. The people are being directed 
to their dealers, all of whom are being supplied 
with free samples. We're giving a guarantee to 
sell their goods or refund their money. That's 
practically selling stuff on consignment. They’ve 
got to buy our competitor’s stuff outright; if it 
doesn’t sell, they’re stuck. Convince the dealers 
and they’ll buy. Convince yourselves. I’m placing 
goods right and left.” 

And he was, too.. His enthusiasm as a salesman 
was meeting a small individual reward. As a man 
in charge of men he was failing. Suddenly one 
night he had an inspiration. 

“T want all of you here at six o’clock to-morrow 
morning,” he told his salesmen. 

They wondered, but they came. 

Ralston took them over the branch and lined them 
up before his stock. 

“The trouble with you fellows,” he said, not un- 
kindly, “is that you don’t believe that our finishes 
are the best. Now I am going to convince you.” 
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He had a few slabs of raw wood. He applied his 
dye, his prepared wax, his shellac, his varnish, his 
cleaner. He showed them the results of his demon- 
stration. 

“There isn’t a thing on the market that will equal 
any single one of our products,” he told them. 
“Our stuff is in a class by itself. If talk doesn’t 
land orders, show the dealers wherein our product 
is the superior article. Now, I’m going out with 
Williams to-day and give him my assistance.” 

The pair came back at night hot, tired, but tri- 
umphant with the knowledge that they had won the 
patronage of two dealers. Two out of eleven visited. 
Ralston considered that a fair percentage for a first 
trial. The State of Pennsylvania, when thoroughly 
worked, should yield bountifully. 

“The other nine dealers are thinking it over,” 
was the thought with which Ralston consoled him- 
self and Williams. The latter went over the route 
again next day and Ralston went out with another 
salesman. The third day he accompanied the third 
man. 

The fourth day he and the three men left the 
dealers and made a house-to-house canvass, show- 
ing samples of the manufactured product of the 
Consolidated, leaving them where encouraged, and 
in all cases urging the householders to call upon 
their dealers for the same product. The “money- 
back-if-not-entirely-satisfied” proposition bore fruit. 
The populace, given personal demonstrations and 
liberal advertising education, responded to the 
effort. Then the war was carried back to the 
dealers. 

In the second month came victory. The Eastern 
competitor was practically routed. His fortifica- 
tions were battered down and the battle diminished 
into an occasional skirmish. 

Ralston was overjoyed. He had worked himself 
almost to death, but his exultation gave him added 
strength. When he was sure he had conquered, he 
wired Billings laconically: 

“Have won this territory. What raise do I get?” 

Billings wired back: ‘From now, $3,000 a year. 
Back pay, $250.” 

Ralston took the $250 when it came, boarded a 
train for New York on Saturday night, spent Sun- 
day in a riot of high life and much liquor, and 
was back in Greensburg on Monday with 50 cents 
in his pocket and contentment in his heart. The 
steam had been blown off. 

A representative of the Consolidated dropped off 
the train at Greensburg one afternoon that sum- 
mer, weary with traveling and anxious to rest. 

“IT want to talk with you about a plan for buy- 
ing real estate for a plant at Jonesboro,” began the 
representative. 

“At Jonesboro!” ejaculated Ralston. ‘Why, this 
train goes to Jonesboro. Come on!” 

He dragged the weary representative back 
aboard, sized up the project by acute questions, 
and when the train landed them there he sent the 
representative, properly coached, to a paint dealer 
who carried competitive goods and who had some 
property to sell—for a livery stable, but not by any 
odds for a factory for the manufacture of wood 
dressings. 

Ralston kept in the background, being known to 
the dealer, and the representative got the property 
at a reasonable price. The dealer did not learn 
about Ralston until the deeds had changed hands, 
and he was not big enough to administer a good 
licking to him. He could only stand on the plat- 
form and rave while the train disappeared down 
the ribbon of the track. 

The representative, for a wonder, included the 
true account of the transaction in his report to 
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Billings. Also he saw the signs of conquest in 
Greensburg. He admired pluck and an uphill fight, 
that representative did. He also liked Ralston’s 
company and Ralston’s whisky, but he was ex- 
tremely modest about reporting his own likings. 

Up the road of success went Ralston after that, all 

















The receipt of the telegram 


sun and no shadow. He got a slice of the company’s 
best territory in the Middle West; he was known 
to the men higher up than Billings, and was praised 
by them. Billings in their presence plumed him- 
self upon the discovery of Ralston. What his 
thoughts were in private Billings did not record. 
He had been the crack territorial manager in his 
day, and he had shouldered old Prouty out of his 
job. As a $13 a week city salesman, Billings 
thought pretty well of Ralston. As a $5,000 propo- 
sition he feared him. He felt his job slipping 
from him. 

Fate—and Billings—about this time sent Ralston 
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to the Pacific Slope, where distances are great and 
expenses greater. Ralston, married now and more 
than ever ambitious, found that even a salary 
twice raised in as many years, was melting away 
before his living expenses. He wrote and asked 
for an increase proportionate to the new costs. 
Billings pigeonholed the letter. 

In San Francisco Ralston waited and fumed. He 
wrote again. 

The same deadly silence. 

His cause was just, he was making more than 
good, he was being treated badly. His vanity was 
hurt. The old fighting instinct took possession of 
him. 

He walked into the telegraph office and wrote 
on a sending slip: 

“Consolidated Floor Dressing Products Company, 
Chicago. Accept my resignation if salary raise is 
refused.” 

Billings got the message. Beaming, he walked 
with it into the offices of the bigger men. 

“He’s on another bat and is trying to bluff us,’ 
he said as he laid the telegram on the president’s 
desk. 

The old man pursed up his stubborn lips. He 
liked to do business in his own way. 

“We had planned to give him another raise at 
the end of the year?” he asked of Billings. 

“Yes,” answered the anxious Billings, but of the 
letters in his pigeonhole he maintained a stolid 
silence. Self-preservation is the first consideration 
when danger threatens. He or Ralston must get 
the blue envelope. So he said nothing of the com- 
munications. 

“And now he tries to bluff us into hurrying up,” 
sputtered the old man. He thought for a moment. 
He had reached the top by plodding and not by 
dictating to his superiors. Ralston was a valuable 
man but he was not a privileged character. The 
president turned to Billings. 

“Wire this Ralston chap, Mr. Billings, that his 
resignation is accepted. I’m the only person 
authorized to dictate terms about this plant. I’ve 
really no patience with these fellows who can’t 
stand prosperity.” 


, 





Do You Train Your Clerks? 


§ ee Boyce Hardware Company, Port Huron, 

Mich., wrote to the Plymouth Cordage Com- 
pany an interesting letter recently from which the 
following is quoted: 

“The boys of this store, every two weeks, are 
holding meetings for the purpose of increasing our 
knowledge in the various lines that we handle. We 
desire to be able to explain more fully, and in a 
better way, how hardware and its kindred lines are 
manufactured and the quality of stuff that enters 
into them, and we are writing you as producers of 
good rope, and in the interest of greater knowledge 
and better salesmanship among salesmen, to give 
us a treatise on the way rope is manufactured, the 
kind of material that enters into it, where the ma- 
terial comes from, and why some ropes are made of 
long fiber and some of short, in fact, all the infor- 
mation which you think will be of any value to 


us. We would greatly appreciate your sending us - 


some good-sized samples of rope in its various 
stages of manufacture, marking plainly these vari- 
ous stages. We would also apprecate photographs 
of a rope walk, so that the boys may have some 
adequate idea of what a rope factory and the 
manufacturing of rope is. 


“Our boys are entering very heartily into this 
new procedure and we can already see the results 
of only a few weeks’ work.” 

In replying it was suggested that a file of the 
great past issues of “Plymouth Products” be used 
as a text book on rope and rope making in these 
fortnightly meetings. The publication has con- 
tained, first and last, a wealth of valuable informa- 
tion for the retail hardware clerk—facts which it 
would take him a long time to dig up elsewhere. 

It would be a good thing if more retail stores in 
all lines provided some regular system, such as 
the informal meeting, study and discussion, for the 
education of their clerks. If this were done we 
would soon hear less about poor service. 

There are few things quite as provoking to a 
customer as to encounter the clerk who does not 
know his goods. Such clerks abound in every city 
and town. Most of them are willing enough, but 
they have never been trained or educated to know 
their wares. The boss has left them to drift in the 
sluggish waters of inefficiency. 

Every dealer has it in his power to have better 
clerks. We would be interested to know how many 
dealers hold meetings such as provided by our Port 
Huron friends, and how many of those who do not 


have these meetings are considering them. 
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The Drop in Sterling Exchange 


N important result of the European war 
has been the unprecedented decline in 
the rate of exchange between New 

York and London. From a time “in which 
the memory of man runneth not to the con- 
trary” the British pound sterling has been 
the equivalent of $4.8665 in United States 
currency. This is the rate established by law 
for the settlement of invoices of the various 
custom houses in this country. Variations 
from this rate have been made occasionally 
in the transactions of commercial houses, de- 
pending upon the abundance or scarcity of 
international bills of exchange, but they have 
usually been so small as to be the subject of 
little comment outside of the banking houses 
conducting such business. 

When the war broke out a year ago this 
country was so heavily indebted to Europe 
that the rate of exchange rose much higher 
than that officially recognized by the United 
States Government. The inability of our 
bankers to meet the European obligations so 
suddenly pressed for payment caused ex- 
traordinary measures to be taken to secure a 
large supply of gold to tide over the emer- 
gency, and it will be remembered that Can- 
ada was made the depositary of a huge 
amount for this purpose. But this condition 
was only temporary. Since then the United 
States has been called upon to supply the 
belligerents with great quantities of food- 
stuffs, army equipment, horses, munitions of 
war, etc., the value of which has steadily kept 
largely in excess of merchandise being im- 
ported from Europe. For a long time each 
month has witnessed an enormous excess of 
exports over imports which has not been 
counterbalanced by the resale to this country 
of American securities held in Europe.. The 
consequence of this reversal of our interna- 
tional relations is seen in the great decline 
in exchange rates. On Tuesday of this week 
the decline had gone so low that the pound 
sterling was quoted at $4.55, New York. 
This represented a fall of $0.3165 from the 
Government standard. It meant that the 


all 


United States dollar on this basis was worth 
nearly $1.07 in English money. 

The significance of this great change in 
what has heretofore been an almost inflex- 
ible standard of exchange lies in its applica- 
tion to manufacturers and merchants in this 
country who have made their contracts for 
the sale of material to Europe with terms of 
payment based on the British pound ster- 
ling. They are facing a discount of over 31 
cents to the pound on such transactions up 
to this time, with the possibility that it may 
be still greater. It is probable that those 
having experience in international transac- 
tions have endeavored to guard against this 
contingency by basing their contracts on 
American money. If they have not done so, 
the decline in the value of the pound sterling 
represents quite a reduction in the profits of 
many whose contracts call for large amounts 
of money. 

The nearest parallel to the present situa- 
tion is to be found in the period prevailing 
from 1897 to about 1902 when this country 
so rapidly developed its export trade to 
Europe. At that time we were just emerging 
from the depression caused by the panic of 
1893 and the silver agitation; we were en- 
joying the benefit of the cheap ore from the 
Mesaba mines, and our prices, especially of 
steel products, were so low that our manufac- 
turers were able to make great inroads on 
European trade. The excess of our exports 
over imports in those years mounted to high 
altitudes, as compared with a long series of 
years immediately preceding. They ran an- 
nually from $286,263,144 up to $664,592,826, 
causing large importations of gold and seri- 
ously disturbing European financiers. So 
threatening was “the American invasion,” 
as it was called, that the chancellories of 
Europe seriously considered the necessity of 
taking concerted action by their governments 
to combat the influx of American merchan- 
dise and the disturbance of their home mar- 
kets. At that time, however, no such decline 
in the rate of exchange with London was 
witnessed as is now being seen. It is one of 
the most extraordinary developments of in- 
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ternational finance that has ever been ex- 
perienced. It would seem to point to the 
dominance of this country in the finances of 
the world. 


Half a Million Dollars Worth of 
Legislative Inspiration 


HE Federal Commission on Industrial 
Relations has concluded its labors and 
gone out of existence. It was created 

by Congress for the purpose of seeking to 
discover the underlying causes of dissatis- 
faction in the industrial situation, but it has 
failed to discover any cause of industrial 
unrest which has not been self-apparent for 
years to any person of average intelligence. 
Low wages is made the basic cause of all 
industrial agitation. “The workers of the 
nation, through compulsory and oppressive 
methods, legal and illegal, are denied the full 
product of their toil,” says the report, “and 
the resulting industrial dissatisfaction has 
reached proportions that already menace the 
social good-will and peace of the nation. 
Citizens numbering millions smart under a 
sense of injustice and oppression, born of 
the conviction that the opportunity is denied 
them to acquire for themselves and families 
that degree of economic well-being neces- 
sary for the enjoyment of those material 
and spiritual satisfactions which alone make 
life worth living.” In plain English, the 
commission has made the wonderful dis- 
covery that several million people in these 
United States are dissatisfied with their sal- 
aries or wages, and it has taken two years’ 
time and $500,000 in cash to come to this 
all-apparent conclusion. 

There are three separate and conflicting 
reports of more than 200,000 words, with an 
accompaniment of supplements, individual 
opinions and vague suggestions, and out of 
this conglomeration of ideas Congress is 
supposed to draw a half-million dollars worth 
of legislative inspiration. 

The New York World sums up the work 
of the commission very completely when it 
declares it a barren performance. In the 
opinion of many thinking persons it is more 
even than that. It is a direct appeal to fur- 
ther agitation, increased unrest and even 
violence. It is a slur on the courts, the State 
legislatures and the governors, who, the re- 
port says, “have been rightly accused of serv- 
ing the employer of labor to the defeat of 
justice.” Such a report, if true, is bad 
enough in itself, without the useless adver- 
tising which accomplishes nothing but an 
increase of bitterness between employer and 
employee. If such conditions do exist, then 


it is the duty of the legislative and execu- 


tive powers to correct the evils and inflict 
punishment on those who have offended; but 
the publication of a report such as was 
turned in by Chairman Walsh of the Federal 
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Commission of Industrial Relations is in a 
sense almost criminal. 

The effect of such a report on certain 
classes of uneducated workers, especially as 
it is translated by professional labor agi- 
tators, cannot but be detrimental to the en- 
forcement of law and order in communities 
where labor trouble is a source of municipal 
and legislative worry. Apparently the re- 
port is acting merely as a background for 
notoriety. Whatever it has accomplished is 
of little or no value in proportion to its cost. 

It is doubtful if Congress will adopt all 
or any part of the legislative reforms sug- 
gested by the various factions which have 
aired their private beliefs at public expense 
in this report. It would be hard work to 
construct a single law from the mass of 
opinions which would be satisfactory to the 
entire committee. However, the commission 
has run its course; nationally we are nearly 
half a million dollars behind, but the experi- 
ence may in time prove worth the money; at 
any rate, the country as a whole is glad that 
the curtain has gone down on the last act of 
a worthless farce and that the performance 
is over. 


Examples in Contraband 


HE question of contraband seems to de- 
pend entirely on whose ox is being 
gored. Opinions pro and con regard- 

ing our right to sell supplies to the European 
belligerents are plentiful. The Philadelphia 
Public Ledger in a recent editorial gave a 
number of precedents by which we may not 
wish to be guided, but which certainly 
should effectually quiet protests from any 
of the leading be!ligerents. 

The Ledger said: 

“The most notable example of one nation 
selling contraband of war to another is fur- 
nished by Germany itself. When America 
was fighting for freedom the Germans, as 
Wayne MacVeagh says, sold to King George 
not only guns and uniforms, but 30,000 sol- 
diers. To this day Hessian is a term of re- 
proach and hatred. 

“England sold to the Confederacy any- 
thing it could ship there. 

“France violated the Monroe Doctrine 
more viciously than any other country when 
it sent a big army of invasion into Mexico 
while the United States was in its great 
struggle to save the Union. 

“And it was the Austrian prince, Maxi- 
millian, brother of the present Emperor of 
Austria, who placed himself upon the throne 
in Mexico City. 

“That the United States is under no very 
lasting or immediate obligations to these 
present-day belligerents is very apparent. 
The worst any American exporter has done 
during this war is mild in comparison with 
the things France, England, Germany and 
Austria tried to do to us.” 

















Trying a New Method 


A. YOUNG married woman one-.morning gave her 
husband a sealed letteryewhich he was to read 
when he got to his office... He did so, and the letter 
ran as follows: | 

“I am obliged to tell you something that may give 
you pain, but there is no help for it. You shall know 
everything whatever be the consequences. For the last 
week I have felt that it must come to this, but I have 
waited until the last extremity, and can remain silent 
no longer. Do not overwhelm me with bitter reproach, 
for®You will have to put up with your share of the 
trouble as well as myself.” 

Cold perspiration stood in thick drops on the brow 
of the husband, who was prepared for the worst. Trem- 
blingly he read on: 

“Our coal is all gone. Please order a ton to be sent 
this afternoon. I thought you might forget it for the 
tenth time, and therefore wrote you this letter.”— 
Exchange. 


His Favorite Parable 


LITTLE lad was asked by a pious passerby one 
lovely morning: 
“Have you ever studied the Bible?” 
“Yes''sir,” he said. 
“Then, of course, you know all about the parables.” 
““QOh, yes, sir.” 
“Good !” said the devout gentleman. ‘And now tell 
me which parable do you like the best?” 
The. boy, looking over the green and pleasant coun- 
try;, answered: 
“T like the one where everybody loafs and fishes.”— 
Exchange. 


And It Often Does 


HE formidable trustees of the little rural school were 
paying their dreaded annual visit and the primary 
class was being examined in nature study. 

“Now, children,” said the nervous young teacher, 
holding up an apple blossom, “what comes after this 
flower?” 

“A little green apple,” shouted the class in chorus. 

The teacher felt that the worst was over. “Good!” 
she said. “And now, Johnny, can you tell us what comes 
after the little green apple?” 

“Yes’m!” roared Johnny; “stomach ache!’”—Ex- 
change. 


Not Up to Her Standard 


¢¢LJAVE you any references?” inquired the lady of 
sethe house. 

“¥is, mum, lots of thim;”sanswered the prospective 
maid. 

“Then why did you not bring some of them with 
you? 999 

“Well, mum, to tell the troot, they’re just loike me 
photygraphs. None of thim don’t do me justice.”—Evz- 
change. 

Easy 


eS was the subject under discussion at the 
sewing party. 

“T could never understand the Bible reference to mar- 
riages in heaven,” said Mrs. Jones thoughtfully. “Why 
do you suppose there is no marrying nor giving in mar- 
riage there?” 

“That’s easy,” said a sarcastic spinster. “There 
probably isn’t a man in the place.”—Ezxchange. 


An Odd Witness 


1 pyrene the trial of a case in a Philadelphia court 
it became necessary to take the testimony of a 
curiously reserved witness. 

“What do you do?” asked the lawyer having him 
under examination. 

“I am very well,” was the unexpected answer. 

“I am not asking as to your health. I want to know 
what you do.” 

“T work.” 

“Where do you work?” 

“In a factory” 

“What kind of a factory?” 

“It is a rather large factory.” 

“May I venture to inquire what you make in the 
factory?” 

“You want to know what I make in the factory?” 

“Precisely. Answer without further circumlocution. 
Tell us what you make.” 

“TI make $10 a week.”—Exchange. 


Thorough 


ELINDY, bereaved of her husband, consulted her 
young mistress on the proper wear to disclose her 
grief. 

“Ah wants a black hat, an’ a black dress, an’ black 
shoes, an’ black gloves, and a whole black hank’chief, 
ma’am.” 

“Oh, no, Melindy,” her mistress protested. “Not a 
solid black handkerchief!” 

“Honey,” remarked Melindy, impressively, “when 
ah mourns, ah mourns!”—Exchange. 


All Right this Time 


HE boss entered the office, his face clouded, his brow 
wrinkled in angry thought. He called the office 

boy. Regarding the youth sternly, he said: 

“Johnny, do you smoke cigarettes?” 

“T d-d-do a |-l-little, sir,”’ stammered Johnny, paling 
beneath the tan of the baseball field. 

The boss fixed him with his eagle eye. 

“Then gimme one,” he said. “I left mine on the 
bureau.”—St. Paul Dispatch. 


Not His Destination 


MISSISSIPPI RIVER steamer was stopped in the 
mouth of a tributary stream owing to a fog. An 
old lady passenger inquired of the captain the cause 
of the delay. 
“Can’t see up the river,” was the laconic response. 
“But I can see the stars overhead,’ said the old 
lady. 
“Yes, ma’am,” continued the captain, “but until the 
boilers bust we ain’t going that way.”—Ezxchange. 


In Liquid Form 


RS: CASEY (belligerently)—“Phware’s yer week’s 
wages, an’ the rint comin’ due termorrer.” 
Casey—“Be aisy, now, woman! Oi lost it troo a 
hole.” 
Mrs. Casey—“‘In yer pocket?” 
Casey—“Naw; it slipped troo a hole in me face.” 
—Boston Transcript. 
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Hunter’s Log Shack Displayed in 
Window 


eee window trimmers who designed and executed 

this realistic sportsmen’s shack, improvised to 
simulate a hunter’s cabin in the woods as headquar- 
ters during hunting trips, either had practical per- 
sonal experience or were in touch with good ad- 
visers. 

The old-timers can almost smell sizzling bacon or 
whatever game had its habitat in the territory 
hunted over. 

There is just enough in the way of Remington 
arms and ammunition, birds and animals added to 
serve as a lure to busy men who like to recreate oc- 
casionally by indulging in a hunting trip and a 
camp fire in the woods. 

The shack was designed by R. J. Howe of R. J. 
Howe & Co., Columbus, Ind., assisted by his clerk, 
D. A. Beck, who went to the woods and cut the 
timber. The framing was done in the rear of the 
store and then moved to the display window, where 
it was put up just as it had been built in the shop. 
The window of the cabin was made of greased 
paper; the chinks were filled with moss and the 
clapboards were taken from an old shed which had 
been torn down. The animals were obtained from 
fellow townsmen, who always like to assist in the 
trimming of these windows. 


Profits in Remnants 
BATTLE CREEK, MICH. 
To the Editor: 

I am inclosing a photograph of the way in which 
I have disposed of the wire cloth remnants this 
year, and the piece that is in the barrel is the only 
remnant around the store. 

Usually at the end of the season, we have always 
had a lot of remnants and have never been able to 
get rid of them, so at the beginning of the season, 
I put the barrel out in front and into it every rem- 
nant marked at 1'%4c. per square foot, and in that 
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way we have kept cleaned up on our remnants.and 
at the same time there hasn’t been any loss this 
season by throwing away a lot of small remnants. 

I think if more hardware men would do as I 
have done they would see how much business there 
is in selling wire cloth remnants in this way, 





WATTLES HDW-CO- 


BD Take Your Chimes 














The Wattles Hardware Company, Battle Creek, Mich., 
uses the barrel shown in the illustration as ‘a profitable 
means of disposing of wire cloth remnants 


making a small profit in them instead of throwing 
them out the back door. I thought perhaps you 
would be glad to see the barrel that has done so 
much for the Wattles Foundry Company, so I. took 
the picture, and with the best regards, I remain, 
Yours respectfully, 
Ross C. WoLr, 
WATTLES HARDWARE COMPANY. 
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Hunter’s log shack displayed in the window of R. J. Howe & Co., Columbus, Ind. 





























PUBLICITY FOR THE RETAILER 


Forceful Announcement of Range Demonstration—Good Paint Ad 








ANNOUNCING 


OUR 
Monarch Malleable Range Demonstration 


One Entire Week---Commencing 


sonny, Aug. 23, Ending ens, ug. a 




















By Special Arrangement with the Meuneeh Factory, ' we are enabled 
to offer you this Beautiful Nine-Piece Set of Pure Aluminum Ware Free with every 
es Range sold during the demonstration. 





HE stove world has been as- 
tonished at the remarkable 


improvements made by the Mon- 
arch factory during the past two 
years, in Range construction. You 
may now have the opportunity of 
seeing this Triumph of the Range | 
industry in actual operation at our 
store. Features will be shown 
you that from the standpoint of 

Economy, Durability and Efficiency “ Triple Wall Construction. 

are Astonishing, yet at the same titre “ Paper Stove Pipe on a red 
time Convincing. MakeYour Cooking a Daily Pleasure exc ge te item one 


SEE 


The Monarch in Actual Operation 
“6 — of the Patent Duplex 
ra 


** Mico-Process Rust Proof Tops 
No blacking required. 


“ The burning gases in the 
Hot Blast Firebo 


“ Air Tight,GasTight, Stay Tight 
Oven. 
“‘ Patented Oven Control. 

















The Old Way 


STRIKING difference in draft con- The Monarch Way 
struction is shown here. In order 
to construct an oven that bakes perfectly 


and evenly, it is necessary that. the air 
strike all parts of the fire box evenly, leaving no dead 
corners. In the old way you will note that the air 
strikes the center of-the fire-box, leaving both ends 
dead. Itis for this reason thal you find it necessary to turn your bread, pies and cakes in order to secure 


that even brown that all housewives so desire. 
The Monarch Way shows you the Duplex Draft, one of the Monarch exclusive features. The air entering at both the front and the 
back of the fire box, creates a perfect, even fire, leaving no dead corners. A biscuit placed at each corner and center of the Monarch 
Oven will show the same even degree of brown. Ask us to demonstrate this fact. 


Delicious hot coffee and biscuits served free every day during the demonstration. 


BERT STIER HARDWARE 


MANCHESTER, IOWA 
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It Tells the Story 


No. 1 (Page ad).—Mr. Bert Stier of Manchester, 
Iowa, sends us this ad and asks if we consider it 
has pulling power. Most assuredly. The arrange- 
ment of the ad could hardly be bettered. First is 
the mention of the demonstration with the day and 
date. Then as an interest getter, the free offer of 
aluminum ware. Following this is the editorial 
presentation of the Monarch range and a summary 
of its selling points. This matter on either side of 
the well-drawn cut makes a definite and strong 
appeal to the reader. To conclude the ad one special 
feature of the range is given great prominence. 
Not only is the Duplex draft explained, but just 
what is accomplished is clearly outlined. For in- 
stance, we can imagine how effectively the appeal of 
uniformly browned biscuits, regardless of their 
place in the oven, hits the housewife. Uneven 
baking is one of the bugbears of cookery, and Mr. 
Stier has selected a very strong point on which to 
throw the main appeal of the announcement. The 
whole circular is well laid out, easy to read and 
convincingly written. It might well serve as a 
model for similar announcements. The illustrations 
are unusually bright and clear and we direct atten- 
tion to them; a clean-cut illustration is the making 
of a newspaper layout. 


Straight Talk on Paint 


No. 2 (2 cols. x 7 in.).—This ad comes to us from 
the hardware firm of F. J. Rosenwald & Son, 
Bellingham, Minn. It’s an appeal for quality paint, 
and the presentation is well worth a careful reading. 
Note the heading and the two thoughts it starts— 
paint considered as an investment and the appeal 
to make it a good investment. The first portion of 
the copy emphasizes the cost of labor, and this is 
an excellent point to make, for it is a strong argu- 


PAINT IS AN INVESTMENT-- 


MaKe It a Good One. 


You paint your house to make it last longer, look more at- 
tractive and be worth more should you want to sell. 
The labor is the most expensive part of a painting job- 

| whether you hire it or do the job vourself. 

-If you can get a paint that applies easily, covers more sur- 
face than ordinary paintand wears longer thus making it 
torepaint less often-that paint will be the cheapest in the 

‘end, best investment-even if it cost more than an inferior 

quality. 








WE WANT TO PROVE TO YOU THAT 


, 1870. 
NESOTA LINSEED — 
"® Mark Rec U.S." 


is the best paint you can buy. It lasts longer,resists the 

attacks of the elements. and gives a more satisfactory 

job all around-because it is carefully made of the best 

ingredients obtainable, ground and mixed in Pure and 
aged Minnesota Linseed Oil. 


For Interior Refinishing when housecleaning, You Will Find Here Estab- 
lished Lines Such as Minnesota Flat Paint, Minnesota Stellar Varnishes, 
Sherwin-Williams Mar-Not, Chinamel and Kyanize. 


F. J .Rosenwald & Son 
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COOKED DISPOSITIONS 


are not found in kitchens 
equipped with 


CLERMONT 
GAS RANGES 


The Clermont bakes 
right, uses ras economic- 
ally, looks good and does 
not cost any more than a 
high class range should 
Don’t be misled by low 
prices on unknown ranges. 
See the Clermont. 






































SPECIAL THIS WEEK 


12-Quart Heavy Enameled 
Water Pail; first quality, 

rey ware. Usual price 40c, 
“SHUIS: YWHERE o> 020055 29c 












Noticeable in many refriger- 
aturs is never fcuni where 
the Wisconsin is used. Wis- 
consin Refrigerators are 
scientifically ‘coustructed to 
force a circulatfon of dry air. 
They maintain a low tem- 
perature with the minimum 
consumption of ice, The 
cases are of hardwood, pack- 
ed with mineral wool. — 
Prices from 


$15 UP 


YOUNG HARDWARE CO. 
PHONE Nur 115 E.. 
236 GY~ID) Jackson St. 
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No. 3—The cuts tell a story by themselves 


ment for the use of good paint. The second portion 
is descriptive of the paint itself and emphasizes the 
pure materials used in preparing this particular 
brand of paint. We think this a very happy division 
of the text, making its appeal, as a whole, more 
forceful than if either copy element had been used 
alone. Note the concluding paragraph, which 
briefly informs the reader of the lines carried by 
the store. Also note the neatly designed paint trade- 
mark—it is a good business to play up the trade- 
mark as much as possible. 


Two “Regulars” and a “Special” 


No. 3 (2 cols. x 10 in.).—This attractively de- 
signed ad was received from the Young Hardware 
Company, Muncie, Ind. The cuts tell a story by 


‘ themselves, and the bold headlines slide one into the 


meat of the ad easily and quickly. The presentation 
of both the stove and refrigerator is brief, but 
snappy and to the point. The stove copy is a bit 
general, however, and we would have liked to have 
seen it more like the refrigerator text, which, 
though just as brief, advances several selling points 
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Time to Re-tire 


FISK 





TIRES 


If you pay more than FISK 
Prices, you pay ior something 
that does not exist. 


3X30 $9.00 
3 1-2X30 $11. 
3 J-2X32 13.35 
4X33 19.05 
4X34 19.40 


Standerd sizes carried in 
stock at all times, including 
FIRESTONE and GOOD 
YEAR. 


F.J. Rosenwald & Son 














No. 4—Has the force of a national advertising cam- 
paign behind it 


that convince. The special is neatly sandwiched 
between the two main articles, and lends an interest 
to the ad that is always manifest when bargain 
prices ‘are quoted. The slogan and trademark of 
the store seem to be combined in a single design. 
The same design is used on the firm’s stationery. 
It is very distinctive and therefore not easily 
forgotten. 


Tying Up to a National Trademark 


No. 4 (1 col. x 7 in.).—Another Rosenwald ad 
which deserves special mention. The Fisk people 
have made their trademark a familiar sign through- 
out the country. Thousands of dollars have been 
spent to connect this trademark with Fisk tires—to 
make the two synonymous, as it were. Here comes a 
retail merchant who realizes that this. represents 
just so much slumbering good will that he can cash 
in on by connecting the trademark with his store. 


Hardware Age 


He does it and here’s a tire ad in small single 
column space that has the force of a national 
advertising campaign behind it. The brief opening 
paragraph is a most forceful way to suggest 
supremacy. Complete prices make the ad a definite 
appeal to the tire buyer. 


Ohio Association to Convene in 
Cleveland 


HE executive commitee of the Ohio Hardware 
Association held a meeting in Columbus, 
Aug. 25. The exhibit committee, which is com- 
posed of W. L. Jacobs, chairman; Albert Boebinger 
and W. L. Milliken made its report and all the 
recommendations for the coming convention to be 
held in Cleveland, February next, were adopted with- 
out a dissenting vote. 

The executive committee made a decided change 
in the program that will be of much interest to ex- 
hibitors. At the next convention the exhibit hall 
will be open from 9 a. m. to 6 p. m. during the en- 
tire 4 days’ session, with the exception of the 
first day, when it will be open to visitors from 9 
a. m. until 3 p. m. The regular executive session 
will be held on the afternoon of the first day instead 
of the last day of the convention, as formerly. 

In addition to the exhibit committee, the follow- 
ing members of the executive committee were pres- 
ent: Charles H. Lammers, Charles Kobmann, H. B. 
McGrath, John G. Getz, J. R. Wilson, J. G. Bell, F. C. 
Secrist and Secretary James B. Carson. 

F. C. Secrist of Chillicothe, invited those present 
to visit his city during the week of Sept. 20, at which 
time a street fair will be held in which all of the 
merchants of the city will participate. 


Pratt & Lambert Salesmen at the 
Exposition 


Pee prize winning salesmen in the competition 

held during the first six months of the year of 
the Pratt & Lambert Company, Inc., Buffalo, N. Y., 
were given a trip to the Panama-Pacific Exposition. 
Provision was made so that each man could take his 
wife. While no set program was laid out for the 
two weeks that the party spent at the Exposition, 
one day was set aside in which all the Pratt & Lam- 
bert people could get together. The party consisted 
of Mr. and Mrs. Daniel Day, Mr. and Mrs. L. 
Noonan, Mr. and Mrs. J. E. Wansbrough, Mr. and 
Mrs. G. W. Baker, R. W. Whitlow, Mr. and Mrs. 
Arthur Miller, Mr. and Mrs. W. A. Emerick, Mr. 
and Mrs. A. H. Bartlett, Mr. and Mrs. R. W. Lind- 
say, Mr. and Mrs. C. P. Hannon, Mr. and Mrs. A. H. 
Rohrer and C. D. Sproule. 


Individual Award to H. V. Jamison 


H V. JAMISON, advertising manager of Ameri- 
¢ can Sheet & Tin Plate Company, Pittsburgh, 
has been awarded a gold medal by the Panama-Pa- 
cific International Exposition Society for valuable 
service rendered in the installation of the large ex- 
hibits of the United States Steel Corporation and its 
subsidiary companies. When the Steel Corporation 
decided to make an extensive exhibit at San Fran- 
cisco, Mr. Jamison was appointed Director of Ex- 
hibits. 


The ability to start.is worthless without the stability 
to finish—E xchange. 








Trade Conditions and Iron, Steel and Hardware Prices 





The volume of business in August re- 
ported by several hardware jobbers shows 
a slight increase over July, and a still larger 
increase is expected in September. During 
this month the trade will be placing orders 
for fence wire and other goods used by 
the farmers in making repairs about their 
farms. 

Prices on all lines of hardware goods are 
firm and on some lines are likely to be 
higher. Traveling men report a very opti- 





MARKET SUMMARY FOR THE BUSY READER 


mistic feeling all over the country, and say 
that the retail trade is buying goods more 
freely than at any time for some months. 

There is no let up in the amount of new 
war business being offered to the steel trade, 
the foreign demand for wire and steel bars 
being enormously heavy. Domestic busi- 
ness in nearly all lines of steel products is 
only fair, but there is not much uneasiness 
about this as yet as the war orders are keep- 
ing the plants fully,engaged. 














Office of HARDWARE AGE, 
Pittsburgh, Sept. 7, 1915. 


HE feature that is entering into the steel business at 

the present time, and which affects more particular- 
ly the concerns making war materials, is the unrest that 
is creeping out in labor and that is making itself strong- 
ly felt. Already a number of Eastern manufacturers of 
war materials, particularly the large machine shops in 
the New England States, have granted material ad- 
vances in wages, and other concerns will probably do so. 
The reports printed in the daily press of the enormous 
profits being made by the concerns manufacturing war 
materials, and many of which are no doubt largely exag- 
gerated, are mainly responsible for this unrest in labor 
which seems to be increasing. Employees of these shops 
making war materials no doubt believe that their em- 
ployers are making enormous sums of money and that 
they should have a larger share in the profits. As yet 
there has been no serious labor trouble at any of the 
war-munition piants, but there is a feeling of uneasiness, 
and it will take very diplomatic handling of the situation 
by some of the concerns to avoid labor troubles. After 
the war is over and the manufacture of war munitions 
ceases there will then be the difficulty of putting in force 
reductions in wages, which would no doubt be warranted 
by a return to work on domestic orders only. 

There is no let-up in the amount of new war business 
being offered to the steel trade, the foreign demand for 
wire and steel bars being enormously heavy, and is keep- 
ing the open-hearth steel plants in operation to utmost 
capacity. There is no denying the fact that domestic 
business in nearly all lines of steel products is only fair, 
but there is not much uneasiness about this as yet, as 
the war orders are keeping the plants fully engaged. 

Labor costs at some of the blats furnaces are slightly 
higher, due to a few of the blast furnaces announcing 
slight advances, and the predicted shortage in labor sup- 
ply has only partly materialized, but may get more acute 
if the present heavy demand keeps up. Formely, when 
the steel business in the United States showed a period 
of great activity, thousands of men came from foreign 
countries to get employment here, but this has not been 
the case this year. On the contrary, hundreds of men 
have gone from this country to their native lands either 
to engage in the war or to get employment. and the 
United States has lost heavily in its supply of common 
labor. 

The percentage of the steel being made that is going 
abroad in the shape of war munitions, wire, tin plate, 
sheets and other products is interesting, but no official 
figures on this can be obtained. A conservative estimate 
is that 25 per cent of the steel products of this country 
are being shipped abroad, but it may be larger. ‘Present 
foreign orders from the Allies placed in this country in- 
clude 70,000 tons of steel rounds taken by Chicago mills, 
50,000 tons by a Youngstown, Ohio, plant and 40,000 tons 
to a Pittsburgh steel interest. Foreign inquiries for 
barb wire are very heavy and at present aggregate over 
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200,000 tons. One inquiry is for 25,000 tons of painted 
barb wire for shipment to France. 

In hot-rolled products, which include plates, shapes 
and steel bars, domestic demand is heavy, but for steel 
rails is light. Some fairly large contracts for structural 
steel are being placed, the Pennsylvania Railroad giving 
out last week about 4000 tons of bridge work, and the 
Atchison, Topeka & Santa Fé is in the market for its 
1916 requirements of structural steel amounting to close 
5000 tons. Prices on plates, shapes and steel bars are 
very firm at 1.35c., with some mills quoting 1.40c. on 
steel bars and shapes for delivery in the last six months 
of the year. Pittsburgh mills that roll plates are filled 
up for several months ahead and are back in deliveries 
from six to eight weeks. There is a great scarcity in 
steel billets and sheet bars, particularly open-hearth 
stock, and it is said premiums are being paid for early 
delivery. 

The’ movement in pig iron last week was fairly heavy, 
some large sales of Bessemer and basic being made at 
the full advanced prices. The American Steel Foundries 
bought 13,000 tons of basic for its plants at Alliance, 
Ohio, and Sharon, Pa., but part of the iron may be 
shipped to its plant at Granite City, IIl., which has been 
idle for some time, but is to be started at an early date. 
Prices on Bessemer iron have advanced to $15.50 at Val- 
ley furnace, and a good deal of foreign business is being 
done in Bessemer iron, mostly by the Shenango Furnace 
Company at Sharpsville, Pa. This concern sold last 
week 3000 tons of Bessemer iron for shipment to Italy, 
for which it obtained $16 a ton at Valley furnace. 

The flurry in prices of spelter has had the effect of 
advancing prices on galvanized sheets from $4 to $5 a 
ton. No. 28 gage galvanized sheets got down as low as 
3.40c., but most mills are now quoting 3.75c. and are in- 
different about selling. However, the new demand for 
galvanized is very dull, as consumers are afraid to buy, 
fearing that there will be an early break in prices of 
spelter and that sheets will decline. 

There seems to be no doubt whatever but that present 
active conditions in the steel trade are bound to continue 
over remainder of this year at least, and probably 
through first half of 1916,., Some of the larger steel con- 
cerns already have enough orders on their books to take 
practically their entire output for the remainder of this 
year, and with business that will naturally come in they 
will soon be booking orders for delivery in the first part 
of 1916. 

Reports from the local hardware trade indicate that it 
is in fairly satisfactory condition. The volume of busi- 
ness in August is reported by several local hardware 
jobbers to have shown a slight increase over July, and a 
still larger increase is expected in September. During 
this month the trade will be placing orders for fence 
wire and other goods used by the farmers in making re- 
pairs about their farms. The unusually cold wet weath- 
er that prevailed during the summer months interfered 
materially with sales of summer goods, and for this rea- 
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son kept down the volume of business to some extent. 
Prices on all lines of hardware goods are firm and on 
some lines are likely to be higher. Traveling men re- 
port a very optimistic feeling all over the country and 
say that the retail trade is buying goods more freely 
than at any time for some months. Collections as a 
whole are good and money is plentiful. After the enor- 
mous crops of this year have been moved, and the farm- 
ers are paid for them, they are expected to buy heavily 
not only of farm products but other goods as well, and 
automobile builders are looking for a very heavy fall de- 
mand for machines from the farmers. 


WirE Naits.—Makers of wire nails report that as 
yet domestic demand is only fair but a material in- 
crease is looked for this month. It is claimed that 
orders on the books of the wire nail mills when prices 
were recently advanced were less than is usually the 
case when a raise in prices is made, and for this rea- 
son the wire nail mills are looking for a more active 
demand during this month. It is stated that nearly all 
the nails bought some time ago on the $1.55 basis have 
been shipped out, and on all new orders the mills are 
quoting $1.65 firm. There is still some foreign demand 
for wire nails, but it is not very active. 

We quote on new orders, wire nails in large lots to jobbers, 
$1.65 base; in carload lots to retailers, $1.70 base; less than 
carload lots, $1.80; galvanized nails, 1 in. and longer, $1.75 
extra, or $3.40 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. 

CuT Naits.—A moderate demand is reported, par- 
ticularly -from the South, and the market is firm. 
Nearly all makers of cut nails are now quoting on the 
basis of $1.65, f.o.b. Pittsburgh. 


We quote cut nails, $1.65 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.70 f.o.b. Pittsburgh, 
terms sixty days or 2 per cent off for cash in ten days, 
freight added to point of delivery. 

Bars WirRE.—A feature of the market is the enor- 
mous demand for barb wire for export, present in- 
quiries aggregating over 200,000 tons. One inquiry 
from France calls for 25,000 tons of painted barb wire, 
which is being used to some extent in place of gal- 
vanized on account of the higher prices for the lat- 
ter. All the local makers of barb wire say they have 
their product well sold up over the remainder of this 
year. 

Plain annealed wire is $1.50; galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.80, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 71% per cent off in carload lots, 

70% per cent on 1000-rod lots, and 69% per cent on small 
lots, f.o.b. Pittsburgh. 

FENCE WIRE.—The new demand for fence wire from 
fabricators and also from, manufacturers is fairly 
heavy, and is expected to be more active during this 
month. However, the prices being charged for gal- 
vanized wire are to some extent restricting the de- 
mand, as farmers can very well postpone until next 
spring the building of new fences, if they decide 
prices of wire are too high. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized $2.20 with the usual ad- 
vances charged to jobbers for small lots from store. 

IRON AND STEEL Bars.—Very heavy inquiries for 
steel rounds for shrapnel are still coming in from the 
Allies, and the steel bar mills are filled up with work 
over remainder of this year. On some of the smaller 
sizes of merchant steel bars, some mills report they 
are back in deliveries six to eight weeks, in spite of 
the fact that they are operating to 100 per cent of 
capacity and turning out every pound of product they 
possibly can. Prices on steel bars are very firm at 
1.35c., f.o.b. Pittsburgh, some makers asking 1.40c. for 
delivery late in the year. The new demand for iron 
bars and also for reinforcing steel bars is more active 
and prices are firm. 

We quote steel bars at 1.35c. for third quarter. Common 
iron bars are higher and we now quote these at 1.35c.: re- 
fined iron bars, 1.40c. to 1.45c., and railroad test iron bars, 
1.45¢e. to 1.50c., all f.o.b. Pittsburgh. 

Tin PuLateE.—The Standard Oil Company of New 
Jersey has placed an order with the American Sheet & 
Tin Plate Company for 225,000 to 250,000 boxes of tin 
plate to be made into oil cans. 


These entire orders 
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contain only two sizes, 14 x 18% in. and 10 x 20 in., 
the larger size for making the sides of the oil cans 
and the smaller for the tops and bottoms. It is said 
deliveries on this contract will run well into 1916, and 
for this reason a fairly high price was obtained, but at 
the sarne time competition for the order was very kéen. 
Specifications against contracts for tin plate are active, 
and most of the larger tin plate mills have four to six 
months’ work ahead of them on their books. Prices 
are firm. 

We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 
depending on the order. 

We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 

SHEETS.—The sheet trade is in only fairly satis- 
factory condition as regards demand, which for blue 
annealed and Bessemer black sheets is fairly active, 
but for galvanized is very dull. Prices on galvanized 
sheets are higher and consumers are afraid to buy 
freely, fearing that spelter will re-act and the prices 
drop. The American Sheet & Tin Plate Company has 
advanced its prices on blue annealed sheets to 1.50c. 
minimum, and other mills have made the same ad- 
vance. We now quote Nos. 9 and 10 blue annealed 
sheets at 1.45c. to 1.50c.; No. 28 Bessemer black, 1.90c., 
and No. 28 galvanized, 3.60c. to 3.75c., in carload lots 
and larger, f.o.b. mills, Pittsburgh. 


SHEETS.—Makers’ prices for mill shipment on sheets 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice. 
Blue Annealed Sheets 
Cents per Ib. 


SR ee en ee eee be 1.40 to 1.45 
I I I ag gS en a ete eer hk 1.45 to 1.50 
ns wh oe wee 1.50 to 1.55 
Rie Git a aS ap 1.60 to 1.65 
ee ee ee hs 6S 6 a Sneak dhe OO ab% 1.70 to 1.75 
Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
Nee ee een eee eee ee ce Wibw ble 1.55 
I a i i Ne ee ee 1.55 
SP aah RRR Ea a gl a Sige Rl apna ag ep ee 1.60 
Rs CE a a ee ba old's pp a 6 wh’ 1.65 
I SR aa te ei te Oe ee ig oo be eae 1.70 
I I a ae be b ewes oe 6 1.75 
ee ee ss ob Ss ee cho eee ewe deers Cuw sé oss 1.80 
a a Ne Sle ew eid we pee o 1.85 
TE a a a a Ng ie 1.90 
A ee Se ee be ee dete s oe be ae kee 1.95 
RS os bn Gar et ele he Olek os RODE Re eee on ee 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 
I< eC et Ss ole pelea eaet 2.60 to 2.75 
TR RPSGB eee ae Serer tee heey eee a 2.70 to 2.85 
re eS a doh heh oe wees od 2.70 to 2.85 
RS SS REE eee ae Page Gwyn ape 2.80 to 2.95 
Se a Sn elles ce oy ae 95 to 3.10 
= <a en tS ee Soc 3.15 to 3.30 
ee ek i Sa ie ke 3.30 to 3.45 
a aa See i ek Ro Od ake oe ee 3.45 to 3.60 
FE re ees 3.60 to 3.75 
Oe ee Ea ale ale ha ieee 4.35 to 4.50 
a aN i re en 4.60 to 4.75 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 

25 to 28 19 to 24 12tol18 

0 0.05 

5 0.10 


Painting: 29 
Regular, or oiling 
ermeees, TOMGORT .iccccee sews 

er: 

2, 2%, 3 and 5 
gated 
2, V-crimped without sticks 
Bi to 14 in. corrugated. 
3, V-crimped without sticks 
Pressed, standard seam, 
with cleats NS a ame ee ee 
Plain roll roofing, with or 
a eee 
3/15 in. crimped 
Weatherboard siding 
Beaded ceiling 
Rock face brick and stone 
siding 
Roll and cap roofing with 
caps and cleats 
Roofing valley, 12 


wider 
Ridge roll and flashing 
(plain or corrugated).... 
Nuts, BoLTs AND RIvetTs.—As yet no advance in 
prices has been made on nuts and bolts, but one is 
looked for at any time. Makers point out that demand 
is heavy, prices of raw materials are steadily going 
up, and for these reasons they are entitled to higher 
prices for their products. Domestic demanc is heavy 
and a larger amount of foreign business is being 
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placed. Prices are very strong and to the large trade 
are as follows: 


U. S&S. 8. Cold Punched Blank and Tapped Cham- 


: i fered, Trimmed and Reamed 

ae 2. Gree memmiber, WOK. . ic 6 si ws cies dc 7.4c. per lb. off 

5c in. and MEPQOP, DOR 6 6. is ccc cviays 6. 9c. per Ib. off 

ere ee eee ».5c. per lb. off 

Semi-Finished Tapped 
- ie ie | er ee ee 85-10-5 off 
ee eB ee ree ae 85-5 off 
Black Bulk Rivets 
/16 x 6%, smaller and shorter............ 80-10 off 


Package Rivets, 1000 Pcs. 
Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts to the large trade, effective from 
July 21, are as follows: 


Machine bolts, h. p. nuts, %* x 4 in., smaller and shorter, 
rolled, 75, 10, 10 & 10: smaller and shorter cut, 75, 10, 10 & 
5; larger or longer, 75 & 10. Machine bolts, Cc. . . & = 
nuts, % x 4 in., smaller and shorter, 75, 10 & 7%, larger or 
longer, 70, 10 & 7%. Common carriage bolts x 6 in., 
smaller and shorter, rolled, 75, 10, 10 & 5: smaller and 
shorter, cut, 75, 10 & 10; larger or longer, 75 & 5. Bolts 
without nuts, 6 in. and shorter, extra, 10; longer lengths, 
extra, 5. Blank bolts, 75 & 10. Bolt ends with h. p. nuts, 75 
& 10: Cc. P. Cc. & T. nuts, 70, 10 & 7%. Gimlet point coach 
screws and cone point lag screws, 80 & 15. Nuts, blank or 
tapped, h. p. square, 6c. lb. off; h. p. hexagon, 6.70c. lb. off: 
C2. 4: 2 square, 5.50c. lb. off; hexagon, % in. and up, 
7c. lb. off: smaller, 7.50c. lb. off: C. P. plain, square, 5.40c. 
Ib. off; hexagon, 5.80c. Ib. off: C. P. semi-finished, hexagon, 
S~ in. and up, 85 & 10; smaller, 85, 10 & 10. 


WrouGHT Pipe.—The new demand for merchant pipe 
is only fair and for oil country goods is very dull. As 
yet the advances in prices on oil have not had the ef- 
fect of stimulating demand for oil country goods. Dis- 
counts on both black and galvanized iron and steel 
pipe continue to be shaded on desirable orders. 


Butt Weld 


Steel Iro 
Inches x = Inches Black Galv 
%, % and &.... 72 2 2 Sree 64 37 
| ERTS Oo ee ae 76 5932 wt cc ss ewbabakau 64 37 
eS % ey 79 6314 SPAR POR eS ees 68 47 
eS 2, eae 71 52 
Lap Weld 

De ee eee ee ee ya 7 601, BA iss ek ed ke 55 36 
MR Sees 78 62%,  h6 sé tale ae elec 66 47 
SS | Ree 76 8, twice’) estewetwe 67 49 
be Oe SE. 2% 3 eae 62% - fe gro 69 52 
2 eR aaa TE ee ee A 60 Oa ee Ole ck bares 69 52 
7’ O08 SBi cetwes. et 67 50 








Office of HARDWARE AGE, 
New York, Sept. 4, 1915. 

HERE are many conflicting opinions as to the state 

of trade, but there does seem to be a stronger tone 
and more confidence in the future. Some of this is 
doubtless traceable to the usual fall trade now under 
way, which the abundant crops, most of which are 
assured and others reasonably certain, greatly help. 
Another condition which cannot be ignored is the 
greater delay in deliveries. It is not a question of the 
producing capacity of the country in most of the 
wanted lines, provided manufacturers have their or- 
ders reasonably far enough ahead, but the buyers whose 
policy has been to wait for a large proportion of their 
supplies until actually wanted, in some channels at 
least, will probably be embarrassed. 

This condition is all the more difficult because of the 
long prevailing caution which has led makers and dis- 
tributors alike to operate on close margins. There- 
fore, while merchants may order according to existing 
conditions and readily change their policy, manufac- 
turers must have more time to perform their part. 
Then regardless of when the war ends, soon or late, 
im when it does cease, there will probably be a big bound 

forward. 
Another factor to ponder is the increasing cost of 
labor, owing often to both shorter hours and higher 
i wages. While the bulk of this relates to factories 
working on war supplies, the condition is robbing man- 
ufacturers of staple lines of their workmen, and in a 
general way frequently raises the level of wages. 
There are some lines of goods having no relation 
to war material where business has been very favor- 
able, largely because of the speeding up to overcome 
, otherwise depressing influences. In one of these the 





Reamed and Drifted 





3:28. 3, ehh. is ss 77 61%, 1 to 1%, butt.... 69 50 
Se PS ea uaee ks 74 581% RR eae? 69 50 
2% to 6, lap 76 6014 Bt Boo bc b's. 53 34 
ae MY a. = 6b 00 6% 64 45 

EAS pee pane 65 47 

2% to 4, lap.... 67 50 

Butt Weld, extra strong, plain ends 

%, %& and &... 67 a SE ay Se ee ee 61 43 
TS: ie acs bic en ea 72 J) Sh owe ee 66 51 
, a wh Peete 76 Ca%a~i & OO EM. ci cs. 70 53 
Ste Bsns 205 77 63% S ame Sen 6 a8 ss 71 54 





| RISO oa # 73 3 Sd ee Spe Pee ts 65 48 
i, a Oe Pere 5 59%, Den mabaee eee 67 49 
656: OO Cisvkceus 74 58% -, a eT Peemperaeress 69 52 
oO Bi ovenkd cau 68 50%  & 2 Ree 68 51 
P00: SEs ckraews 63 45% oe eae 61 44 
S OO Bee vicnesas 56 39 
Butt Weld, double extra strong, plain ends 
ae - ine trevnwmwen 62 48h, Bons ¢¢etuduese 56 40 
. eB Bt Peer 65 51% , & at Sere 59 43 
B20 Si ce wdves 67 53% Zand 2%......- 61 45 
Lap Weld, double extra strong, plain ends 
D Sie oso ua keen 63 ee a RP er ere 57 40 
ae BO Gi ose eats 65 b1™% 8 FS eee 59 45 
41% to 6........ 64 50M, ie & yree 58 44 
1 We Si hes ee ° 58 40% (oO Are 51 33 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 


_ The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on the black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, in effect 
from July 16, 1915. 


Lap Welded Steel Standard Charcoal Iron 
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Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


YORK 


leading company in the line which is an important one, 
Says its business during the first half of 1915 in- 
creased 10 per cent over the corresponding period of 
1914, despite the fact that during the first six months 
of 1914 they had the benefit of a large foreign trade, 
which so far as relates to Germany, Austria-Hungary, 
Russia and Belgium has been cut off, and in some other 
quarters of the globe greatly reduced. While this com- 
modity is most largely sold at home, there is also a 
good market abroad. This example emphasizes the 
benefits accruing from the exercise of greater energy 
to overcome obstacles, and the experience is not rare 
either. 

In some commodities factory representatives say 
they are loaded up with orders, often two months or 
more old, shipments of which are being delayed. These 
difficulties are increasing among makers of tools, the 
trade in which for a long time has been in a state of 
partial suspension. 

In steel goods, forks, hoes, rakes, etc., there has been 
an instance of lower prices, but the older manufac- 
turers say they are making no concessions, but while 
winter prices are not yet out, are renewing contracts 
on last year’s basis. 

In such lines as dog collars and dog furnishings 
there has been a considerable increase in trade, while 
skates have hardly reached the more active stage yet, 
although the main manufacturers of these products 
are looking forward to a good business this fall. 

In certain lines of hardware, for instance, cabinet 
and trunk locks, leading makers expect from 85 to 90 
per cent of what is usually regarded as normal busi- 
ness, and look for a great deal better trade than last 
year, which in one case was under 75 per cent of a cus- 
tomary business. It is even predicted that 1915 busi- 
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ness in this department will reach fully to 90 per cent. 

The American Chain Company, Bridgeport, Conn., 
has just issued a revised list of prices effective from 
Sept. 1, applying to catalog No. 50 pending the issue of 
catalog No. 51 now in preparation. This line has been 
thoroughly revised and there are numerous important 
changes. 


WIRE NAILS.—This department of trade in and about 
New York seems to be doing pretty well, considering 
the general situation. Merchants realize that they 
must strengthen their stocks to maintain better assort- 
ments and are ordering a bit more freely. Jobbers 
report both increased inquiries and more orders. One 
detail, however, is always prominent, namely, that 
when goods are ordered immediate delivery is expected. 
As one veteran in the business facetiously phrases it, 
if an order is not shipped the day before it is received 
the buyer complains. 

How close present jobbers’ prices are (considered 
on the current base, $1.65 f.o.b. Pittsburgh, carload to 
jobbers) is apparent when the freight, Pittsburgh to 
New York 16.9c. per cwt. is added, making wire nails 
on dock New York $1.82 base per keg. 

Wire nails, in store, taken by the merchant are based on 
$1.90 and delivered by jobbers within normal cartage terri- 
tory are $1.95 per keg base. 

Cut Natts.—The demand for cut nails is now said 
to be good and more consumers seem *to want cut 
nails, especially such kinds as flooring and shingling 
nails. Exports also are better, the August trade hav- 
ing been quite satisfactory, to, for instance, the West 
Coast of South America, the Far East, South Africa, 
some to Cuba, with scattering shipments to Caribbean 
and Gulf Ports. 

There are expectations of higher prices for cut nails 
in carloads to jobbers, which at present are equivalent 
to a basis of about $1.47 ver keg f.o.b. Pittsburgh. 

Cut nails, out of store, delivered are $1.95 per keg base and 
when taken by the buyer $1.90 base per keg. 

NAVAL SToRES.—The trade situation in naval stores 
is irregular, with an easier condition in turpentine 
spirits, while rosins are steadier. These conditions are 
in harmony with the main features of the. primary 
markets, where, notwithstanding that receipts are 
lighter they are are nevertheless in excess of the pre- 
vailing demand for home consumption. In turpentine, 
European business is curtailed by the embargo, and 
Germany seems not to need this commodity enough to 
justify increased cost incidental to smuggling it through 
neutral territory. 


Spot turpentine, in yard, has been offered at 39%c. per gal., 
with but small jobbing inquiries. 

Rosins are rather more active in this territory for export 
shinments and prices are better maintained. 

Common to good strained, on the basis of 280 Ib. per bbl., 
is held at $3.20 and D grade at $2.40 per bbl. 

WINpDow GLAss.—In the line of window glass there 
are a few more inquiries, but not much more actual 
business as yet, this being the experience of different 
‘obbers in New York, especially regarding trade in 
Metropolitan territory. As viewed by some of the long- 
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Office of HARDWARE AGE, 
Cleveland, Sept. 7, 1915. 


HE hardware trade in Cleveland during August was 
about normal for the midsummer month. Salesmen 
for wholesale houses who were mostly off the road dur- 
ing the greater part of the month and away on their va- 
cations have been calling on the trade again during the 
past week and are sending in a very satisfactory volume 
of early fall orders. The stocks of country merchants 
are low and dealers are looking for a heavy fall buying. 
Conditions in the surrounding territory and agricultural 
districts are very satisfactory and everything points to 
a good fall trade. 

The local demand for mill supplies and mechanics’ 
tools has continued very well during the summer, and in 
fact the volume of business in mill supply departments 
has continued to grow. Builders’ hardwWare is moving 
fairly well. There is a good demand for builders’ hard- 


V 





RN 


Hardware Age 


established houses, the situation is a little more prom- 
ising, notwithstanding that the volume of trade is not 
much greater yet. Nevertheless, the better feeling 
among merchants who have long complained of the 
lack of even fair business is encouraging. 

The leading interest producing machine-made window 
glass is said to be marketing quite a good output 
abroad. The present situation enables it to get rid of 
large quantities of small sizes not commonly used in 
the U. S. A., but for which there is a much greater 
foreign market, thereby enabling the manufacturers 
to unload these smaller sizes which always and at all 
times accumulate. 

Window glass, AA quality, single thick, is quoted at 90 per 
cent and double thick at 90 and 5 per cent discount. Grade 
A single, is 90 and 5 and double thick 90 and 10 per cent 
and B, single thick, 90 and 15 with double thick at 90 and 20 
per cent discount from jobbers’ lists. 

GALVANIZED WIRE PrRopucts.—The recent fluctua- 
tions up and down in spelter prices has necessitated 
frequent changes in galvanized goods, particularly in 
what is commonly known as wire products. Effective 
at the close of business, Saturday, Aug. 28, ‘the Ameri- 
can Steel & Wire Company advanced its extras on 
galvanized goods beyond the base prices for plain 
surfaces as follows: Plain wire No. 14 and coarser 
to 70c. extra for galvanizing; Nos. 15 and 16 to $1.05 
and Nos. 17 and 18 gages to $1.45 per cwt. base. On 
the preceding Saturday, Aug. 21, these extras had 
been reduced to 60c. on No. 14 gage and coarser, 90c. 
on Nos. 15 and 16, and $1.30 on Nos. 17 and 18 gages 
per 100 lbs. 

Wire nails, now, 1-in. and longer, are $1.75 extra (were 
$1.50) and shorter than l-in. $2.25 extra for galvanizing 
(were Aug. 21, $2) per 100 Ibs. 

Barb wire now takes an extra of 70c. (raised from 60c.) 
square spikes $1.40 (from $1.20) and poultry netting staples 
$3 extra to jobbers instead of $2.90 per 100 lbs. as of Aug. 21. 

LINSEED O1L.—So far as large sales of linseed oil 
are involved these is nothing doing at all, big trade 
being extremely dull and not at all comparable even 
with last year. The small jobbing and consuming trade 
is only fair and the paint business generally is not 
good. Spring business was reasonably satisfactory up 
to June, but since then it has been disappointing. 


Linseed oil prices are about on a par with last week, city 


brands, raw, being quoted at 54c. in 5 or more bbls., and 55c. 
per gal. for less than 5 bbls. 

State and western oil, raw, is 5lce. in carloads and in 
smaller quantities, 52c. to 53c. per gal., according to seller. 

RoPe.—Manila hemp business in this locality is still 
quiet with cordage manufacturers still withholding or- 
ders, influenced mainly by recent arrivals of raw ma- 
terial. They are exhibiting but small interest in avail- 
able Manila fiber. Mexican sisal also is dull. 


Prices for Manila rope are on the same level as hereto- 
fore, namely, 14c. for first grade Manila rope from jobbers. 


MACHINE OILERS.—Some of the manufacturers of 
machine oilers have advanced their prices by from 25c. 
to 50c. per gross in the lines made of tin plate and 
sheet steel, including such finishes as enameled, cop- 
per plated, brass plated, as well as the plain surfaces. 





ware for dwellings and apartment houses, but not so 
much call for builders’ hardware for large office build- 
ings. One effect of the unusually wet summer is noticed 
in the demand for lawn-mowers, which has kept up un- 
usually well. The same condition, however, has resulted 
in a falling off in the demand or garden‘hose. The local 
demand for sheets is fairly active and the base retail 
price of 4c. for No. 28 galvanized sheets has not been 
changed. The retail price on wire nails has been ad- 
vanced 5c. to 2.20c. There is considerable demand for 
brass, but consumers are placing orders sparingly be- 
cause of declining prices. 

Retail dealers who handle automobile accessories re- 
port that business in that line has been very satisfactory 
during the past few months, but with the approach of 
fall there is naturally some let-up in the demand, as 
many motorists do not use their cars in winter, and 
therefore prefer to buy new fitments in the spring. 
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Attractive Display Ripens the 
Stove Harvest 


Peers comes quickly when a chilly morning 
hastens the customers to the store that has im- 
pressed them with the attractiveness of its stove 
display. Cheer is given by the warmth of the store 
heater, and a coal scuttle at hand suggests further 
comfort. A hearty greeting gives confidence in the 
explanation of the merits of the parlor heater or 
the kitchen range. Some of the other lines can for 
a time give way to a good display of stoves at- 
tractively arranged. There is also benefit in giving 
a proper atmosphere to the stove display by ar- 
ranging other articles for home equipment in the 
background. 

In talking about the stoves nothing helps with 
some customers like taking the whole stove apart 
and showing the grate, waterback, fire box linings, 
flues, dampers and the warming shelves and other 
conveniences. Then, if the stove is on casters, it 
can be moved out so that all sides can be seen and 
every feature explained. The casters help in an- 
other way, in keeping the store clean, for they sim- 
plify sweeping. Cleanliness helps a good shine to 
break through from the high polish given to the 
stove before it was placed on the sample floor and 
strengthens the good impression made by its con- 
trast with the battle-scarred veteran in the home 
kitchen. Any suggestion of dust should not be tol- 
erated and provision should be made to avoid it by 
buying a few cents’ worth of cheese cloth or of 
cotton waste, either of which will take up the dust 
and add to the polish which already has been given 
to the stove. A clean cloth should be used for the 
nickel parts as that which has been used in remov- 
ing dust from the blackened parts is likely to dull 
the luster of the nickel-plate. 

The capable salesman will bring to attention the 
effect of generous flues on baking, the convenience 
of the oven thermometer in showing that the tem- 
perature is just right when the food to be cooked 
is put in the oven, that the upper warming closet 
will keep food warm or warm dishes for service, 
and that the modern stove manufacturer has left 
nothing to be desired in his construction. It is not 
well to make this assertion, but to explain each 
little detail where the customer is willing to listen, 
so that nothing is left to imagination that can be 
used to induce the customer to make a purchase. 
Whether it is a parlor heater or a bed room stove 
or something for use in the laundry, the same care 
should be taken in bringing out its various points 
of merit and there should also be given something 
as to the proper method of operation to save fuel 
and get the best results. 

Too often little care is taken to impress the peo- 
ple with the beneficial effect of properly managing 
the stove and manipulating the drafts and dampers 
as they should be to avoid annoyance from poor 
service. It is well to explain that the stove is some- 
thing like an automobile and when handled by an 
expert is capable of splendid results and when mis- 
managed is,.eapable of equally dire results to the 
temper if not to the body of the cook or operator. 
Some people do not wish to hear all of the con- 
structive features explained and their merits 
pointed out, but are more interested in knowing 
who has purchased such a stove, and then a list of 
prominent customers may be mentioned with de- 
cided advantage. 

In these days many of the manufacturers have 
banners or posters or other attractive display 
placards which can be presented in the show win- 
dow with an invitation to come inside and see the 
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complete display. It is a serious blunder to permit 
a possible customer to visit the establishment and 
be received by anyone who cannot greet them with 
the same courtesy that they receive in the drug or 
dry goods stores and who cannot explain a stove as 
carefully as the automobile is explained to the vis- 
itors to the sales garage. 

It is assumed that every man handling stoves 
expects to be in business some time and it will be 
an equally.serious blunder if when the sale is made, 

















A stove and range display that glistens with attract- 
iweness 


he does not record the name of the purchaser, the 
name and number of the stove and the character 
of grate and other equipment that is furnished 
with it so that in some future time when repairs 
are needed he can supply them promptly or without 
the delay of having to go to the customer’s house 
to get the information correctly from an examina- 
tion of the stove. Customers are pleased with such 
evidence of interest in their welfare shown by the 
merchant who immediately turns to his stove sales 
record book when the customers drop in to order 
repairs and through their lack of familiarity with 
the necessities have neither the name, number nor 
any other particular in reference to their own 
stoves impressed on their minds. 


THE ANNUAL SALESMEN’S CONVENTION of the Emil 
Grossman Mfg. Company, Inc., Brooklyn, N. Y., was 
held in the offices of the company, Bush Terminal, 
Brooklyn, N. Y., Aug. 27 and 28. Emil Grossman, 
president of the company, presided. Many topics on 
the welfare of the company, its selling policy and the 
aid salesmen can extend to the company’s customers 
were discussed and adopted. The company states that 
its business has increased 50 per cent over that of last 
year. 

« 

THE NORTH VERNON LUMBER COMPANY, North Ver- 
non, Ind., has broken ground for an addition to its 
plant, consisting of a two-story brick building 50 x 50 
ft., and a new power house 25 x 50 ft. The plants 
are being equipped with electric driven wood-working 
machinery. A new warehouse, two stories high, 50 x 
150 ft., is also being erected. The company states that 
it expects to increase its manufacturing output and 
storage almost 100 per cent. 


NELSON T. GUTELIUS, formerly advertising manager 
of the Motor Car Equipment Company, 55 Warren 
Street, New York City, has been appointed advertis- 
ing manager, of the Emil Grossman Mfg. Company, 
Inc., Brooklyn, N. Y. 


C. B. Hopper representing the National Screw & 
Tack Company and the Cleveland Bolt & Mfg. Co., 
Cleveland, Ohio, has opened an office at 508 Mercantile 
Library Building, Cincinnati, Ohio. 
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TO MAKE A STRAINER MILK PAIL 


By A. F. MUELLER 
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Patterns for making a strainer pail 


N this article will be shown only the development 
| of the body of this strainer pail. Somewhat 
modified, with a 2 in. diameter discharge open- 
ing, would be a pail used in laundries for starch. 
Draw a vertical line 9-7-W to represent the center 
line and set off the distance 9-7 to equal the height 
of the pail and through these points, at right angles 
to the center line draw lines. Make the one on each 
side of 9 equal the half diameter of the top, as 9-c 
and 9-9° and the one through 7 on each side of 7 
equal the half diameter of the bottom, as 7-1 and 
7-7°. From ¢ draw a line through 1, intersecting 
the center line, as at W, and from 9° draw a line 
through 7° which, if the drawing is true, will also 
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intersect the center line at W. And if the exten- 
sion of the outlines do not both intersect the center 
line at the same point, there is something the matter 
with the drawing. The top and bottom lines not 
being at right angles to the center line, or the half 
diameters on the top and the bottom are not of the 
same length. Then again if the straight edge is 
not exactly straight and reversed, or rather turned 
over, in drawing the lines c-W and 9°-W, the lines 
will not intersect the same point on the center line. 

The left or dotted side of the outline is not nec- 
essary for the problem under consideration but 
drawing it will provide a guide in designing the 
strainer part. Extend the line 9°-c, as the lower 
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edge of the strainer opening must not be lower than 
the opposite side of the pail, and from 1 draw a line 
at any desired angle, drawn here at an angle of 
22 degrees to the center line, intersecting the line 
9°-c at 2. From 2 draw a line also at an angle of 
22 degrees to the center line but inclining in the 
opposite direction to the line 1-2, and make this line 
equal to the diameter of the discharge opening, as 
the line 2-14. With 9 as a center and radius at 9°, 
describe an indefinite arc. From 14 draw a line 
that is tangent to the arc, as the line 14-15, and 
from 15 draw a line to 9, completing the outline of 
the paii as shown by the heavy lines. The designs 
of these pails can be made to suit requirements as 
there is no hard and fast rule to apply. 

The pattern will be developed for the strainer 
part from lengths found by constructing diagrams 
of half sections to find the true lengths of construc- 
tion lines. As the near half of the pail is the same 
as the far half, only half sections of the three 
exterior ends need to be drawn. The interior end 
or the section on the line 9-7 is not used as it joins 
the right half of the pail, but the section would be 
the same as the outline c, 9°, 7°, 1. Bisect the line 
2-14 and with the point 8 as center and radius to 2, 
describe a half circle as E, and from 8 draw a line 
at right angles to 2-14, which will divide EF into two 
equal parts. Space these parts into a number of 
equal spaces and from the points draw lines to 
2-14, that are perpendicular to 2-14, and the lengths 
of these lines will be the widths of the half sections 
through the discharge opening at these particular 
points. 

With 7 as a center and radius to 1, describe a 
semi-circle, of which H will be the half section of 
the bottom of the strainer part. Space the quarter 
circle into the same number of equal parts as the 
lower half of E and from the points 3’, 5’ and 7’ 
draw lines, at right angles to 1-7°, to 1-7° as 3, 5 
and 7 and these lines will be widths of half sections 
on the bottom. 

Connect the points on 1-7 to the points on the line 
2-8 with full or solid lines and the alternate points 
with dotted lines. The points on 1-7 are numbered 
with odd numbers and the points on 2-8 with even 
numbers. Then the points are followed, 1to2, 
2to3, 3to4, 4to5, etc., and these lines are foreshort- 
ened or do not show their true lengths and are 
known as construction lines as they are used solely 
for constructing or developing purposes. 

From 9 draw a line at right angles to 9-15 inter- 
secting the arc previously drawn at 9’, and then will 
the semi-circle F be the half section at the top. 
Space the same into the same number of spaces as 
the upper half of E and draw the half section and 
construction lines for the part above 8-9 in the same 
way as was explained above. 

Draw a line as 3-8 in Fig. 3 and on it place all 
the lengths of the solid construction lines in Fig. 1, 
and from the ends of each length erect lines at 
right angles. Make each of these lines equal in 
length to the half sections of the same numbers. 
As from the length 3-4 make the perpendicular 
from 3 equal to the half section of the same num- 
bers, or 3-3’ in H; the length of the perpendicular 
from 4 equal to 4-4’ in E, etc., and the distance 
between the ends of the perpendiculars, as 3’-4’ 
will be the true lengths of lines of the same numbers 
in Fig. 1. In the same way construct a diagram of 
the dotted half sections, as shown in Fig. 4. 

Place on a line in Fig. 2, the distance 1-2 in Fig. 
1, and from 2, with the true length of 2-3, or the 
length 2’-3’ in the diagram of dotted half sections 
as radius, intersect an arc from 1 whose radius is 
*he distance between the same numbered points on 
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the half section H, or 1-3’ in Fig. 1, locating the 
points 3 in the pattern. With 3 as center and 
radius the true lengths of 3-4, or 3’-4’ in the dia- 
gram of solid half-sections, intersect an arc from 2 
whose radius is the distance between points of the 
same numbers on the half section EF, or 2-4 in 
Fig. 1, locating points 4. Continue this process of 
assembling the true lengths and the distances on 
the half sections until the points 7 are reached. 
The true length of the line 7-9 is shown in the side 
elevation by the outline 7°-9°. With this length as 
radius and from 7 in Fig. 2 intersect an arc from 8 
whose radius is the true length of 8-9 in Fig. 3, 
locating points 9. Continue as before and assemble 
the rest of the lengths, including 14-15, which shows 
as a true length in Fig. 1. Connecting the points 
thus located will produce the net pattern for the 
strainer part, as shown in Fig. 2, by 15, 14, 2, 14, 
Gy By Wx das te 

Sometimes the body is wanted in one piece with 
the seam in the back of the pail. Continue the lines 
9-7 indefinitely and measuring from the points 9, 
set off the length of the line 9°-W, as 9-X and 9-Z. 
With X and Z as centers and radii to 7 and 9 
describe arcs. Place on the smaller one the spaces 
in the other half of the half-section of profile of the 
bottom, as 7-d, d-e and e-7°, and from the center 
points X and Z draw lines through points 7° to the 
large arc, and these will the parts 9, 9°, 7°, 7 to be 
the pattern for the back of the pail. 

As the front or strainer part of the pail over- 
hangs more than the back part, besides being 
heavier on account of containing more material 
and the capacity differing, it is not practical to try 
and locate the ears for the bails. But these should 
be located by making up a pail and locating them by 
guess (with bail attached) and then filling the pail 
with water. They should then be changed until the 
top of the pail will be level when it is full. If it 
does ‘not hang level if only partly full does not 
matter so much, but a full pail not hanging as it 
should loses capacity. 


The Seven Mistakes of Life 


HE delusion that individual advancement is 
made by crushing others down. 


HE tendency to worry about things that cannot 
‘be changed or corrected. 


 Eagrareiinese that a thing is impossible because 
we ourselves cannot accomplish it. 


|. Gediphenee Malay to compel other men to believe 
and live as we do. 


RK AILURE to refine the mind by acquiring the 
habit of reading good literature. 


|| lassen to set aside trivial preferences, in 
order that important things may be accom- 
plished. 


HE failure to establish the habit of saving 
money.—E xchange. 


The Man Who Would Not Advertise 


HERE was a man in our town, 
And he was wondrous wise, 

He swore by all the dogs that be 
He would not advertise. 


A last one day he advertised, 
And thereby hangs a tale: 
The ad. was set in nonpareil 
And headed “Sheriff’s Sale.”—Exchange. 

















GIVING AWAY THAT CREATES 
PUBLICITY it 


Contractors and Carpenters as Susceptible as Other People: 
to the Charm of a Gift | 





O* the face of it, giving goods was 

mighty poor business, unless these free goods 
are so connected with the store that_they will 
create desirable publicity and bring back good 
profitable sales. 

A lot of us have been giving away onda all our 
lives—in the real profit we give every time we figure 
a schedule of builders’ hardware and every time 
we sell the contractor a dozen ‘shovels and a few 
wheelbarrows—and it has brought. no result except 
a certain amount of business on a no-profit margin 
and a mistaken idea that the contractor is a robber 
and a brow-beater, and that his trade isn’t worth 
the effort required to get it. 

Let’s break away from this idea. t us change 
our tune so that we strike the notes Bigality and 
service a little more strongly, and though»price will 
always be on the program it will be heaf@ only with 
the soft pedal down. ae 

In New Rochelle, N. Y., the George Ferguson 
Company has built a big and profit paying busi- 
ness in builders’ hardware and contractors’ and 
painters’ supplies by live, up-to-date methods and 
by making special effort to secure the friendship 
of every contractor, every builder and painter in 
their locality. One of their most effectual methods 
is to supply each one with a weekly time book, of 
handy pocket size containing a hundred pages, each 
page accommodating twenty-two names and each 
opposite page being ruled for each day of the week, 
the number of days worked, the rate per day or week 
and for the amount to be paid, besides which are 
tables that eliminate a great deal of figuring. These 
books are a stock article with any stationery house, 
and bought in considerable quantities the cost is 
very slight. 

When the contractor has filled one book another 
is waiting for him. It brings him into the store 
and allows the management to keep in personal 
touch with him. 

This same concern believes that providing the 
carpenter with the best pencil they can buy, with 
the firm name boldly printed on it is good business. 
It may be hard for us to see past the little profit 
we might make on the sale of these pencils to the 
larger results that the carpenters’ good-will can 
produce, but this idea has been tried and proved 
and it is rated by this concern as one of its busi- 
hess getters. 

This brings to our mind another live concern that 
secures a lot of profitable friendship by providing 
the carpenters with strong canvas ‘nail apruns, on 
which the store name and address appears in bold 
type. They are kept at the farthest end of the 
tool department, and in order to secure one the 
carpenter has to walk past an up-to-the-minute 
display of tools of every kind. It is unusual if a 
sale of tools does not accompany the apron, a sale 
large enough to more than cover the apron’s slight 
cost. 

While we are on this subject we might as well 
branch out to the factory end of it foo, Another 
store gains a lot of desirable publicity by furnish- 
ing the factories and contractors in their city with 
pay envelopes. These are neatly printed on one side 
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with the store’s advertisement and are the same 
as are used in the store for small screws, books, 
brads, and such small articles. They link the store 
directly to the factory, securing the good-will of the 
officials and bringing the store to the attention of 
everyone employed there. 

Most of us are in the habit of giving at various 
times little advertising novelties that are supposed 
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An unlimited supply of these time books is given to con- 
tractors and carpenters who patronize the George Fer- 
guson Company 


to create business by keeping the store name in 
prominence, but which in most cases reach the waste 
basket or the householder’s youngest son before they 
have had an opportunity to do the distributor any 
good. Spend the same amount of money in articles 
that are practical and that can be placed definitely 
where they will be sure of constant use, and the 
amount of useful publicity is greatly increased. 
Everyone of the ideas that have been given have 
been tried and had proved winners. You may be 
able to adapt these ideas to your own store or you 
may be able to utilize the same idea with different 
articles, but in any case they can be made mighty 
factors in the fight to secure the contractors’ and 
the builders’ trade at a price that will leave a worth 
while profit. 
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— ~_ Complete Trim for the Garage Door 


—Hinges, Hasps, Handles, Stays, Bolts 


No.-1457 Ball-Bearing Garage Hinges with 10 
and 24-inch straps, permit closing the doors 
tightly... This is impossible with hangers. 

Nos. 1458 (for wood) and 1459 (for brick 
and concrete) Ball-bearing Garage Hinges 
with 36-inch strap. 

No. 1775 New Garage Door Stay. See illus- 
tration above. Permits closing doors with 
one hand from inside the Garage. 

No. 91514 Extra Heavy Safety Hasp. Screws 
concealed when hasp is locked. Movable 
staple allows for shrinkage of doors. 

No. 1125 5 and 7-inch Shutter Bar. An ideal 
fastener:for inside of large front doors on 
Garages having side entrance. 

No:. 1052 Heavy Cremone Bolt, in 7, 7%, 8, 
&% and g ft. lengths. Adjustable at ™%-inch 
intervals to 6 inches beyond nominal sizes. 

No. 1055 10-inch Chain Bolt. Reversible and 
with 5 ft. or 24-in. Chain. Bolts have Stan- 
ley Sherardized Springs. 

No. 1056 New 10-inch Foot Bolt to match the 
Chain Bolt. Floor plate is cupped to guide 
belt, and hole is oval shaped to take care of 
shrinkage of door. 


No. 1252 Extra Heavy Thumb Latch. Jamb- 
proof, non-detachable thumb piece and com- 
bination holes. 

No. 1245 Padlock eyes in three sizes: No.1, 1% 
x 15/16 inches; No. 2, 24% x 1% inches; 
No. 3, 234 x 2 3/16 inches. These padlock 
eyes may be used with No. 1252 Extra 
Heavy Latch. 

Nos. 1265 and 1257 Heavy Handle or Pull. 
Made to fit the hand. 


All made from Stanley Wrot Steel in japanned 
or “Stanley Sherardized” finishes. Ask 
your jobber or write us for information. 


Visit our booth at the Panama-Pacific Ex- 
position, in the Palace of Manufactures, 
Block 26, Corner of 5th Street and Avenue D. 


See Page 31; Also Front Cover 





























NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Dust and Polish Mop 


The Gilmore Mfg. Company, 180 
North Dearborn Street, Chicago, IIl., 
has placed upon the market Gilmore’s 

















Gilmore’s dust and polish 


dust and polish mop. It is stated by 
the company that Gilmore’s mop en- 
ables a woman to have a clean, dust- 
less home with the minimum amount 
of time and work. An improvement 
claimed for the mop is its new pat- 
ented shape. 

The mop is of unique construction. 
It is quickly and very easily slipped 
on and off. The fingers of the mop 
make it easy to clean plate rails,‘ door 
and window casings, to clean under 
radiators, around furniture and radi- 
ator legs and other usually inacces- 
sible places. 

The frame is made of steel and will 
last a lifetime. The mop is made of 
the best grade cotton, full weight, and 
treated with Gilmore’s polish. The 
mop fits snugly to the steel frame 
and slips on the fingers in the same 
manner as a glove. It is securely 
fastened by a snap button. The mop 
may be changed from a polish mop to 
a dust mop in a moment’s time. 

The handle joint of this mop allows 
the free movement of the mop at any 
angle. Picture frames, moldings, con- 
soles, built-in buffets, ceilings, etc., 
can be reached without the aid of a 
chair or ladder. 

Besides the mop the company also 
markets Gilmore’s polish, which is 
highly recommended for fine furni- 
ture, as it adds to the luster and pre- 
serves the finish. It is stated that 
this polish will renew and improve 
finishes, and for automobiles, it may 
be used throughout the entire car 
with good results. The polish is put 
up in 4 oz. 6 oz., 8 oz., pint, quart, 
half-gallon and gallon containers. 

The mop is made in three sizes, 
selling for 50 cents, 75 cents and $1 
respectively. The mops are also put 
up in combination sets of a polish 
mop, an extra dust mop, which fits on 
the same frame and handle, and a bot- 
tle of Gilmore’s polish. The small 
size outfit costs $1 and the large size 
outfit is priced at $1.25. 


mop 


Waggoner Extension 
Ladder 


The Waggoner Extension Ladder 
Company, Stockton, Cal., has placed 
upon the market the Waggoner exten- 
sion ladder. The company states that 
this ladder is useful to painters, dec- 
orators, plumbers, electricians, etc. 

The ladder is made with a light 
side-rail, about 1% by 2% in. In the 
back of each side-rail is a groove. Fit- 
ted into this groove and drawn tight is 
a high-tension steel carbon wire, which 
forms a truss similar to that in a 
bridge. This wire alone stands a break- 
ing strain of about 2000 lb. 

The ladder is exceedingly light in 
weight and has practically unlimited 
strength, as the weight is not sub- 
jected to the wood rail so much as 
to the steel wire reinforcement. An- 
other feature of the ladder is the pat- 
ented automatic lock. 

The side-rails are made of the best 
straight-grained spruce, which is light 
and tough; the rungs are of clear 
hardwood. The ladder is dipped in a 
preparation to preserve the wood. All 
of the iron used is malleable. 

The points made by the manufac- 
turers of the Waggoner extension 
ladder are its lightness, convenience 
in handling and its utmost safety. It 




















The Waggoner extension ladder 


is made in lengths of 20, 24, 28, 32, 36 
and 40 ft., measuring half this length 
when closed. 


Quality Stove and Range 
Catalog 


The Quality Stove and Range Com- 
pany, Belleville, Ill., has recently pub- 
lished and is distributing throughout 
the trade a new catalog, No. 24, illus- 
trating and describing the Quality line 
of stoves and ranges. This new cata- 
log is printed on exceptionally fine 
quality stock and is well illustrated 
throughout. It contains 50 pages and 
is bound with a brown cartridge paper 
cover. 
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“Pexto” Plier Display 


Fixture 
The Peck, Stow & Wilcox Com- 
pany, Southington, Conn., has _ re- 


cently put out an attractive display 
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“Pexto” plier display fixture 


fixture, carrying on the front an as- 
sortment of its best selling pliers, 
with prices, and on the back full in- 
formation about them, classified to 
make it easy for the clerk to read. 

The company states that not only 
are sales more quickly made than by 
having all the pliers stocked in draw- 
ers, but that the displays make new 
business. This display fixture can be 
used to good advantage in window 
displays, etc. The display is of metal, 
22 by 28 in., and it is in three colors. 
It is made to hang or stand, and it 
shows twelve of the sixty styles of 
“Pexto”’ pliers. 


“Mephisto” Chisels and 
Braces 


The W. A. Ives Mfg. Company, Wal- 
lingford, Conn., and 86 Warren Street, 
New York City, has recently added to 
its line of “Mephisto” auger bits, the 
“Mephisto” chisels and braces. These 
new goods carry the same guarantee 
as the “Mephisto” bits. The blade of 
the “Mephisto” chisel is forged from 
one end of the steel rod, which goes 
entirely through the handle, the other 
end being “up-set” to form the head. 
With this form of construction the 
full power of the blow struck by a 
hammer or mallet is transferred di- 
rectly from the head to the cutting 
edge. 

The handle is made from selected 
stock, thoroughly seasoned and strong- 
ly ferruled. A leather washer placed 
between the head and the handle acts 
as a cushion, thereby relieving the 
handle from any shock and making it 
practically indestructible, the company 
states. A ring is driven into the large 
end of the handle, making this rigid. 

The sweep, socket, ratchet and 
thimble of the “Mephisto” ratchet 
brace are of steel. The jaws are drop 
forgings, made of a special steel, care- 
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The 
Trolley 
Track 


Long use and years’ ex- 
perience have proven the box- 
shaped trolley track, No. 31 
and No. 35 types, the most 
satisfactory. 


This type track provides 
two runways on which the 
carrier wheels run, thus dis- 
tributing the load; _ protects 
the hangers from the 
weather, is bird- 
proof, jump-proof 
and trouble-proof. 


Sold in 4, 6, 8 and 
10-foot lengths. 


No. 421 
R-W Corn Belt 


Trolley Hanger 


This center-hung, 
roller- bearing, door 
hanger operates in 
No. 35 self-cleaning 
type trolley track. 
Lateral adjustment, 


No. 421 | flexible join t. 


No. 35 Track 


BRANCHES 


New York Chicago 
Boston Philadelphia 
St. Louis Minneapolis 
San Francisco Los Angeles 


“A hanger for any door that slides’’ 
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‘suspended from the 


_ hangers in the track. 
























From a mechanical stand- 
point the perfect design for 
a door hanger is the center- 
hung type—used only in No. 
31 and No. 35 type trolley 
track. 


The four hanger wheels run 
in the two smooth runways in 
the track—from the exact 
center of the two axles, which 
connect the four wheels, a 
pendant supends to which the 
aprons which hold the door 
are attached. 


Thus the load is 



































exact center of the 
hanger—any varia- 
tion of the door off 
center of gravity does 
not affect the easy 
movement of the 


No. 321 
R-W Tip-Top 
Trolley Hanger 


The center-hung, 
roller-bearing hang- 
er operates in No. 31 
type trollev track. 
Lateral adjustment, 
flexible joint. 





End View 
No. 321 Hanger 
No. 31 Trac 


Richards Wilcox 


= MANUFACTURING Co. [& 
AURORALILL.U.S.A. 
Richards-Wilcox Canadian Co., Ltd. 
LONDON, ONT. 
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fully machined and tempered. These 
jaws are so constructed that they will 
hold and drive from the smallest twist 
drill, as used in such tools, up to %- 
in. round, straight or taper shank 
drills and bits, also any square taper 
shank bits up to and including large 
expansive bits. 

The knurled parts of the sleeve are 
made of wrought and bar steel, care- 
fully machined, hardened and finished. 
The jaw centering ring, which is part 
of the chuck sleeve proper, is made of 
semi-steel, carefully machined and 
hardened, so that when assembled 
with the knurled sleeves and 33%-in. 
hardened steel balls, it makes a com- 
plete chuck sleeve, which reduces the 
friction when tightening the jaws on 
a drill or bit shank to the minimum 
and assures a good grip. 

The handle and head are of coco- 
bolo. The handle is banded with metal 
rings to prevent splitting. The head 
is steel clad and ball bearing, having 
a hardened ball retaining cup and an 
anti-friction ring. The jaws and pawls 
are straw color, the thimble, plug 
screw and socket are finished in gun 
metal and all other parts are highly 

















New “Mephisto” chisel and brace 


polished and nickel plated over cop- 
per plate. 

These braces are made with 8, 10, 
12 and 14-in. sweeps. They are packed 
1/6 doz. in a box. 


“F.M.C.” Cable Grip 


The Fargo Mfg. Company, Inc., 
Poughkeepsie, N. Y., has placed upon 
the market the “F. M. C.” cable grip, 
which the company states will stand 
a pressure of 40,000 Ib. to the square 
inch. This grip is compact and is 
exceptionally long lived. Slack can 
be taken up without any trouble and 
bending or cutting of the strands is 
eliminated. 

It is extremely easy to install and 
one of the strongest cable grips on 
the market. The grip shown in the 
accompanying illustration is of the 
“A” type, class 4400. It is of the 
compression type, forming a cold 
weld and the company states that the 
cable may be broken off but the grip 
will still hold. 


New Westinghouse Electric 
Ranges 


The Westinghouse Electric & Mfg. 
Company, East Pittsburgh, Pa., has 
placed upon the market a new line of 
electric ranges. The ovens of these 
ranges have automatic temperature 
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The “F. M. C.” cable grip 


and time control. The thermometers 
in the oven doors can be set for the 
desired temperature and the clock 
switch set for the desired time to be- 
gin cooking. At the time set the cir- 
cuit is closed and the ovens begin to 
heat. As each oven reaches the de- 
sired temperature the current is auto- 
matically turned off and the range 
continues to cook as a fireless cooker. 

These ranges are full family size 
for domestic use. They are of metal 
construction throughout and are very 
convenient to operate. 

The oven walls are lined with 2 in. 
of rock wool, which in conjunction 
with tight fitting doors with compres- 
sion latches effectually prevent the es- 
cape of heat. 

There are three stove-top heaters, 
two of them 8-in. in diameter and one 
10 in. The 8-in. heaters have the 
usual series multiple connections for 
three heats while the 10-in. heater 
can be heated in sections, either 6 in., 
8 in., or 10 in. in diameter. This con- 
trol is effected by snap switches on 
the front of the range. 

All heaters used in these ranges are 
of the radiant type with replaceable 
heating elements. The heating ele- 
ments are inexpensive and can be re- 
placed in a few minutes with a screw 
driver and pliers. An important fea- 
ture of these ranges is that all parts 
are easily accessible for thorough 
cleaning. Everything can be removed 

















One of the new Westinghouse electric 
ranges 


from the ovens, including the guides 
for the trays. As the ovens are lined 
with rust-resisting Toncan metal, 
they can be thoroughly scoured. The 
bottom of the oven is above the door 
sill, which makes it easy to clean. By 


removing two small screws, the stove 
top can be lifted up and back, dis- 
closing every contact to the heaters 
and switches. Sliding panels at the 
back of the range can also be easily 
removed and disclose all the wiring 
and connections to the automatic cir- 
cuit breakers. 

The ranges are made in two sizes, 
in either plain or nickel finish. 


Griswold “Safety First” Tea 
Kettle 


The Griswold Mfg. Company, Erie, 
Pa., is producing the Griswold “Safety 
First” tea kettle No. 526, which is 

















Griswold “Safety First’ tea kettle 


equipped with a special separate top 
for filling. This opening is covered by 
a hinged swing cover which can be 
operated by the thumb while the kettle 
is held by the bail. 

This kettle, like the other items of 
the company’s manufacture, is of cast 
construction and is very highly pol- 
ished. The company states that it 
very much resembles silver. 

The separate filling top prevents 
the hand from being scalded when re- 
filling the kettle from the faucet. This 
kettle has a capacity of 6 qt. and the 
bottom measures 10 in. in diameter. 
The list price of the “Safety First” 
tea kettle is $4.60 each. 


THE BROKAW-EDEN MFG. COMPANY, 
manufacturer of washing machines 
operated by electricity, gas, gasoline 
and water, will on or about Sept. 1, 
move its plant from Chicago, where 
it has been in operation for three 
years, to Alton, Ill. The company ex- 
pects to start with about fifty em- 
ployees, and will increase the number 
as the business becomes settled in its 
new location. Paul V. D. Brokaw is 
president. 


The W. L. MARTIN Broom & Mop 
CoMPANY, Louisville, Ky., has been 
incorporated by William L. Martin, 
Luther Goose, Sr., and E. E. Kim- 
ball. The capital stock is $25,000. 
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Step 
Right in 
and ask the Man 
what He thinks of 





There is a complete equipment of Warren fixtures. We'll leave the case 
in your hands. Ask us where there is a Warrenized store in your neighbor- 
hood and then you go in and ask the man what he thinks of our fixtures for 


increasing business. 
Then, after he has told you, we will be very glad to take up with you the 
advisability of placing Warren Hardware Fixtures in your store. 


Designed for hardware men, by hardware men, they are meant then for 
you. Let us tell you of them in detail. 


Catalogues No. 65 and No. 212. 


J. D. Warren Manufacturing Co. 


, Masonic Temple, Chicago 


Eastern Display Room, 253 Broadway, N. Y. 


Warren Fixtures are manufactured in the largest and finest equipped plant of its kind 
in the world. 
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Greencastle Adjustable- 
Height Kitchen Cabinet 


A new product of the Greencastle 
Cabinet Company, Greencastle, Ind., 
is an adjustable height kitchen cab- 
inet, which is shown in the accom- 
panying illustration. This cabinet is 
instantly adjustable to a most con- 
venient height. It is equipped with a 
“Whirlwind” flour sifter, an auto- 
matic air-tight coffee dispenser, an 
automatic sugar jar, a rotary spice 
stand, a three-ply bread and meat 
board, removable bread and cake 
trays, an extra large working table, 
etc. The top shelves extend the full 
width of the cabinet. 

The sliding disappearing doors are 
of the same construction as that used 
in the manufacture of roll-top desks. 

















Greencastle adjustable-height kitchen 
cabinet 


The cabinet is supplied with a handy 
list of “Supplies Wanted” and “Green- 
castle Guaranteed Receipts.” It has a 
linen drawer and a drawer for knives, 
forks, etc. The casters are made of 
steel and they are ball-bearing. The 
back and the bottom of the cabinet are 
made of three-ply laminated wood. 


“Victor” Garden Barrow 


The Kilbourne & Jacobs Mfg. Com- 
pany, Columbus, Ohio, has placed 
upon the market the “Victor” gar- 
den barrow, which is especially in- 
tended to be marketed through the 
hardware trade. The company states 
that although the general design of 
this particular barrow is somewhat 
similar to others on the market, a 
number of new features have been 
added, such as steel axle clips, which 
hold the axles stationary, together 
with the well-sloping dash _ that 
throws the wheel back under the bar- 
row and makes the load easy to han- 
dle. 

Corrugated steel leg braces with 
flat wearing shoes are attached to 
protect the legs from wear and they 
also offer very good sod protection. 
The barrows are well painted and 
highly varnished, giving them an at- 
tractive appearance and making 
them, the company states, excellent 
articles for display purposes. 

For shipment the barrows are 
folded flat with every bolt in its 


proper place, and it is claimed that 
this method of packing not only en- 
ables the dealer to obtain a low freight 

















“Victor” garden barrow 


rate, but that the barrows do not take 
up much warehouse space. The “Vic- 
tor” wheelbarrows are made in four 
different sizes with capacities rang- 
ing from 1% cu. ft. to 5% cu. ft. 


“EK -I-T” Hammer-Wrench 


The Eureka Improved Tool Com- 
pany, Inc., 405 Lexington Avenue, 
New York City, has recently placed 
upon the market the “E-I-T” ham- 
mer-wrench which is designed to do 
the work of two tools. 
by the company that in tight places, 
or even where the nut is out of sight, 
the “E-I-T” hammer-wrench instant- 
ly adjusts itself, requiring but one 
hand to operate it. The stronger the 
pull on the handle, the tighter is the 
grip exerted upon the nut. 

It is further stated that the 
“E-I-T” hammer wrench has been 
subjected to the most exhaustive 
tests and that it is doubly guaran- 
teed. In addition to the combined 
hammer and wrench feature this tool 
has been made so as to embody all 
improvements found in the ordinary 
hammer. It is made of the best drop- 
forged, oil tempered steel, with an 
exceptionally tough, hardwood handle. 

The tool is especially adapted to 
the use of carpenters on concrete 
form work, or on any work where 
nails, bolts and nuts are in use. It 
can be used with one hand, without 
adjustment for hammer or wrench 
purposes. Where necessary to work 
under water it is particularly useful, 
as it is unnecessary for the workman 

















The “H-I-T’” hammer-wrench 


to see the nut on which he is to op- 
erate as the claw locates the nut and 
the teeth in the hammer engage the 
corners of the nut. 

There are no screws or other mov- 
able parts about this tool and it is al- 
ways ready for use. It is adaptable 
for use on either square or hexagonal 
nuts. This new tool sells for $1.25 
retail. 


THE JOHNSON FURNACE COMPANY, 
Kansas City, Mo., has been incorpo- 
rated as successor to the Kimmel 
Furnace Company, with a capital of 
$12,000. 


It is stated . 
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The Crabill Lawn Sprinkler 


A recent offering of the Crabill 
Hose Clamp Company, Battle Creek, 
Mich., is the Crabill lawn sprinkler, 
which has a round edge steel base 
which is made very substantially and 
cannot be tipped over or broken. 

The sprinkler head is made of 
heavy spun brass in two pieces with 
a screw top. The company states 
that by making a screw top with a 
rubber gasket it has eliminated all 
leaks and evolved a sprinkler which 
can be taken apart and cleaned 
quickly. This is an important fea- 
ture as the water in most cities has 
more or less sediment and tends to 
cause sprinklers to clog. 

It is stated that these sprinklers 
will operate satisfactorily on lawns 




















The Crabill lawn sprinkler 


or terraces and that they can be 
moved from place to place without 
shutting the water off, wetting the 
user or inconveniencing passersby. 
These sprinklers are packed one in a 
carton. 


Odin Stove Catalog 


The Odin Stove Mfg. Company, 
Erie, Pa., is sending out to the trade 
a new, large, handsome catalog illus- 
trating and describing the Odin gas 
heating and cooking appliances. This 
catalog, which is No. 31, is exception- 
ally well printed and illustrated with 
many fine halftone engravings. It is 
printed upon good quality stock and 
is attractively bound with a light blue 
cover. It contains 112 pages. 


H. B. ROSE’S INTEREST in the For- 
syth Metal Goods Company, Buffalo, 
N. Y., manufacturer of household and 
hardware specialties, metal stamp- 
ings, etc., has been purchased by H. J. 
McCauley. Mr. Rose has been pres- 
ident and treasurer of the company. 


THE AUTOMATIC NutT CRACKER 
CoMPANY, Cincinnati, Ohio, has been 
incorporated by F. J. Burkhart, Lil- 
lian Burkhart, Carl Bing, I. M. Bing 
and Melvyn G. Loewenstein; capital, 
$5,000. 
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Padlocks That Give 
Full Protection 








SARGENT 


REG. u. s. PAT. Orr. 


Invulnerable Cylinder Padlocks 


fully protect property. A graphic demonstration of this fact is 
given by the above illustrations of both sides of a Sargent Pad- 
lock which was used on a car containing valuable freight, 
belonging to one of our important railroad systems. Car thieves tried to get 
in, and in their attempt gave the padlock a very severe test; it was hammered 
and battered, the shackle was twisted and the thieves tried to pry the lock 
open, but they found it invulnerable. This is only one of many cases where 
full protection has been given by Sargent Cylinder Padlocks. They stand 
every test. Dealers should sell them to their customers who need and call for 


the best. 


SARGENT & COMPANY 


Makers of Quality Padlocks, Locks and Hardware 


NEW HAVEN, CONN. 
NEW YORK BOSTON CHICAGO 




















Lakeside Adjustable 
Wrenches 


The Lakeside Forge Company, 
Erie, Pa., is placing two new adjust- 
able wrenches on the market. The 
wrench shown at the top of the ac- 
companying illustration is especially 
well adapted for automobile kits. It 
is also useful around small marine en- 
gines, stationary engines, etc. The 
company states that this wrench is of 
excellent design, strong and durable. 

















Two new wrenches brought out by the 
Lakeside Forge Company, Erie, Pa. 


The wide range of opening of the 
jaws makes it applicable to all classes 
of work. The wrench is made in a 
7-in. size and it can also be had in 
9-in. and 11-in., sizes with a tire lever 
handle if desired. 

The lower section of the engraving 
which is reproduced herewith shows 
the Lakeside pocket 
wrench, which is intended for motor- 
cycle, bicycle and general use. The 
company states that this wrench is 
particularly handy for use on motor 
boat engines. The dimensions are as 
follows: Overall length 4% in., max- 
imum opening 1% in., width of jaw 
13/16 in., thickness of jaw % in. This 
wrench is made in a mottled finish and 
it is listed at 50 cents. 


adjustable ~ 


Pennsylvania Lowers Prices 


Announcement of a_ substantial 
downward revision of prices on the 
smaller popular sizes of Pennsylvania 
Oilproof Vacuum Cup tires, effective 
Sept. 1, is made by the Pennsylvania 
Rubber Company, Jeanette, Pa. 

This action, according to the an- 
nouncement, is entirely independent 
of market conditions at large. It is 
more or less in the nature of a divi- 
dend, or profit-sharing plan, to the 


-users of V. C. tires, and results, it is 


stated, from an expansion of the com- 
pany’s volume of business. 

The splendid facilities of the com- 
pany’s new three-quarter-million dol- 
lar factory addition have resulted in 
increased production this year; and 
this heavy output, coupled with the 
demand for Vacuum Cup tires, makes 
this price reduction feasible. 

“The policy of this company,” says 
the announcement, “is to at all times 
give its customers the benefit of every 
saving in cost made possible by 
greatly increased volume. This is 
done irrespective of whatever prices 
may-exist elsewhere. We believe our 
customers are entitled to their propor- 
tionate share of whatever savings 
their demand for our products makes 
possible, and we propose to share 
these profits with them whenever we 
can consistently do so without sacri- 
ficing quality. This policy we shall 
continue to adhere to, and no matter 
what price reductions may be made 
from time to time, the company will, 
under no circumstances, consider 
lowering the quality of its product.” 


’ 


THE INTERNATIONAL RUBBER COM- 
PANY, Denver, Col., has been organized 
to manufacture and market a new 
kind of tire tread and also automo- 
bile tires and accessories—the com- 
pany has a capital stock of $50,000, 
and will employ about 100 people. 
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Victor Automobile Lamps 


The Victor Auto Parts Company, 
Cincinnati, Ohio, is manufacturing 
lamps for automobiles, in a number of 
styles and sizes. The accompanying 
illustration shows two of the com- 
pany’s lamps, Nos. 114 and 113. The 
former is a hood lamp and the other 
is a side electric lamp. 

The No. 114 lamp measures 11 in. 
in diameter, 6% in. extreme depth, 
8% in. between and it has a silvered 

















The Victor automobile iamps 


reflector with a diameter of 8 in. 
These lamps are finished in either 
black and nickel or black and brass. 
They are priced at $20 per pair and 
come packed six in a case. 

The No. 113 lamp is equipped with 
a 6-candle-power belt. The front 
diameter is 6% in., the extreme depth 
is 35% in., and the silvered reflector 
measures 45 in. in diameter. The 
lamp is manufactured in black and 
nickel or black and brass finish. These 
lamps sell for $7.50 a pair and are 
packed twelve pairs in a case. 


THE VLCHEK TooL COMPANY, 10709 
Quincy Avenue, Cleveland, Ohio, has 
formulated plans for larger buildings 
and increased equipment which will 
necessitate an expenditure of from 
$60,000 to $75,000. 
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That record is far different from the 
factory tests and private road-runs. 


Crowds of automobile enthusiasts by 
the hundred thousands have watched 
the record-breaking, long-distance races 
—with eyes intent on every happening 
—have watched the terrific strain on 
men, machines and tires—and have seen 
the Speed Kings roll in to victory on 
Nassau Tires, without a change of tires, 
without the slightest symptom of tire 
trouble. 


Nassau Cires 


‘All-Mighty<Tough” 


























have this public record back of every claim. Those race spectators are tire buyers and 
Think of the thousands who saw Ralph they have seen the test. 
De Palma win both the Cobe (300 miles) Besides, there are many hundreds of thou- 
and Elgin Trophies (300 miles) on one set sands who followed the races through the 
of Nassau Tires. papers and know the results in terms of 
Think of the thousands who saw Bob Nassau Tires. The Speed Kings themselves 
Burman smash all the world’s dirt track have been unstinting in their public praise 
records of from 10 to 100 miles on Nassau of the tires which carried them to victory. 
Tires, also win Oklahoma sweepstakes (200 And every car owner knows that the 
miles), April 29, I9I5. wear and tear on tires in one record-smash- 
Think of the thousands who saw Dario ing, long-distance race is the most gruelling 
Resta at the Panama Exposition win the test possible. 
400-mile Grand Prix Race and a week later They know that the regular Nassau Stock 
win the 300-mile Vanderbilt Cup Race, Tires endure terrific strain and abnormal 
using the same identical tires in both— wear better fhan any other tire made. 
Nassau Stock Tires—not any extra strong May we quote you prices, discounts, etc. ? 
ones made for public demonstration, but the A Handsome Booklet, “A Year with 


usual stock tires, Nassaus. Nassau Tires”; ask us for it. 


hermoind Rubber 


Makers of Thermoid Brake Lining 





Factories and Main Offices: Trenton, N. J. 
BRANCHES: 
New York St. Louis Detroit San Francisco Boston 
Chicago Pittsburgh Indianapolis Philadelphia 


Our Guarantee: Thermoid will make good—or we will 
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“Gaso-Tonic” 


The White Mfg. Company, 713-715 
Main St., Cincinnati, Ohio, is manu- 
facturing “Gaso-Tonic,” a product 
which is claimed to eliminate carbon 
deposits, to make a motor run 
smoothly and add power to it. It is 
stated by the company that this com- 
pound has been tested on all makes of 
cars for over two years, under the 
severest conditions possible and that 
it greatly improves the operation of a 
car when mixed with gasoline to the 
proportion of 1 oz. of “Gaso-Tonic” to 
5 gal. of gasoline. 

“Gaso-Tonic” can be used on motor 
cars, motor trucks, motorcycles, cycle- 
cars, motor boats, kerosene and gaso- 
line tractors and stationary gasoline 
and kerosene engines. The company 
states that it will increase the effi- 
ciency of the engine and increase the 
amount of work done by each gallon 
of gasoline or kerosene. This product 
sells for $2 per qt. retail. 


Victor Automobile Tool and 
Battery Boxes 


The Victor Auto Parts Company, 
Cincinnati, Ohio, is manufacturing a 
number of different styles of tool and 
battery boxes for motor cars. These 

















One of the Victor automobile bozes 


boxes are made in sizes ranging from 
12 by 8 by 9% in. deep to 24 by 10 by 
9% in. deep and the list prices range 
from $2.60 to $2.80. The company’s 
22- and 24-in. boxes are fitted with 
suit case latches. 

The company also markets boxes 
which are intended especially for use 
on Ford cars. These range from 18 
by 8 by 7%-in. deep to 44 by 10 by 
7%-in, deep and the prices run from 
$2.80 to $3.70. 


THE CRESCENT Too. COMPANY, 
Jamestown, N. Y., has prepared plans 
for the erection of an addition to its 
present plant. The building will be 
three stories in height, 92 ft. long and 
50 ft. wide. The new structure will 
be of brick, and every possible part is 
to be made with Jamestown products. 
The building will be equipped with an 
‘elevator. The Crescent Tool Com- 
pany was organized about ten years 
ago. Its products include a line of 
wrenches, pliers and combination 
hammer and screw driver. 


THE AUDUBON WIRE CLOTH Com- 
PANY, Audubon, N. J., has been in- 
corporated to manufacture wire cloth, 
by Robert T. Korb, president, Henry 
H. Collins, vice-president, and William 
H, Egee, secretary and treasurer. 
The capital stock is $50,000. 
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The Auto-Bike, a new, light motorcycle 


The Auto-Bike 


The Auto-Bike Company, Chicago, 
Ill., has just placed upon the market 
the Auto-Bike, a new motorcycle 
equipped with a Frederickson motor, 
and rated at 4 hp. The motor is of 
single cylinder variety with a 2.5 bore 
and a stroke of 3 in. Some of the ad- 
vantages claimed for this new ma- 
chine is that it is simple, economical 
and extremely powerful. 

The valves of the automatic intake 
pipe are located at the top of the 
cylinder, insuring economy, flexibility, 
etc. The carbureter is of a float feed 
type and ignition is secured by a high 
tension magneto. The muffler is quiet 
and efficient. The transmission is by 
V-belt, with a direct drive. 

All speeds and the release are op- 
erated by one ordinary lever on the 
handle bar. The frame is of steel 
tubing, reinforced. The fittings are 
all standard. The machine measures 
from saddle to ground, 28 in. The 
wheel base is 48 in., and the wheels 
are of 28-in. pattern with thirty-six 
spokes to the front wheel and forty 
spokes to the rear wheel. 

The wheels are made with extra 
heavy steel rims. The tires are 28 by 
2 in., and are of a standard make. 
The mud guards are of ample size for 
the protection of the rider. The ma- 
chine is equipped with a New Depar- 
ture coaster brake, and the stand is 
reinforced and rigid. The gasoline 
tank has a capacity of one gallon. The 
mileage claimed for this machine is 
140 miles on a gallon of gasoline. The 
rated speed of the machine is 3 to 50 
m.p.h. and it weighs 95 Ib. 


Laughlin Supplement No. 2 


The Thomas Laughlin Company, 
Portland, Me., has recently published 
supplement No. 2, superseding supple- 
ment No. 1 to its large catalog No. 75. 
This supplement illustrates and de- 
scribes a number of new items which 
the company has added to its exten- 
sive and diversified line of marine 
hardware and boat specialties. The 
new supplement is well :'lustrated and 
printed and contains foriy. pages. 


The “Lazco” Spring 
Lubricator 


A new product placed on the mar- 
ket by the Lazarus Mfg. Company, 
746 Euclid Avenue, Cleveland, Ohio, 
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The “Lazco” spring lubricator 


is the “Lazco” spring lubricator, which 
is claimed to add to the riding com- 
fort of any car by eliminating those 
squeaks which are so difficult to lo- 
cate. It is a well known fact that 
the majority of spring trouble is 
caused by insufficient lubrication. 
There is as much friction between the 
leaves of the springs when the car 
is in motion as there is in any bearing 
part. 

The “Lazco” lubricators are easily 
applied to any make of car and it is 
claimed that they will keep out rust 
and minimize the danger of breaking 
springs. These lubricators permit the 
oil to be gradually and thoroughly 
worked in between the leaves, allowing 
a full, free motion which, the company 
states, greatly adds to the pleasure 
of motoring. The lubricators are fur- 
nished in sets of eight (four pairs), 
which sell for $2. 


The Brown Spring Oil Box 


The Brown Spring Oiler Company, 
6536 Carnegie Avenue, Cleveland, 
Ohio, is marketing the Brown spring 
oil box, which is a device which facili- 
tates the oiling of automobile springs. 
As the spring leaves are made concave 
they form pockets. These fill with 
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gs DeliveryCars 


$725 A Highly Profitable $750 


f. o. b. Toledo f.o. 6. Toledo 


Open Express Tr ade D eveloper Panel Body 


Delivery Car Delivery Car 


Competitors are daily convincing your customers of the promptness of motor delivery. ° 
For a quick, dependable service from store to home is demanded today. 


Now, more than ever before, continued patronage in the hardware business depends 
largely -upon the maintenance of satisfactory delivery service. 


Why not hold your own customers and obtain others from less progressive hardware 
dealers? That is just what the Overland Delivery Car will help you to do. 


The price of this car is astonishingly low. And the cost of operation is proportionately 
small. 


It is cheaper than a horse and wagon to operate—yet it does three times as much work. 
It will make a trip and be back for another load before your wagons or vans are fairly 
started. : 


The famous 35 horsepower Overland motor has power in excess of anything you will 
ever require. It is smooth running and absolutely reliable. 





The Overland Delivery Car is electrically lighted and started. Ignition is by high 
tension magneto. The car has a revolving oil indicator; large tires and other advantages 
found on no other delivery car at this low price. 


This substantial, highly efficient vehicle is not only saving money for hardware dealers 
—it is making money for them. 


SY INVITATION 


Write today for a special delivery car catalog. ‘Made 


) in 
Please address Dept. 266. u.fa.” 
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The Willys-Overland Company, Toledo, Ohio 


Also Mar ufacturers of the Overland and Willys-Knight Pleesure Car. 
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' water which causes the steel to rust. 


' In cold -weather the spring leaves are 
apt -to freeze together and become 
stiff, which greatly impairs their 
resiliency. 

' The Brown oil box is a device in- 
tended to eliminate these troubles. 


All that is required is to clamp the oil 

















‘The Brown spring oil box 


‘box on the spring, fill it with oil and 
then the harder the car runs the 
- faster the oil will be fed to the spring. 
“This is claimed to work the rust out 
*of the springs and keep them in good 
condition. 

A full set of Brown oil boxes can be 
-attached to any make or type of car. 
They can be applied by anyone and 
no special tools are needed, nor is it 
‘necessary to jack up the car or tear 
, down the springs. These oil boxes do 
‘not interfere with the operation of 
the springs, nor do not detract from 
the appearance of the car. They add 
only a few ounces of weight. It is 
stated that these spring oil boxes 
eliminate squeaks, preserve springs, 
and lessen tire expense by keeping 
the springs in condition to effectually 
absorb shocks. 


Brunton Grips 


The Brunton Specialty Company, 
144 West Court Street, Cincinnati, 
Ohio, has put out the Brunton grip, 
which is stated to be an effectual non- 
skidding device. It is plain that these 
grips afford traction and absolutely 
prevent skidding, making for safe 
driving in all weather and under ad- 

















The Brunton grip attached to a tire 


»verse conditions. These grips can be 
; applied without jacking up the wheel, 
‘and they will not creep or injure the 
‘tires or. the paint on the wheel. 

The tread is made of carbon steel, 
‘drop-forged and case-hardened. The 
, tread measures 1% in. wide, the un- 
‘der side being flat and smooth with 
‘beveled edges. When worn out the 
tread can be renewed at a small cost. 

The attaching straps are made of 
high-grade chrome leather, and it is 
stated that they are impervious to 
any weather, always remaining soft 
and pliable. The Brunton grips are 
made in three sizes, measuring 3%, 
4% and 5% in. respectively. They 
sell for $0.90 and $1 each. 


“The “A-B” Automobile and 


Motorcycle Horns 


The Adams-Bagnall Electric Com- 
pany, Cleveland, Ohio, is marketing a 
number of styles of automobile and 
motorcycle horns, two of which are 
shown in the accompanying illustra- 
tions. These are the company’s model 
M-12 vibrator horn with bell, M-10 
vibrator motorcycle horn. The M-12 
vibrator horn requires no adjustment, 
which the company states is due to the 
accuracy with which the parts are 
manufactured and to the flexibility of 
the contact carrying parts. 

Large silver contact rivets are pro- 
vided and the two contact making 
springs. It is stated by the company 
that during some recent tests, which 
covered a run longer than the ordi- 
nary life of a horn, an oxidized spot 
no larger then a pin head appeared on 
the contact. : 

Flexible steel springs carrying a 
striking piece and contacts insure 
great rapidity of vibration and good 


























The M-10 vibrator motorcycle horn is 
Shown at the ton; the lower view shows 
the M-12 horn 


contact. The horn has a hardened 
steel diaphragm which the company 
states will not buckle. The steel is 
especially selected and heat treated to 
insure molecular stability. The horn 
is stated to give a uniform vibration 
which produces a large volume of tone 
with consequent great carrying power. 
This horn consumes from 1% to 2 
amperes on 6 volts. There are no ex- 
posed binding posts or screws. 

The M-12 horn is supplied with a 
cord and push button. This modei 
sells for $2.75. 

The M-10 motorcycle vibrator horn 
also requires no adjustment. The 
silver contact rivets are carried by the 
two contact making springs, the horn 
is equipped with a steel diaphragm 
and gives a large volume of tone. It 
is of the same mechanism and has the 
same diaphragm as the larger vibra- 
tor horn. The M-10 single coil vibra- 
tor horn sells for $2.50. 
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New Peerless Tire Boots 


The Leather Products Company, 
Denver, Col., has recently added four 
new tire boots to its line, one of which 
is illustrated herewith. They are 
made of the best selection of “Elk” 
tanned leather, treated and water- 
proofed by a secret method. 

















One of the new “Peerless” tire boots 


The body is cut from finished stock 
and is reinforced on the tread portion 
with an extra wearing sole of “Elk” 
leather, which is closely studded with 
flat-head steel rivets to take the wear. 
This boot is guaranteed not to creep 
or slip on the tire. It is made in both 
hook-on and strap styles, ranging in 
price from $1.40 to $3. 


A Combination Accessory 
for Fords 


The “Safety Pilot” for Fords, made 
by the Cox Brass Mfg. Company, Al- 
bany, N. Y., is a front axle and radius 
rod support combined with an auto- 
matic steering device. This combina- 
tion attachment sells for only $3.75. 

The Cox “Safety Pilot” for Fords 
is a valuable, quickly and easily at- 
tached accessory which not only pre- 
vents the possibilities of the bending 
out of line of the radius rods, thereby 
preventing the breakage of the axle 
under strain and materially strength- 
ens the car, but also, through the steel 
spring steering device, makes driving 




















The “Safety Pilot” for Fords 


at any speed safer and easier on ac- 
count of the stabilizing springs. 

The radius rod support is attached 
to the front axle and clamped to the 
rods near the apex of the triangle 
formed by their junction acting as a 
perfect stay or “brace” against all 
strains or jars. 

The automatic steering device is at- 
tached just inside the radius rod sup- 
ports on the “I” beam axle, connec- 
tion with the clamp of the radius rod 
and consists of a flexible and an ex- 
tremely strong tempered spring. This 
acts as a stabilizer, and prevents the 
car from swerving on rough roads or 
sandy roads. 
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Hide the 
Goods 
You 
Want to 
Sell 









This Handsome Display Means Quicker 
Turnover on Pliers 






The way to sell good tools is to show them. 

With the Pexto Plier Display you can put the best sellers of a famous 
line where they'll attract trade without taking up a lot of room and with 
no effort on your part. 

Handsomely finished in four colors. Large enough to command atten- 
tion; small enough to be easily handled—exact size 22 x 28 inches. 











Goes anywhere in the store, in the window, 
on the wall, on the counter—it stands or hangs. 


Puts the most popular styles of pliers before 
the customer at a glance, doing away with 
handling a lot of goods over the counter and 
taking vour clerks’ time. 


Can be varied to meet your own particular 
needs, with Linemen’s Electricians’, Milliners’, 
Jewelers’, Opticians’ and other styles of pliers. 

There are 60 styles and 175 sizes in the Pexto 
line, including both box-joint and lap-joint pat- 
terns. Classified facts about entire line on back 
of display. 


If your jobber can’t supply you with a Plier 
Display, write us. 





and Sheet Metal 
Machines. Builders’ 


Southington, Conn. 


The Peck, Stow & Wilcox Co. 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
Workers’ Tools and 
and General Hard- 





Cleveland, Ohio. « 


Address correspondence W. Center St., Southington, Conn. 
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NOTES OF THE RETAIL HARDWARE TRADE 


ATALISsSA, Iowa.—Brotchie & Whitehead have succeeded 

. H. Whitehead in the general merchandise and hardware 
business here. The new firm carries the following lines: 
automobile accessories, baseball goods, bicycles, buggy 
whips, builders’ hardware, churns, cream separators, crockery 
and glassware, cutlery, dairy or gg dynamite, electrical 
household specialties, fishing tackle, furniture department, 
galvanized and tin sheets, hammocks and tents, harness, heat- 
ing stoves, kitchen cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, ranges and cook 
stoves, sewing machines, shelf hardware, silverware, sporting 
goods and washing machines. Catalogs are requested on the 
above goods. 





LYNVILLE, Ilowa.—J. A. Burnham has bought the hardware 
and implement business of G. B. McCoy. He handles the 
following goods: Bathroom fixtures, belting and packing, 
buggy whips, cream separators, dairy supplies, galvanized 
and tin sheets, gasoline engines, harness, heavy farm imple- 
ments, lubricating oils, mechanics’ tools, poultry supplies, 
shelf hardware, wagons and buggies and washing machines. 


MARSHALLTOWN, Iowa.—Herbert & Whited have opened a 
hardware store here. The firm carries the following: Belting 
and packing, churns, cream separators, gasoline engines, 
heavy farm implements, lubricating oils and pumps. Cata- 
logs from manufacturers of shafting and pulleys and power 
washers are requested. 


Vo.tea City, Iowa.—J. R. Shales has sold his interest in 
the hardware business here to Edward Gleason. e new 
name of the firm is Gleason & Linder. They carry a stock 
consisting of the following: Bathroom fixtures, belting and 
packing, bicycles, busy whips, builders’ hardware, building 
naper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, vanized and tin sheets, 
gasoline engines, heating stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods, tin shop and washing machines. 





ARLINGTON, Kan.—Hank Ratzlaff, who has been with the 
Arlington Hardware Company for the past few years, is 
making arrangements to take over the business. He is form- 
ing a stock company of some of the farmers in this locality 
and will purchase the stock as soon as the full amount is sub- 
scribed. The new company will be incorporated and Mr. 
Ratzlaff will be the manager. The following lines are han- 
dled at present: automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, bu whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, —as tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, harness, heating stoves, heavy 
farm implements, hea hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lime 
and cement, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys and games, wagons and 
buggies and washing machines. Catalogs are requested 
upon furnaces. 








Carson City, Micu.—Joseph Bower and Nick Geller have 
purchased a hardware store here. The opening took place on 
July 27, and the firm is conducting the business under the 
name of Bower & Geller. The stock comprises the following: 
buggy whips, builders’ hardware, building paper, churns, 
cream 2 aeyeng a cutlery, dairy supplies, dog collars, dyna- 
mite, fishing tackle, furnaces, galvanized and tin sheets, gaso- 
line engines, heating stoves, heavy farm implements, heavy 
hardware, linoleum, lubricating oils, paints, oils, varnishes 
and glass, plumbing department, poultry supplies. prepared 
roofing, Pumps, ranges and cook stoves, shelf hardware, sil- 
verware, sporting goods, tin shop and washing machines. 


DUNDEE, Micu.—MelIntyre Brothers, dealers in hardware 
and implements, have secured a 10-year lease on a building 
on Monroe Street and will take possession on Jan. 1 next. In 
the meantime, extensive alterations and improvements, plate 
glass windows, and such changes as may be necessary to 
fit the building for the new business will be made. McIntyre 
Brothers will establish a garage and will deal in automo- 
biles. The firm carries the following: automobile accessories, 
bathroom fixtures, builders’ hardware, building paper, churns, 
furnaces, galvanized and tin sheets, gasoline engines, harness, 
linoleum, lubricating oils, oil cloth, paints, oils, varnishes 
and glass, plumbing department, prepared roofing, refriger- 
ators, shelf hardware, silverware, sporting goods, wagons 
and buggies and washing machines. 


MADELIA, Minn.—C. R. Klatt has bought the hardware and 
implement business of McDowell & Co. The new firm name 
is the C. R. Klatt Hardware and Implement Company. The 
following lines are stocked: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies. dog collars, 
dynamite, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 


sporting goods, tin shop, toys and games, wagons and buggies 
and washing machines. Catalogs requested upon all of the 
above goods. 


PIPESTONE, MINN.—Warren B. Ross opened a hardware 
store here recently. He carries the following goods: baseball 
goods, belting and packing, bicycles, buggy whips, builders 
hardware, churns, cutlery, dog collars, fishing tackle, ham- 
mocks and tents, home barbers’ supplies, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods and washing machines. 





VERSAILLES, Mo.—Kidwell & Winger have added a tin shop 
to their hardware business. The firm handles the following 
lines: Belting and packing, bicycles, buggy whips, builders 
hardware, cream separators, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy farm implements, lubricating oils, mechanics’ tools, 
plumbing department, poultry supplies, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, tin shop, wagons 
and buggies and washing machines. 


Norro.tk, Ngs.—Gustave Hahn has succeeded Henry Groh- 
man in the hardware business here. The store is conducted 
under the name of Hahn’s Cash Hardware, and L. C. Balfour 
is the manager. The following goods are carried: Baseball 
goods, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
furnaces, galvanized and tin sheets, hammocks and tents, 
harness, heating stoves, heavy hardware, home barbers’ sup- 


plies, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 


goods, tin shop, and washing machines. 


HANsForD, OkLa.—H. V. Nesbit of Guymon, will shortly 
take charge of the Cator Hardware and Implement Company 
here. The company stocks the following: Baseball goods, 
buggy whips, builders’ hardware, churns,.cream separators, 
crockery and glassware, cutlery, dairy supplies, fishing tackle, 
furniture department, hammocks and tents, harness, heating 
stoves, hea farm implements, heavy hardware, home 
barbers’ supplies, iron s, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and ——, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, toys and games, wagons and buggies, 
and washing machines. Catalogs are requested upon all of 
the above lines. 


GRESHAM, Orw.—A permit to sell $5,000 worth of stock has 
been granted to the Sterling & Kidder Hardware Company, 
which is capitalized at $10,000. The officers of the firm are: 
James H. Sterling, president; L. L. Kidder, vice-president, 
and James Elkington, secretary. L. L. Kidder is the manager. 
The company handles the following: Baseball foots. bath- 
room fixtures, bicycles, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, se pce | stoves, heavy hardware, home 
barbers’ supplies, lubricating oils, mechanics’ tools, paints 
oils, varnishes and glass, plumbing department, prepared 
roofing, pumps, ranges and cook stoves, shelf hardware, 
sporting goods, tin shop and washing machines. 


MIDLOTHIAN, TEx.—The Perry Hardware Company has let 
a contract for a large one-story br' arehouse, to be 40 by 
60 The company handles the wing lines: Automo- 
bile accessories, baseball goods, bathrvom fixtures, belting and 
packing, bicycles, bug whips, buiiders’ hardware, children’s 
vehicles, churns, crockery and glassware, cutlery, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools. paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 
ing, Pumps, ranges and cook stoves, shelf hardware, silver- 
be 3 sporting goods, wagons and buggies and washing 
machines. 


CaPE CHARLES, Va.—The Cape Charles Hardware Com- 
pany has been incorporated here. The officers are W. B. Wil- 
son, president; Upshur Wilson, secretary and treasurer, both’ 
of Cape Charles. The firm sells the following goods: Bath- 
room fixtures, belting and packing, buggy whips, builders’ 
hardware, building ‘paper, churns, crockery and glassware 
cutlery, dairy supplies, dog collars, fishing tackle, galvanized 
and tin sheets, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, kitchen housefurnishings, lime and 
cement, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, sporting goods and tin shop. 


New RICHMOND, Wis.—Riley Brothers have added a line 
of farm implements to their stock, which consists, at present, 
of the following: Buggy whips, cream separators, fishing 
tackle, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, — and cook stoves, refrigerators, sporting goods, 
wagons and buggies, washing machines. Catalogs are re- 
quested upon the above goods. 


STRATFORD, Wis.—W. B. Robertson has purchased an in- 
terest in the business of the Maxson Lumber Company. 
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TRADE MARK REG.U.S. PAT. OFF. 


OILS 


AND 


GREASES 


These pure oils are put up in quantities ranging 
from one gallon cans to barrels, also in iron drums 
of 15, 30 and 50-gallon capacities. The latter come 
equipped with convenient faucets and are highly 
popular with motorists maintaining private gar- 
ages. We also put out a special Ford can easily 
carried under the hood in Ford cars, and flat one- 
gallon can that fits any standard tool box. 





Some of your customers may not know this, so 
drop the hint and in most cases they will thank 
you for the information. 


HARRIS OILS are America’s 
Leading Lubricants. “A Little 
Goes A Long Way And Every 
Drop Counts.” 


A. W. Harris Oil Co. 


aes | * Water St., Providence, 





DNUOUNOATRTAAAAUAUAERNUA ATAU 


Branch: 143 No. Wabash Ave., 
Chicago, Ill. 


: ettiide 
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“It 
Holds 
the 
Door 


99 


Open 














PATENTED 


GRIFFIN’S 


Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. | 


37 Warren St. 7 Pp 17 E. Lake St. 
New Yor ERIE, PA. Chicago 
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Endorsement 


Chicago, 
Friday, Jan. 8th, 1915. 


Federal Truck Company, 
No. 1716 Michigan Avenue, 
Chicago, 

LS 


Gentlemen: 

We are pleased to advise 
that our Federal Motor Truck has 
fulfilled our expectations. 

It has averaged over 
fifty (50) miles daily in all 
weather and to all parts of 
Chicago. 





































The cost of its main- 
tenance is in our opinion very 
low and the mileage per gallon 
of gasoline high. 

We appreciate your serv- 
ice and advice and have no hesi- 
tancy in recommending the fFed- 
eral Truck for its efficiency, 
economy and staying qualities. 

Yours faithfully, 
The Michigan Stove Company 
J. J. BOLJER, 


Traffic Manager. 


THE TRUCK 








We have now printed a large number of these 
testimonial letters in this space and they all spell 
the same thing, S-A-T-I-S-F-A-C-T-I-O-N. 


We are proud of these letters because they are 
representative, not exceptional instances, of the 
dependable service that over 4,000 Federals are 
giving every day, in every line of trade. 


Introduce yourself to Efficient Transportation 
by writing us today for the “Blue Book of 
Traffic.” 










Federal Motor Truck Company 
242-250 Leavitt St. 
Detroit, Mich. 
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TUBULAR And CLINCH RIVETS 











The Cups shown 
represent only 


EMPRESS GREASE CUPS 
a part of our 


: ( i Invisible Retchen * SERIA line. 


“No. 299 Leather Packed Short Pat. Marine 
Write for full 








Ee 


Marine De Luxe 





BOWEN MFG. CO. 


AUBURN, N. Y. 
































Spring Lock CATALOGUE ON APPLICATION information. 
a & i f Q r Ask 
i 
Style Style Style a Style bd Of a for Catalo gue a 
| “A” OC. “B" OC. “Dp” OC. “N” OC. “—~_"OC. “K" OC. “Cc” OC. “G” OC. 
4 
66? ‘h Mi 1 j k 79 ACTUALLY REPAIRS ANY 
C ISS neg T) CHAIN BETTER THAN NEW 
Drop Forged from High Grade Steel. Sizes '4 inch to 1% inch. It is the only Link as Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
pins. 

The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 





PATENTED 


Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY ats -:- Portland, Maine 




















“Stock” Capewell Horse Nails FOR THE 


TUR 
It’s good business—it pays. The Capewell is known to. be the best nail in the i A dake 


world—not the cheapest regardless of quality. It does the work better and horse- 
shoers rely upon it. 












Consequently, annual sales in the United States far exceed the sales of’ other 
brands. Capewell stock can be turned for a profit oftener, the volume of sales is 
larger, orders repeat. Selling the Capewell product is by far the best paying proposi- 
tion for the Merchant. Thousands of Merchants have proved this. 

The 
Capewelil 
has a Trade 

Mark on the 

head of each 
nail—a pattern 

formed by lines cross-__. 
ing each other diagonally. 


The Capewell Horse Nail oy. 
HARTFORD, CONN., U. S. A. 


LEADING HORSE NAIL MANUFACTURERS OF THE WORLD 
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Aesop ~ Dog Two Fast- 
made a bad break when he dropped ening Lugs 
the bone in order to get one reflected t 0 2) a ch 


in the water. 


: 
An advertiser drops no business by Wir e i 
continuing pleasantly persistent. But | 
when he stops, ’ ll hel intl 
ps, he drops We I help T & T Metal Posts 7 : p 
you do two good things at one time— hold each wire with H ik 
hold what you have and get more. double security. The 1 ae 
pe ae wires form a truss sup- ee 
239 West 39th Street, New York. port; they are held by ~ : 





two lugs at every 





‘post. No staples or 
nails required. 


Every year sees more 


and more T & T Met- 
GUARANTEED ACCURACY al Posts in use. Farm- 


There are sizes and styles of J. B. scales galore. Bve ir is . 
aranteed accurate, as the law demands. Popular priced. ers specify eS a 


JACOBS BROS. rece” == man NEW YORK because our posts pro- 

a vide all that is neces- 
: sary in the way of 
frost-proof, fire-proof, 
lightning-proof, easily 
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erected posting; because T & T Metal Posts are 
cheaper than the old fashioned wooden kind. 


May we send details of our proposition? 


The Metal Post & Culvert Co. 


NILES, OHIO 




















Buttering the Jobber’s Parsnip's 


To reverse the old saying—‘“When a manufacturer uses the adver- 
tising columns of Hardware Age to tell about his goods he is buttering 


the parsnips of every jobber 


He is creating business that will move the goods on to dealers’ 


shelves. 


It is only plain horse sense for the jobber to take advantage of the ‘ 


created opportunity. 


It is natural he should favor dealer advertising and favor the goods 


that are dealer advertised. 


Co-operation with the manufacturer's advertising means increased 
business for the jobber and dealer. 








who carries them.”’ 


Read its ads! 
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“W & B’ LAWN MOWERS 
Plain and Ball Bearing | 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 

Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 


GENERAL OFFICES AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 


Your 

































Competition forbids mcreas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 


bility. 











HAYES PUMP & PLANTER CO. 





CALVA , ILL. 


—————————— a 
The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is 


the handsomest Barrow on the Market. 


No. 141 Medium with Wood Wheel 

No. 151 Medium with Steel Wheel 

No. 142 Large with Wood Wheel ¢ 
No. 152 Large with Steel Wheel 

No. 143 Extra Large with Wood Wheel 
No. 153 Extra Large with Steel Wheel 


Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented. All 
well coated with a durable varnish. 

Frame is well made of seasoned ash with three 
cross-bars mortised into the handles. Bottom 
are set into the rear cross-bar, which prevents split- 
ting at the ends. Strongly braced throughout. ur- 
nishe 


d with springs when desired. | ‘tt » 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S. A. . 
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Parker's 


NATIONAL 
IRON TOP 


BOX MILL 





A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee to any 
re es of fineness. Also very popular for 


sp 


he ‘good Mill at a moderate price. Made 
strong and serviceable. Parker Coffee Mills 
are made in many styles. Send for Catalog 


and Discounts. 


The Chas. Parker Company 


New York Salesrooms 
32 Warren St. 


Factories 
Meriden, Conn. 

















Horse-Shoe Brand 
Wringers 


Warranted as to quality 


Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 


\ ~ and 
7 ae = Steel Ball 


Bearings 





Plain Beari Steel Ball Bearings Size of Rolls 
No. 3402 No. 360E 10x 1% inches 
No. 3411 No. 861E 11x1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U. S. A. 





















































Study These Ideal Sad Iron Conditions 


IDEAL 


On top of them all— 








Why ? 


ist. IT IS NOT A 
NEEDLE - POINT 
IRON, 


2nd. It produces bet- 


ter combustion than | 
de 


any other iron made. 


3rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 


- to ten times longer 
py than any needle-point 


iron on earth. 


6th We sell it 
through dealers only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100,000 more- 
than-satisfied users. 


9th. It is the iron 
that will stand your 
test. 


10th. Absolutely safe 
and reliable. A child 
can operate it 


11th. The iron is 
always clean. Can be 
used anywhere. 


12th. Write us for 
prices or ask your 
jobber. 


There are One Million worn-out needle-point sad irons in scrap pile 


NEW FEATURE 


An absolutely gastight metal cap on og ig Wares of any kind 
n 


used—the only one of its 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 


ATLAS 
10-Cent Fly Swatter 


“Swat the Fly” crusades are spreading. The com- 
ing season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea, 








Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


Ly New Haven Conn. 
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ieee TWO GOOD SELLERS 
ie = =f | SCHROETER’S No. 720. 
= “HOME” NUT CRACKER 
With the WORM-DRIVE 
“a LITTLE GIANT FOR STRENGTH” 






























































a) mmc Cracks nuts without crushing the kernel 
= Cracks small or large nuts. 
= = Durable and compact. 
= = Movement of jaws is obtained by 
= = downward pressure of lever, oper- 
= = ating the worm. 
= Three Blades = PECANS can be cracked so 
= = that the kernel can be ex- 
= = tracted whole or in halves. 
= ° = \\. Jaws are cupped to hold nut 
~ or a vime = gare 
= = \ rate the 
= = “Ho ar Nut Cracker 
= = 3 with ease. Is made of 
= = ee the best grade of Mal- 
= The Boston Razor, itself re- = Retails B\ (able Iron. Finished 
= tailing at ten cents, with three = at 60c. ‘\ White Nickel. 
= blades for a dime, meets the = Each 4 Height over all not in- 
= demands of a certain class of = _ |\ Total'weight of Nut 
= customer whose wants you = E\ Cracker, including 
== cannot ignore. = 5) cardboard box, 1 }4 Ibs. 
= = 
= It gives the man _— — = SCHROETER’S No. 100 
afford a higher priced outfit, = P T 4% 
= satisfactory shaving service at = O xX O a * ER 
= a very small cost. = Will Grate Perfectly, Easily 
= Boston Razor Blades are = and Satisfactorily 
= carefully made from a special == Horseradish, Cocoanuts, Potatoes, 
= steel; every one tempered and = pone yes whe me ag Turnips 
hai d. = and Vegetables of a nds. 
a = This Grater is being sold to Hotels, Meat 
Three blades for a dime is = Sabecien, Contestieumian’ ical” Tetra 
the popular price. Be you = Wasniiies. 
wholesaler or retailer, ask for == It sells at a REASONABLE PRICE within 
our proposition. = reach of all. 
= We manufacture seven other sizes. 
= If interested, write for prices and catalogue. 
= Factory Sales Co. = Manufacturers and Patentees 
= 120 Broadway,New York City |= | SCHROETER BROS. HDW. CO. 
= = MFG. DEPT. 
= = 717 & 719 Washington Ave. St.Louis, Mo., U.S. A. 
SAMA 











Kenan | TAPLIN’S 
DOUBLE DASHER 
LIGHT RUNNING BEATER 


8 Beating Blades 
Center Drive 




















HIS new DOUBLE 
DASHER Beater 
is the latest and un- 
doubtedly the best beater 
of its type on the mar- 
ket. Twenty years’ ex- 
perience in the successful 
manufacture of egg 
beaters of various types 
is our authority for this 
statement. 





A REAL ELECTRIC 
MOTOR FREE 


—even with the medium-priced sets of the 
American Model Builder for 1915. 

It’s not a cheap toy, but a high-grade, power- 
ful enclosed motor built on the same prin- 
ciple found in the finest generators and 
motors. Has bronze bearings and ‘perfect 
workmanship throughout. 

Just imagine how this motor—free—will mag- 
— sales! Customers won't be able to resist 


The IRON frame and 
handle give great rigidity. 
The gears cannot pull apart. 
Splendid beating qualities. 
Mechanically perfect— 
workmanship high grade— 
appearance attractive. 


faa another reason why the A. M. B. offers 
you the greatest mechanical toy proposition 
ever offered to the trade and to the public. 
Write. 


The American Mechanical Toy Co. THE TAPLIN MFG. CO. 


; : ‘Dayton, Ohio aay" XORK OFFICE - « «New Britain, Conn., U. S. A. 
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Point to the 
One-Piece Blade 


when your prospective cus- 
tomer asks for reasons why 
he should buy the Bartlett 
All Steel Scythe. 

: Explain what an improvement it is 
W@ over the old style scythe blade which 
used to be made in four pieces, each 
piece being fastened to its neighbor 
by an unsatisfactory overlapping 
joint. 

Then follow up this information 
with a little practical discussion 
about the exceptional service to be 
gotten out of a Bartlett. 

A Bartlett All-Steel Scythe, you 
know, can be sharpened and re- 
sharpened indefinitely. 

An extra-long drop forged shank 
offers special support to the scythe 
when in use. 

‘ The heel and shank are all one and 
\ are drop forged. 
Mail us a request for details. 


Bartlett All Steel 
Scythe Co. 


NE. 






















Geneva 








NIAGARA VESTPOKIT RENCHIZ 


Fit the Pocket and the Pocketbook 





12 Sizes Singl-End, 6 Sizes Dubl-End, Fit Nuts =>,” to 14” 

Niagara Universal Rench, Ten Tools in One 
These Renchiz fit all nuts, square or hexagon 

Even the largest size is not cumbersome in the pocket 

Only high grade material used. Will not wear out 

Save the temper of the chauffeur and the bicycle rider 

Called for by camper, sportsman and tourist 
Handy, Useful, Durable, Low in Price 


A valued convenience at a little cost 


Folder 94-H showing all Renchiz and six sizes 
Vestpokit Skrudrivrs, Mailed on Request 


MANUFACTURED EXCLUSIVELY BY 


Niagara Falls Metal Stamping Works 
HARDWARE SPECIALTIES 
NIAGARA FALLS, N. Y., U. S.A. S-102 














Samson and Bulldog 


Weldless 
Wire 





Hot 


Galvanized 


Rust- 
Proof 
Chain 





Write 


for 
Price, Most 
Every 
Catalog Size in 
Any 


Length 





and Samples 


The Cleveland 
Galvanizing Works Co. 


Cleveland, Ohio 














““EL-WEL-CO.-TI”’ 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 


Ohio Pattern, two toggles, 
straight link, any length. 


Note the difference between our 
toggles and those offered as “just 
as good.” 

Made full size to gauge — if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 


Sold by all jobbers, but for 
your own protection insist on 
“EL-WEL-CO-TI’; refuse to 
accept substitutes. 


STANDARD CHAIN CO. 


Pittsburgh 











> ————_-- —_ 
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Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe ——s 
from the ceiling or wal 
The holder takes dies %, 

% in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 
THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST., BRIDGEPORT, CONN. 

















THE ROBERTSON 


“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 





The best magnet hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 
144 Oliver Street Boston, Mase. 
Owner of the “Horseshoe Magnet” Trade Marks. 























Goodell Mitre Box 
Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 
Greenfield, Mass. 











C. E. JENNINGS & CO. atonSefurers 71-73 Murray St., N.Y. 








C. E. JENNINGS steers rater 
EXPANSIVE BIT 
SEE THAT BEVEL 


ON CAP AND CUTTER 







TEETH! 


au 
nee Mit ca aac SFr Mm 















KEROSENE AND GASOLINE 


Red-Hot Fire Pots and Torches that 
will please and satisfy the most par- 
ticular mechanic, may be cbtained 
through your jobber at factory prices. 
The Kerosene stock is guaranteed in 
the same way that gasoline is and will 
give you splendid satisfaction if oper- 
ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 
a powerful blue flame and is made 
with seamless steel tank which will 
stand hard usage. We guarantee it to 
please you. Send for free Catalog. 


Ne. 67 Red-Het Fee Pet «© SDEATON MFG. CO. 


Price Each $6.75 Net 19 NevadaSt., Newark, N.J.,U.S.A. 




















Phosphor Bronze Cored Bars 


You can procure cored bars of Eureka 
Bronze from us in any size without ad- 
ditional charge for patterns. 


Also solid bars of any diameter. This 
bronze has great resistance to wear and 
the least amount of friction. 


Write us for prices. 


The Eureka Company 
NORTH EAST - PA. 


























UFKIN ‘aves 


reputation with users everywhere 
be oi Bey any ~ in wae points of superiority— 


AOCCURACY—DURABILITY—DESIGN 
ie the big asset at the command eof 


LUFKIN LGPRIM sorers 


The goods will always measure up. 


== -O 
THE [UFKIN fpULe (0. *“Fiien.” 


New York, Windsor, Can. 
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BLISS 
HAND 
SCREWS 


83 YEARS THE LEADER 





Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry Flask 
Clamps, Bench Vises. Carvers’ Toa 
Handies. Auger Handles. Chalk Line Reels. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. Paweucket 
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How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co., Newcomerstown, Ohie 























STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy. vise— 
— talking points—easy to 
se 

Sizes from 114” to 2'4”—prices from $4.50 to 
$9.00 per doz. 

Write for particulars of our 
offer to send you a display 
stand free. It will help show 
Star Vises .to advantage. 


Star Specialty Mfg. Co. 
227 W. Erie Street Chicago 
New York Office, 37 Warren Street 

















Aeeas 
































Twin Heads 


The B. & C. Combination is an unusual 
sort of wrench. Just ask the “man who 
owns one.” He wouldn’t give up his 
two-headed pipe-and-nut wrench for love 
or money. Guaranteed. Talk to us. 


Bemis & Call Hdw. & Tool Co. 


SPRINGFIELD, MASS. 




















SNOW SHOE IRONS 


The illustration 

[97 our No. 2 Iron for siate 

Vay. roofs. We make a sim- 

a: ilar one (for 7 

seam, corrugated and 

crimp roofing. 

These are the most sub- 

stantial irons made. 

Write for prices and sam- 

ples, also our general 
talog. 


Everything for the 
Roofer. 


” BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-281 Arch St.; Stere: 287 
Arch oe 





Warercoms Factory: 
100 to i145 Bread 8t. 








44-Caliber Men 


not 22’s—are the sort who give and 
get positions through our Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDW ARE AGE 
239 W. 39th St. New York 























We will be de- 

lighted to mail 

you our — 
oO 


MAJESTIC 
Coal Chutes 


and quote you our 
best dealers’ propo- 
sition. 

















Write us to-day. 


THE eee te Sv CO. 
Huntington, Ind. Kansas City, Mo. 











Prompt Shipments ae Receipt 

















of" Your Order 


Ferrules, Oopper ; gy ae Bottoms, Copper; Burrs, Oop- 
rough Conductor . Aahts ‘Crimped Sheet, Copper; "Daves 
eo ; Gaskets, Corrugated : 

a gg pper; Mitres, r; Nails, Copper; Rivets, 


a8 a. reed ny per ; gg per; Soldering 


pikes, r; Washers, Coppe 
ge rar monde are listed above, write us at once 
ttsburgh Copper and Brass Rolling Mills 





_c. A HUSSEY CO. = Pittyeereh: Pa | 








































? 
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West Leechburg 
Steel Company 


General and 
Sales Offices, Manufacturers 


Farmers Bank 


oO 
Bldg., Pgh., Pa. FINE STRIP STEELS 


For all purposes. 


























An improved force 
cap Ee DUMACO 


New and radically different from 
the ordinary cup. Produces a posi- 
tive and powerful suction where 
others fail DUMACO cups are 
GUARANTEED, They are made of 
high grade red rubber with 24 in. 
polished handle securely fastened in. 
Two sizes, 4% in and 5% in. diam- 
eter. Former stands 65 Ib. pressure, 
latter 100 lb. The price is right. 
If your jobber cannot supply you, 
write us. 


| The Durst Mfg. Co., Inc., 
cis New York City 


























Works— 

West Leechburg, Open Hearth Furnaces 

Pa. Hot and Cold Rolling Mills 
SUNITA 


Farmers Say 
It’s Great 


There’s no oil can quite so 
good as the Delphos for lan- 
tern-filling and sundry other 
oil-loading requirements about 
the farm. An automatic pump 
keeps the oil from slopping 
over. 


There’s room in your stock 
for the Delphos. 


Delphos Mfg. Co. 


DELPHOS - OHIO 











““UNIVERSAL”’ & “‘LION’”’ HEEL PLATES 


Are Big 
Sellers 
Made of Best 


Malleable Iron. 
Full Size and 
Weight. Made 
in 6 Sizes. 





WRITE for PRICES 
Also on 
COBBLER OUTFITS 


Shoe Lasts and 
Stands, Riveting 
Machines, Corn 
Shellers, etc. 





UOVINULULLTAVULTAUENAAUV UAT TU 


THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 
N. Y. Agents: D. N. Winner, 90-92 West Broadway 


=O 








Full 


El NINIIVULVUVOVAUUOIUUUUUUUOALEUNSAELUEEOA LENA 








E. H. TITCHENER & CO.  pee-Pom Ledgers 
STAPLES 


and WIRE SHAPES 
Binghamton,N.Y. Chicago, Ill. 


FROM 


$5.00 to 
$30 .00 






ACKNOWLEDGED THE BEST 


IRVING-PITT MANUFACTURING CO. 


410 EIGHTHEST. KANSAS CITY, MO. 























Chicage ladle 


is specially adapted for use 
in Hardware Stores. This 


Ladder cannot tip—will turn E GET A SAMPLE PAIR OF 


corners if desired. 
NOISELESS TRACK PEERLESS HANDCUFFS 





See this space for other ' dehint odlaien. 
kinds next week or send We may add that Peerless Handcuffs are the only 
for booklet telling all about handcuffs made which positively cannot become locked 
Rolling Ladders. | Sa 
The Bicycle Step Ladder Co. PEERLESS HANDCUFF CO. 


62 Randolph St., Chicago SPRINGFIELD 33 $3 MASS. 
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IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Windew Rattling 


< Ya 


The enly step adjuster made from one piece of metal with 
selid ribs and heavy bed that will not cup or turn in tighten- 
ing the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN, - - - - - - CONN., U. S&S. A. 
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Hang the Hanger 


over the counter on a level with the eye—it sells ther- 
mometers. They can’t fall off because of specially 


made hooks. 

You get the hanger free with ‘‘Wilder’’ Accurate Ther- 
mometers—“‘The One Grade Line.”’ 

Send for catalog and supplement of new patterns 
which are ‘‘different.’’ 


CHARLES WILDER CO. 
514 Fulton Street : : Troy, N. Y. 

















Guaranteed 
Not to Mar 
the Floor 


Acme Removable Feit Tips are made 
of long haired wool, compressed under 
hydraulic pressure. 


Consequently they wear indefinitely. 


Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 





“Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie. N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York 








Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place : : Brooklyn, N. Y. 




















THE COMFORT SELF HEATING IRON 


A Winner for every Dealer. A specialty that every 
household needs and will buy if you show it. Sells in 
preference to all other smoothing irons at sight. Con- 


struction is perfect. Two points. Both ends are front 
ends. Lights in one-third to 
one-fifth the time. required to 
light other irons; fount has 
twice the gasoline capacity and 
operates twice as long without 
refilling. The heat re) 
is absolutely perfect and al- 
ways in control of operator; it 
is an impossibility to enlarge 
the tip for the shut-off is not 
in the = Turn it high or 
low at will. 

Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most 
of the best hardware jobbers and advertised in more than 175 pub- 
Heations. Retails $2.75; handsome profits to dealers. Send for 
sample on 15 days’ trial. 

National Stamping & Electric Works 
416 S, Clinton St., CHICAGO, ILLINOIS 














You Care Not 


half so much for quantity and quality 
of circulation as you do for the con- 
fidence our readers have in this publi- 
cation. When we carry your message 
it. receives respectful attention from 
readers accustomed to act. Interest 
precedes attention. We get you atten- 
tion. 

















: El i d 
AutoMatic tere 


The QUALITY WASHER 
IT HAS NO EQUAL 
Bmbodies BVDRY Desirable - 






T luding our new 
Reversible - 8 

th Release. 

Highest ss, um Price 


ect 

and has Splendid Finish. 
Built in 

SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
ily need. It’s a Business 
Builder for YOU, Mr. Dealer. 
Send for our Good Book No. 
99. It's FRED. Sold ONLY 
through the TRADE. 


Automatic Electric Washer Co., inc., Newton, lowa, U.S. A. 








When Wash Day Comes 


Hill’s Dryers 
go up every- 
where. People 
are beginning 
to see the folly 
of marring the 
beauty of their 
lawns with un- 
sightly poles, 

Hill’s 


and can be eas- 
ily removed in 
less than no 
time. Write 


HILL DRYER CO 
316 Park Avenue WORCESTER, MASS. 
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The Worcester Lawn Mower Co. | | Townsend Gave to the World 
Worcester, Mass. The Ball Bearing Lawn Mower 


Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 















All other manufacturers now make Ball-Bear- 
SALTED : ing Mowers for their best grade, but Town- 
SELLING AGENTS: send still leads in design, quality and finish. 


J.C. McCarty & Company, 21 Murray St., New York S. P. TOWNSEND & CO., Orange, N. J. 


























The Kling Hame Fastener 


Sells at Sight Ask Your Jobber 


Simplest, strongest, 
safest harness specialty 






ie Med ee oc For Harness Snaps, Rope 

flameFastener 6 + Holds hames uniformly Snaps, Breast Chains, 

~ CP aSGo. ca — who Horse and Cattle Ties, 

; © Horse can’t open it or Halters, Wagon Jfacks, 
reas i. Gate Hooks, etc. 


Fully guaranteed. 


All jobbers; $2.00 per dozen. Look for “Kling” on 
the lever. Samples sent to any dealer on receipt of MADE BY 


10 cents postage Covert’s Saddlery Works 


The National Safety Snap Co. (Inc.) 
eS amen. 9 aaaliaay INTERLAKEN, N. Y., U, S. A. 


Sole manufacturers of the Kiingsnap and the 
Kling Hame Fastener. 
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LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 














All Meshes and Widths 
1506-1522 W. 22d St., CHICAGO, ILL. CHICAGO, ILL. 





Protect Your Olas Reputation 


_ Ay B' 


Galvanized Poultry Netting 
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American Steel & Wire Co. 


MANUFACTURERS OF 








American Wire Rope 
and Aerial Tramways 


Awarded the Grand Prize at the Panama-Pacific Exposition 





WORCESTER 
DENVER 


CHICAGO 
NEW YORK 


-CLEVELAND 
PITTSBURGH 











A STAPLE ARTICLE 


with a BIG PROFIT 


trade SIMPLEX man 


Reg. U.S. Pat. Office 
ROOFING NAILS 


The Only Satisfactory Nail 


The big demand for this Nail has made 
it a staple seller and yet it carries the 
big profit of a high class specialty. 
Have four times the head area of ordinary roofing nails— 
and head area is the all important point in laying prepared 
roofing or sheathing. 

Don’t buy prepared roofing unless Simplex Nails are 
packed in the rolls. 
FREE Samples and Circular on request. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


















PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not including wheelbarrow, $4.00. 


EONS 


LA) LAA 7 
BAX YOO 
=~ A" 
. pad VAN LAKE 





MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA 




















DIXON’S 


saves the life of old 
belts and the cost of 
new ones. A “‘C. 
Q. D.”’ cure— 
conven- 
ient, 
quick 













Insuresa 


and *“‘come-back”’ class 
depend.- of customers. Write for 
able. booklet 40-0. 


Made in JERSEY CITY, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


BALE TIES 
GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 
market, made from selected wire. 

QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO. 
Wire Products Mill Street, Sterling, Ill. 

















De Kalb Business Wagons 


We build business wagons for wens class of trade, and 
guarantee each one to be exactly as represented. 
sk for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 






















Imperial 
Auto Folding Steel Chair 
No. 130 


The frame is made of the best crucible 
spring steel and finished in rich black 
enamel. The seat and back rest is up- 
holstered in black water- 
proof leather upon five ply 
veneer. 

Folds compactly when not 
in use. The best and most 
rene seat on the mar- 

et. 

Adult size seat 18 in. high 
—Child size seat 13 in. high. 


Manufactured by 
Imperial 
Bit & Snap Company 
Racine, Wis. 














HE circulation of 
Hardware Age is 
guaranteed. 


A sworn statement 
in detail will be sent 
to any one upon re- 
quest. 

















s 
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Gifford-Wood Co.’s Ice Tools 







for the HARVESTING SEASON 
ICE ELEVATORS—-CONVEYORS 

















Ask for Write for Jobbers’ Prices and Catalog. 
ed GIFFORD-WOOD CO 
Quality _ ” 
—., Works—HUDSON, N. Y. 
New York Boston Chicago 
<< 99 9 
ANSONIA” NAIL CLIP 10c. PRIEST’S 
regents 4 the makers 3 a “Gem” nail Clipper. Twelve Cc | i p p ers 
in a box or 12 on a display card. Fast ten-cent sales. The world’s standard ‘“back- 
—- Big Profit o’-the-neck’’ shaver eserves 
de ’ your serious investigation as 
race ANSON A cot Write a profitable item of stock. 
einen Write. 
ome H. C. Cook Co. : 
es Ansonia, Conn. American Shearer Mig. Co. 
Nashua, N. H., U.S. A. 







































GOULDS PUMPS 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


THE GOULDS MFG.CO. SENECA FALLS.NX. 














MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Etc. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 














BURNLEY 


soldering. 





Ask for samples 
and prices. 





Makes Joints stronger than the original metals—adapted ALSIMUIALE 


particularly for Tin, Brass and Copper workers, Cor- 


nice Makers, Galvanized Iron, and all kinds of general ALU MIN UM—SOLDER 


SOLDERING 5 ALTS —An absolute guarantee with ‘every ber ef eelder— 






Manufactured by Aluminum Solder & Refining Co., Syracuse, N. Y. 


The Burnley Battery & Mfg. Co. $2 per box of 4 bars. Discounts to Dealers. 
North East, Pa. 




















B 





M. 





WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


ROO K S| | Parker Wire Goods Company 


Manufacturers of 








General and Special Wire Hardware, 
Wire Goods and Stampings 


S. BROOKS & SONS WORCESTER MASSACHUSETTS 


CHESTER, CONN. 


























Shaft - driven, Auto- 
mobile, Hand Horn 
List Price, $5.00 


The simplest and most 
durable on the market. 
Profit - making discounts 
and ‘“‘dealers helps’’ for 
the trade. 


i American Electric Co. 
State and 64th S's., Chicago 


Manufacturer of 
Samson Automobile Horns 





CEUGUAUSUUGOOOGHGHENCUAEUOUOOGSUUOGUOGHOGEULOGUHSQGOROROOROURERONROROORSRE® 
In 


ity, Town or Camp 
Anglers Know This Sign 


THE sign of the “Leaping Dolphin” 

is on tackle that gives service and has back of it 
a century of tackle-making experience. It marks 
the best rod and reel, hook and line—*fishing 
tackle that’s fit for fishing’’"—a wise angler can use 
for a wary fish. New illustrated catalog H (236 
pages) sent on receipt of parcel postage (10 cents) to 
any angler who will give us his tackle dealer's name. 


Abbey & Imbrie, 18 Vesey St., New York 
SUAUUIUESOGNUGNRROOQUGOGNO0SN000000000000000000000000000000000000000000000008 
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239 W. 39th St., N. 





9 
It Sa regular with the readers of Hardware Age to consult the Oppor- 
H abi t tunity Exchange for opportunities of all kinds—it’s a paying 


portunity Exchange ° 
HARDWARE AGE your mind. 





habit, too. Tell us your requirements—we may be able to 
suggest something that will help you decide what is on 
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DIETZGEN STEEL TAPES 


“The line for you Because of Better Profits—Satisfaction— Repeat Sales 


SIMPLIFIED READING EUGENE DIETZGEN CO. BLACK FINISH 


MANUFACTURERS 
Chicago New York San Francisco New Orleans Toronto Pittsburgh Philadelphia p 
WRITE FOR CATALOGUE ‘‘A” 




















‘VICTOR’? BOLT CLIPPER 


Send for Oatalog. 





Porter’s ““New Easy’ Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. H. K. PORTER Everett, Mass. 














The 


F ORD This Extension is of the same pattern as our 
No. 10, differing 2 that it A.A = heavier con- 


struction throughout—and what larger— 


Improved which allows it to hold the shanks of all Auger 


ni . 
4 it is made to follow =, eleven-sixteenth hole. LARGEST ASSORTED STOCK IN THD WORLD 
Bit —s in six lengths—12”, 15”, 18”, 21”, 24” Highest Grade Only 


and 
Extension The Ford Auger Bit Co., Holyoke, Mass. JOB T. PUGH :: ::  Phila., U.S. A. 


PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 
High Grade ea 
Hand Cut Steel Stamps | ines ess C. S. 60, 
| Ses | Alphabets and ZE-LITT PAT. FILE AND TOOL HANDLE 
Figures Stronges Interchangeable Handle Made 


THE SCHWERDTLE STAMP CO. THE (HAPIN-ST EPHENS (jo. Union Foetery 
Bridgeport, Conn. 
PINE MEADOW, CONN., U. &. A. 





140 Years’ Continuous Business 























ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 




































Saw Sets, Hand Punches, | | STEVENS LINE LEVEL Z 
€ 











Nail Pullers, Box Openers, for mechanics, farm- at 
-ers, masons, etc. 

Seal Presses, Bench Stops, Made of aluminum, 
weighs 4 0z., accurate 














Li id ~ Di * and _ reliable. rite 4 
Is \ amid Soap Dispensers. | | ier rarner dela LILLIE: 
Chas. Morrill, Manufacturer QYYlu 
Frank B. Hall 


REG. U.S,PAT.OFF. 102 Lafayette Street New Yor, 











Newton Falls, Ohio 

















MORTAR 
and BRICK Hods 
Send for Catalogue 
and Price List 
Mfd. by Opportunity is waiting for someone in every adver- 
METAL DEPT. tisement in the “OPPORTUNITY EXCHANGE.” 
THE CLEVELAND Better turn back and read these columns. It might 
WIRE SPRING CO. be waiting for you. 











Cleveland, Ohio 








Rock Island Autovises 


Number 241 vise is swivel, weighig 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, III. 


- SEND FOR NEW CATALOG OF LARGEST AND MOST 231— AUTOVISE 
241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES. 
| BRAIDED CORDAGE 9 sSao3 LINES, SMALL LINES 


* 


| AND COTTON TWINES ’, oe Y ETC. cow ror carasas 
| BOSTON PSY MASS. | 
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ROPE 


' MANILA and SISAL 
LATHYARN, HAY and HIDB 
ROPE, and SPECIALTIES 

Manufactured by = 


NEWARK, OHIO 










—--we -- 











Cleveland Grindstones 
SOLD ONLY 
To Hardware and Implement Dealers 


Cleveland grindstones are genuine 
Berea rock, the standard by which 


«NE 
or 2} all other dstones are compared. 
Weown Sentemnetquareses. Every 
Mx <2 levetand rindstone bears our 






Ss bnj trade mark. rite for book, ‘ ‘How 
to Rete Mail Orders at Home.’ 


oy LA 
Vost® THe CLEVELAND STONE CO., CurveLano, Ome. 














KNIVES 33, 


MAKERS’ 





New Haven Oyster Knife 
ROBERT MURPHY’S SONS CO. 








Ayer, Mass. 











JOHN SOMMERS PEERLESS FAUCETS 


<=) BEST BLOCK TIN K eee 
MAPLE wood BODY t HIGHLY POLISHED 









“see acne, 
BEWARE OF IMMITATIONS 

: SUCH AS FAUCETS SIMILAR If SHAPE WITH KEY 
MADE OF LEAD, IRON OR OTHER INFERIOR METALS, TINNED OR NICKELED, 





j 
JOHN SOMMER FAUCET CO. 355 Centrar Ave, Newarn NLL 





HARDWARE STORE 
BUSINESS METHODS 








5th EDITION. 


A book filled with suggestions and rules for the guidance of 
Clerks, Buyers, Salesmen and Managers. Methods used by 
prominent merchants are described in detail. 

227 pages, illustrated, cloth. 


REVISED AND ENLARGED David Williams Company 


Price $1.00 Delivered. 
239 W. 39th St., N. Y. 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 
CATALOGUE FREE 
ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 








You can get the latest prices from 
THE IrRoN AGE _ STANDARD 


KEEP 
POSTED Harpware Lists. Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 
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~@WJOHN HASSALL. Inc. 
RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WirRE NAILS 
Cray ano Gamo S Srreerts 


I~ Acun METALS 
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TACKS 22" NAILS s= BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 
SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 9% Warren St. 














STUDDING SOCKETS 
Easiest, simplest, best way to anchor 
wooden studding to cement a. Approved 
by architects and builders. demand— 
liberal profit. Write for ae ete catalog of Door 
Hangers, Sleds, Wagons and Hardware Specialties. 


WAGNER MFG. CO., Dept. D., Cedar Falls, lowa 








The Zimmerman Porch Base 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S. CHENEY & SON, Manlius, N.Y. 























ROOF ING G TIN 




















always specify—carefully manufactured, fireproof, 


Made from high grade COPPER ae OPEN HEARTH ey E,-—! t, mote 4 


Apollo Best Bloom Galvanized Sheets, Black Sheets, Formed PP LES pe 
by AMERICAN SHEET AND TIN PLATE Carey Seebarem, Pa. ZOE7EZ 





durable. Also KEysT 
Roofi day om ody Tin ty m9 Ete. 
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may be listed in one 
ads on this page. 
them all over and find 


know your want. 


. 








A Good Position for You 


Better read 


not—an ad will let the others 


Advertisements 
of the 


it. If 





Help Wanted and 
Business Opportunity 


—$1.00 minimum rate. 


Situations Wanted 
2c. per word—soc. minimum. 
Display rates on request. 
These Advertisements are Pay- 
able in Advance. 


These advertisements go 
every Friday at noon. 


2c. per word 


to press 





AKE IT A POINT 
every 

read these pages. 
a part of the service you 


are paying for. 


week to 


It is 














Help Wanted 


Situations Wanted 


Situations Wanted 


Business Opportunities 





Original letters of reference should 


not be enclosed with replies to 
advertisements appearing im _ these 
columns, as they are frequently 


mislaid and lost. A copy of the 


reference will serve the purpose. 





MANUFACTURER of full 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. ” care HARDWARE 
AGE, New York. 





GARDEN HOSE SALESMAN 
WANTED—AIl1 salesman acquainted 
with hardware trade to sell com- 
plete line garden hose on strictly 
commission basis. Advise territory 
you now cover and give references. 
Adaree Thermoid Rubber Company, 
Trenton, N. J 





WANTED—A1 SALESMAN, ac- 
quainted with the hardware trade, 
to sell a well-known line of cutlery 
with an improvement that monte it 
a specialty. Territories: No. New 
York; No. 4, New Jersey, Yad 
land, Delaware, Virginia and West 


Virginia; hio; No. 10, In- 
diana; No. 1s, , Bang "Agencies and 
“side line’ men need not apply. 


Genuine up-to-date, hustling sales- 
men wanted. Give references. Ad- 
dress “U. S.,’’ care HarDWARE AGE, 
New York. 





THERE SEEMS TO BE AN 


UNUSUAL DEMAND FOR 
HIGH GRADE MEN, RIGHT 
NOW — WHAT KIND OF AN 
OPPORTUNITY ARE YOU 


AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





WANTED—Several first’ class 
men calling on the drug, jewelry 
and department store trade to sell 
a high grade line of manicure 
goods on commisison. An excellent 


proposition for those who can pro- 
duce results. Address “W. D.,” 
New York. 


care HARDWARE AGE, 


WANTED — Experienced _ stock- 
keeper and window dresser for 
hardware and furniture business in 
small town in north Louisiana; must 





be willin - to work; state age, experi- 
ence and salary wanted; no booze}|< 
fighters need apply. Address 


“W. O.,” care Harpware Ace, New 
York. 


LOWA REPRESENTATIVE 
W AN T E D—Stove manufacturer 
with a very complete, up-to- date line 
which is unusually well adapted and 
known to Iowa trade, wants to place 
the exclusive territory rights with a 
permanent established manufactur- 
er’s agent on a commission basis; 
only those calling on the trade 
with regularity and capable of get- 
ting business need apply. “‘W. Q.,” 
care HarDWARE Ace, New York. 


CHICAGO manufacturer of full 
line of polish mops and polish wants 
local and traveling representatives 
in all important cities to handle 
goods as a side line on commission; 
acquaintance with the trade neces- 
sary; state experience and line han- 
dled; we want none but men with 
good records; our proposition is a 
most excellent one. Gilmore Manu- 
facturing Company, 182 N. Dearborn 
St., Chicago, Il. 








line ‘. 


AX PARTY who is_ thoroughly 
familiar with the manufacture of 
cutlery would like to meet parties 
desirous of financing an up-to-date 





factory. Address l.,” HArp- 
WARE AGF, New York. 

YOUNG MAN, 21, technical 
school graduate, with fair knowl- 


edge of hardware, desires to learn 
business with going concern. Ad- 





dress “U. Y.,” care HArDWARE AGE, 
New York. 
“We GOT THE MAN WE 


WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





POSITION WANTED as man- 
ager of hardware business, dividing 
profits or will work for salary; 15 
years’ successful experience; highest 
testimonials.  G. atts, De- 
Land, Fila. 





SALESMAN with wholesale and 
retail experience covering 16 years 
wishes to connect with manufacturer 
to represent them in and around 
Chicago. Builders’ hardware and 
tools preferred. Address “W. G.,”’ 
care HARDWARE. AGE, New York. 





WANTED—Position as buyer or 


manager in retail hardware store: 
ten years’ experience, with best of 
references. Address “W. L.,”’ care 


HarpWareE AGE, New York. 








LIVE WIRE—A thoroughly ex- 
perienced salesman with an _ estab- 
lished trade of 10 years’ standing, 
and one old established line, desires 
additional line from responsible high 
class hardware or ammunition 
manufacturer, for Wisconsin and 
Michigan territory. References ex- 
changed. Address “‘W.,”’ care 740 
Jenifer St., Madison, Wis. 





AND HOUSE 
GOODS SALES- 
MAN wants a situation in a re- 
tail hardware or department store 
about Sept. 1; was buyer and _sales- 
man for F. G. Katzenbach & Co. 23 


HARDWARE 
FURNISHING 


years; for S. E. Kaufman 2 years, 
all in Trenton, N. J.: best of 
references: please write me. Box 


“W. J.,” care Harpware Ace, New 
York. 





POSITION WANTED in retail 
hardware store by single young man 
with three years’ experience and 
good education; would like to work 
up in the business; can furnish ref- 


A HARDWARE MAN with 27 
years’ experience, 12 years in retail 
hardware business with one firm as 
salesman and 15 years as manager 
and half owner of a retail hardware 
store; sold out on account of ill 
health, and having regained health 
again ‘desires a position as manager 
in some retail hardware store; will 
consider a traveling position; can 
go anywhere; strictly temperate, good 
habits and good reference. Address 
H. W. Knowles, Effingham, III. 





A SALESMAN OF 15 YEARS’ 
ROAD EXPERIENCE in Wisconsin 
and Michigan wants a line for 
manufacturer to sell to hardware 
trade; general hardware experience; 
want a first class, reliable line on 
salary and expense or commission 
and expense. Address “W. N.,”’ 
care HARDWARE AGE, New York. 





AMERICAN, 23, unmarried, DE- 
SIRES to LOCATE in New York, 
Pennsylvania or New England; four 
years’ experience as Salesman, store 
manager and buyer in $15,000 retail 
hardware business; now ae ny 
familiar with estimating, uying, 
factory cost accounting, etc.; capable 
assuming entire management of small 
store or one or more departnients in 
large establishment; honest. pains- 
taking, energetic, reliable: v eRe 
references; bond. Address “W. oI 
care HARDWARE AGE. 








Business Opportunities 





IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “H. B. G.,” care 
HARDWARE AcE, New York. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
year. For’ particulars address 
Mt E.,” care HARDWARE AGE, New 
“ork. 





COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere. 
ence results, prompt settlements. 
No advance fees—no “retainers.” 


No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 


Broadway, New York. 








erences. Address P. O. Box 174, 
Attica, N. Y. 
SALESMAN thoroughly ac- 


quainted with the wholesale hard- 
ware and farm implement trade in 
territory west of Chicago open for 
proposition; ten years’ selling ex- 
perience; best of references; either 
salary or commission, or would con- 
sider two or three lines on_commis- 
sion basis. Address *“*W. P.,” care 
Harpware AGE, New York. 





POSITION WANTED by young 
man; considerable experience in 
both wholesale and retail hardware, 
mill supplies, clerical work, etc.; 
best references. E. Bourque, New 
Orleans, La. 





YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 
OBTAIN A POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





FOR SALE—Good, clean hard- 
ware we best location in county 
seat town, in southern Michigan, in 
the fruit belt on Lake ichigan. 
Stock will invoice about $6,500.00. 
This is a fine opportunity for some 
one to get into the hardware busi- 
ness. Cash sale. No trades. For 
further particulars address ‘“‘S. Y.,” 
care HARDWARE AcE, New York. 





FOR SALE—GOOD CLEAN 
STOCK OF HARDWARE and tin 


shop, town 600, central Illinois, 
deing about $25,000 business per 
year. Only hardware store in town. 


Bear closest investigation. Address 
“T. O.,” care HAarpWARE AGE, New 
ork, 


a 





FOR SALE—A nice clean stock 
of hardware and implements; also 
grain and coal; located in eastern 
Colorado; excellent farming district 
and county seat town. Stock inv “o 
about $10,000; buildings can 
bought or rented reasonable. W oF 
sell hardware and implements sepa- 
rate. Doing about $60,000 business 


per year; cash proposition. For par- 
ticulars address C. H. Green, Ord- 
way, Col. 





A STORE PROPERTY AND 
STOCK of general merchandise for 
sale; located in a small village sur- 
rounded by a good farming com- 
munity; good shinping facilities for 





handling produce, etc.; failing 
health reason for selling. ~ a 
Strong, Proprietor, North Benton, 
Ohio. 

FOR SALE—Only hardware store 


in town of 800 inhabitants with fi- 
nest school in State for size of town. 
doing $15,000 business; stock will 
inventory about $4,500 and consists 
of hardware and groceries; elegant 
chance for young man; investigate. 
“ea Hdw. & Mfg, Co., Delevan, 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO: 
READ THIS PAGE? 





WANTED to buy, a _ moderate 
size hardware store, or part interest 


in one, in town of from 20,000 to 
50. 000, in Central States. Address 
“W. C.,” care Harpware Ace, New 


York 











WANT TO GO TO CALI- 
FORNIA if we can sell our hard- 
ware business and building for cash: 
no trade; been established 30 years, 
located on the best corner in the 
town; 51 ft. front; no better farm- 
ing locality in Illinois; good oppor- 
tunity for live man. Address 
“W. M.,”’ care HARDWARE AcE, New 
York. 





— 


FOR SALE—Well located hard- 
ware business in one of_ the best 
coast towns in southern California; 
clean, weil assorted stock invoicing 
about $15,000; moderate priced fur- 
niture and fixtures, including auto 
delivery car, will invoice about 
$2,000; will reduce if desired; good 
room and basement with moderate 
rent. Address “W. L.,”’ care Harp- 
WARE AGE, New York. 





FOR SALE—Patent on screen 
wire measuring and cutting device; 
great thing for hardware dealers; 
will sell outright. enry Haber- 
lein, Box 88, Pflugerville, Tex. 
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Business Opportunities 





A go ge OPPORTUNITY 
FO A LIVE WIRE. 

For Sale A first class general 
hardware and harness business in 
the best city of 8000 people located 
in the best farming valley in_the 
State of Montana. Store is well es- 
tablished and known throu hout the 
entire Gallatin Valley of Montana; 
owner must sell to give his time to 
other business; stcck and fixtures 
invoice about $17, 000, but could re- 
duce this somewhat. Investigate 
_ b eentaney quickly. Address 
S . Wood, Bozeman, Mont. 





THE HIGH GRADE MAN 
LOOKING FOR A POSITION 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 
HE IS, WISHING TO MAKE 
A CHANGE, WILL FIND THIS 
SECTION THE PLACE TO 
TELL HIS STORY. 





WANTED for English markets, 
goods suitable for mail order busi- 
ness; would entertain sole buying 
agencies for labor saving appliances, 
novelties, household requisites, etc.; 
full particulars to Francis & Co., 
58 Angell Road, Brixton, London. 


FOR RENT 


In heart of Chicago, 
wholesale and central dis- 
trict—with excellent ship- 
ping facilities—low insur- 
ance—three upper floors, 
38 x 150 ft. 

ADDRESS: 


P. & F. Corbin Division 
CHICAGO, ILL. 











Mail Your Ad 
To-Day 
FOR 
NEXT 


THURSDAY’S 
ISSUE 


of Hardware Age 


Form Closes 


Friday Noon 














If you have services to 
sell, try a Liner Ad. in our 
Classified columns. They 
bring results. 


Or if you wish to engage 
an expert salesman—road 
or retail—or any other 
kind of experienced hard- 
ware help, a Liner Ad. will 
put you in touch with a 
good many men looking 
for just such a position. 


Or, if you have a side 
line to market—a business 
to sell—a partner to seek 
—try a Liner Ad.—dis- 
tance is no disadvantage 
to the Business Opportun- 
ity columns of HARD- 
WARE AGE. Here the 
East meets the West and 
the North the South—they 
are brought together by 
their interlocking wants. 


Two cents a word is 
the rate for either Help 
Wanted, Position Wanted 
and Business Opportunity 
advertisements, addresses 
included. Minimum charge 
50c for Position Wanted, 
and $1.00 for Help Wanted 
and Business Opportunity 
Advertisements. 























When a Man 
Calls for a 
Good File He 
Naturally 
Expects You 


(as a man of 
experience in 
handling files), 
to supply him 
with the best. 
If you disap- 
point him he'll 
go to your 
competitor next 
time and prob- 
ably remain his 
customer. 


Delta 
Files 


always meet such 
demands with re- 
order producing 
satisfaction. They 
are the only line 
of files from 3 to 
24 inches that is 
made absolutely 
of crucible steel, 
This, in conjunc- 
tion with half a 
century's exper 
ence in cutting and 
tempering, makes 
the Delta a_ dis- 
tinctly superior file 
and one that can- 
not be spoken of 
too highly. 


We make a shape 
and size for every 
purpose. 


Order from 
your jobber. 
If he cannot 
supply you, 
write us. 





A 
GU ARANTEE. 





Delta File Works 


Philadelphia, Pa. 


Chicago Office: 62 East Lake St. 
New York O ffice: 260 West St 
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VERY large machine shop or 
= manufacturing plant should 
have in the tool-room a set of 
accurate, convenient measur- 

ing instruments. 

To suit the requirements of high- 
grade tool-rooms we have produced 
this remarkable set of high-grade 
micrometers which may be had sepa- 
rately or in sets. Each micrometer is 
graduated to read to .001 of an inch 
and is furnished with our patent lock 
nut and may be had with or without 
the ratchet stop, as desired. Frames 


The 


ATHOL, MASS. 


NEW YORK LONDON 





HARDWARE AGE 


Send for Free catalog No. 20A describing 2100 
styles and sizes of fine tools and hack saws. 


L. S. STARRETT CO. 


World’s Greatest Toolmakers 








© 


| 
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PRICES 


Set of 6 Micrometers, 
sizes 1” to 6” with 
ratchet stop - - - - - $39.00 
Incase - - - = = = 43.00 
Without ratchet stop - $3.00 less 


are drop forged from bar steel and are 
well finished. The one-inch microm- 
eter has decimal equivalents stamped 
on the frame; the other sizes are 
marked to show their capacity. Stand- 
ards by which to adjust these microm- 
eters will be furnished when desired, 
at reasonable prices. These microm- 
eters are sold separately in wooden 
boxes or in sets with velvet lined 
morocco leather case. 

For measurements greater than 6” 
we make a set of micrometers up to 
ie. 


BY INVITATION 
MEMBER OF 








CHICAGO 42-472 
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The Pumps On This Page Compese 
Our ‘‘Dealers’ Special Assortment’’ 


This assortment of six staple pumps will place you in position to take 
care of a large percentage of the pump trade in your vicinity. The 
pumps will occupy very little space—they are attractive in appearance 
Pier will sell readily,—and when once sold, they will not ‘‘come 
ack,”’ 
We have very carefully selected these pumps in making up our ‘‘special 
assortment’’ so that a small investment only, will be required, and 
at the same time, the greatest possible number of pumping require- 
ments will be fulfilled. If you are not now in the pump business, 
this offers you a splendid opportunity. If you are handling pumps, 
you can appreciate the value of this proposition—and you will appre- 
ciate it very much more after you know the price at which the entire 


LETILIN Gy 


Are made in a wide variety of styles and sizes for service in mines, 
mills, farms and factories. 

Can you afford to overlook the possibilities which a connection with 
such a well known and established line offers to you? 


Think it over. 


Fig. 125 
Piteher > Pump a today for prices on this ‘‘DEALERS’ SPECIAL ASSORT- 














Fig. 198 Fig. 298 Fig. 166 Fig. 185 Fig. 280 
Lift Pump (This is Fig. 198 with Lift Pump with Force Pump with ‘*Peerless’’ Double Acting 
Cog Lever Top) Split Base Adjustable Base Force Pump 
* - 
The Deming Company, Salem, Ohio 
CHICAGO: Henion & Hubbell PITTSBURGH: Harris Pump & Supply Co. 
NEW YORK: Ralph B. Carter Co. BUFFALO: Root, Neal & Co. 


Other Agencies in All Principal Cities 


; 











HARDWARE AGE September 9, 1915 














x BUFFUM | 


TOOL COMPANY 


LOUISIANA, MO. 
MANUFACTURERS FOR THE JOBBING TRADE 


| “HIGH-GRADE TOOLS FOR HIGH-GRADE WORKMEN” | 














bee pa > 
All Steel'Wood Chisel 





‘Star Drill 





All Steel Handle Wood Gouge 









Hammer Head Crate Opener ~——% 


Sickle Section or Pin Punch, 





Double End Screw Driver Bit Gas Pliers 
HANDLE A LINE OF TOOLS THAT WILL PLEASE YOUR CUSTOMERS | 











Cane Shaped Pinch Bar 















Hand Beading Tool 





Tinners Rivet Sep 





Solid Hack Saw ; 
Frame Malleable 






Machinists Ball Pein 








No One Ever Made a Reputation Selling Poor Tools—You Can’t—We Can’t | 
BUFFUM TOOL COMPANY, -sractrory—-LOUISIANA, MISSOURI 


AGENCIES 











C. W. Gause Co., No. 693 Mission St., Sen Francisco, Cal. E. C. Bonniwell, No. 2637 Humbolt Ave. S., aianiaiile Minn. 
Carpenter & Smead, No. 6 East Lake 'St., Chicago, Til. agrt Benson, ‘Knickerbocker Bidg., Baltimore, Md. 
Southwestern Sales Co., No. 1312 Busch Bldg., Dallas, Tex. C. N. W aterhouse, No. 813 Wainwright Bldg., St. Louis, Mo. 


C. S. Lawrence, Eastern Agent, 117 Chambers St., New York, N. Y. 











